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Non-Can. Policies 
Capture Attention 
At Washington Meet 


Second Fair Trade Practice Con- 
ference Held Apri! 30 Between 
FTC and Industry 


INDUSTRY OPINION DIVIDED 


Recent FTC Jurisdiction Ruling 
Not Involved; Urge Uniform 
Administration of Code 


; 
By ArtHur E. O’Lzary 
Washington, D. C., April 30—A strong 

debate on the definition of a non-can- 

cellable accident and health policy di- 

vided industry representatives attending 

the Fair Trade Practice Conference held 
here today at Federal Trade Commission 
headquarters. The meeting, the second 
called between the Federal Trade Com- 
mission and the insurance industry, was 
to hear industry objections to the pro- 
posed FTC rules to govern the adver- 
tisement of accident and health policies. 

Coming on the heels of last week’s 

FTC ruling on the American Hospital & 

Life case by which the Commission 

asserted its power over A. & H. adver- 

tising interstate, the meeting, at the 
expressed wish of Presiding Commis- 
sioner Lowell B. Mason, carefully side- 

stepped this issue. . 
The 15 advertising rules proposed for 

FTC adoption were studiously considered 

by approximately 100 insurance execu- 
oe ‘ee ’ 

tives present. The Commission’s rules, 

based on the National Association of 

Commissioners’ advertising code, were 

generally considered to be more strin- 

gent. 


Orville F. Grahame Letter 


Rule 4 of the Commission’s code on 
disclosure of policy provisions relating 
to renewability, cancellability or termi- 
nation, captured the attention of insur- 
ance representatives as a letter to the 
FTC by Orville F. Grahame, vice presi- 
dent and general counsel, Massachusetts 
Protective Association and Paul Revere 
oe was read into the record. Mr. 
Grahame’s letter, read by Robert J. 
3ird, of the law firm of Dawson, Grif- 
fin, Pickens & Bird, sought to persuade 
the FTC to limit this rule to a strict 
definition of a non-can. policy. This 
opposes the concept held by those com- 
Panies writing guaranteed renewable 
policies where premium rates can be 


changed by classes, and if adopted by ” 
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Expanding Economy 
Now Based on Debt, 


LONDON & Ray Murphy Warns 


Equitable Sec. Chairman Speaker 


LA a CAS al l RE | at U. pathy > agri re Meet- 


GROUP S INFLATION STORM SIGNALS 


All Forms of Borrowing Increase; 
Pressure on Prices; Economy 
’ in Delicate Balance 


Washington, May 2 Many of the 
— typical storm signals of inflation are 
Dependability flying and unless something can be done 
to arrest it, the country may well expect 

, +> “ an upward thrust in the price level and 
Strength Service further depreciation in the dollar, Ray 
D. Murphy, chairman of Equitable Life 

Departmental Offices at Assurance Society, warned today. “We 
Chicago and San Francisco are, admittedly, a rapidly growing na- 
Hartford New York tion, but the performance in 1955 repre- 
sented more than normal growth—it was 











achieved by going heavily into debt,” the 
insurance executive pointed out at a 








breakfast conference of U. S. Chamber 
of Commerce, which held its 44th annual 
meeting here in the nation’s capital this 
week, 

Among the storm warnings cited by 
Mr. Murphy were these: 

Last year total mortgage debt in- 
creased from $113 to $130 billion, or 
15%; $13 billion of this increase was on 
non-farm dwellings. 

Consumer debt increased 20%, from 
$30 to $36. billion. 

Automobile paper accounted for $4 
billion or two-thirds of the increase in 
consumer debt. 


PARTICIPATING (ane cele se 
L | t E i N S$ p A NC F Expansion on Credit, Not Savings 


Plans for 1956 indicate a capital goods 
boom and indications point to a sharp 
rise in steel prices in the near future, 
Mr. Murphy said. Some oil companies 
have announced that higher prices are 
necessary for refined oil products to 
cover their increasing cost structure, 
including expansion of plants. “Indus 
trial management,” he continued, “still 
seems to find it easy to pass on to con- 
sumers wage increases in the form of 
higher prices.” 

The country’s expansive development 
has depended on a great expansion of 
credit rather than upon the investment 
of savings, he emphasized. “In so far as 
it has involved credit from commercial 
banks, it has resulted in a marked in- 
crease in the money supply. Most of the 
commercial banks are now fully loaned 
up. For the past several months they 
have been borrowing heavily from the 
Federal Reserve as a means of keeping 
in loanable funds. Commercial banks are 
now trying to take care of only their 
regular customers and at higher interest 
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| Making Life Insurance Easier 


To Buy—Through Advertising 


Panel at Combination Companies Conference Life Insurance 
Agency Management Association May 1, The Shoreham, 


Washington, D. C. 


Chairman: 


Al B. Richardson, vice president for public rela- 


tions, Life of Georgia. 


Participants: 


Donald F. Barnes, director of promotion and 


advertising, Institute of Life Insurance. 


Henry M. Kennedy, advertising director, Pru- 
dential of America. 


Joseph M. Locke, supervisor of publications, 


Gulf Life. 


John L. Lobingier, Jr., director of public rela- 


tions, LIAMA 


C. Sewell Weech, Jr., 


director of sales promo- 


tion, Baltimore Life. 


HENRY M. KENNEDY 

Vigorous life insurance advertising 
can help the agent overcome his greatest 
competition—the tangible products and 
services for which potential insurance 
dollars are being used. 

This was the conclusion of Henry M. 
Kennedy, advertising director for Pru- 
dential of America, speaking on “Meet- 
ing Our Real Competition by Way of 
TV, Radio and Magazines.” 

Commenting on the recent upsurge in 
life insurance advertising, Mr. Kennedy 
‘St is extremely important that the 
voice of life insurance is being heard 
with increasing volume and clarity.” 

However, he observed, the ratio of 
insurance to other forms of advertising 
is still not in balance. 

For each page of insurance advertising 
in today’s national magazines, Mr. Ken- 
said readers can find “45 pages 
advertising superbly powered, low-slung 
new cars, capacious refrigerators, big 
screen TV _ sets, wall-to-wall carpeting 
and hosts of other products to make 
life easier, more pleasant and perhaps 
more worth while.” 

He noted that four years ago this ratio 
was 28% less favorable for insurance. 
The ratio then was one page of insur- 
ance advertising to 63 for other prod- 
ucts and services. 

On network radio, he said “there is 
approximately a 40% better chance of 
your hearing an insurance message to- 
day than there was only four years ago.” 

On today’s network television, the 
average viewer will see one minute of 
insurance commercial time for every 200 
minutes of commercials for other prod- 
ucts. Four years ago, according to the 
speaker, the ratio was one minute for 
insurance to 330 minutes for other prod- 
ucts, 

He emphasized that while the compa- 


said 


nedy 


nies doing this advertising do “get the 
most out of it,” nevertheless, “all life 
insurance advertising helps create a 


better market for all life insurance and 
: certainly makes life insurance easier 
to sell.” 

He likened the situation facing: the 
insurance agent some years ago to “try- 
ing to sell a small boy on eating spinach 
when he is surrounded by posters of 
delicious ice cream sundaes.” 

What is the basic purpose of most in- 
Surance advertising today? Mr. Ken- 
nedy said, “it is not to sell insurance di- 
rectly.” 

_ “Advertising’s job is to pave the way 
lor the agent, to create the kind of 


atmosphere in which the agent can be 
most effective.” Mr. Kennedy called this 
the “long-range advertising point of 
view.” 

Elaborating on the value of advertis- 
ing, he said: “Advertising generally pro- 
vides the long-range selling help rather 
than the short-term help of making 
more sales tomorrow morning. Advertis- 
ing can make people more conscious of 
life insurance. It can remind them of 
the basic needs which life insurance can 
fill. It can bring prestige for individual 
companies and for the life insurance in- 
dustry. All of which means that it can 
pave the way for the personal services 
of the life agent.” 

Discussing how advertising can help 
life insurance to meet the competition 
of tangible goods, he said, “it is more 
effective when it has continuity, as, for 
example, every month in a magazine; 
every day or every week on the radio; 
every week or every other week on 
Ve” 

He observed that the public’s attitude 
toward life insurance is affected by 
many things and it is difficult, if not 
impossible, to isolate the effect of any 
one. 

“But I do know,” Mr. Kennedy said, 
“that people are more aware of adver- 
tising than ever before. It is part of 
their lives; it influences how they dress; 
how they work; how they play; and, 
very importantly, it influences how they 
spend their money.” 

He discussed new trends in advertis- 
ing that enable a small budget to go a 
longer way than was formerly possible. 

“We have seen the magazine concept 
come into TV where the program is pro- 
duced by the network and the advertiser 
can purchase one or more participations, 
just as he purchases a page in a maga- 
zine.” 

On radio, he said, “costs have come 
down and spot radio and radio partici- 
pation shows are available for small bud- 
gets.” He gave an example of the Fib- 
ber McGee and Molly show that ten 
years ago cost about $20,000 per week. 
Today, he said, an advertiser can pur- 


chase a weekly_ participation. about 
1 EBSBO 


$1,800. 
JOHN L. LOBINGIER, JR. 
“Advertising to Help the Agent” 


Three ways companies may help their 
agents get the maximum value from ad- 
vertising were suggested by John L. 
Lobingier, Jr.. LIAMA’s director of pub- 
lic relations. 

First, show the agent clearly 
cifically how to use profitably 
pany’s advertising. 

Second, help the agent to 
himself. 


and spe- 
his com- 


advertise 


Third, do some company advertising 
locally in the agent’s behalf. 

Mr. Lobingier advanced the thesis 
that “right along with help on pros- 
pecting and selling, most agents want 
company advertising to build their pres- 
tige and bolster their morale.” One of 
the best ways to do this job, he said, is 
to take media advertising to the local 
level. 

Under his first point, Mr. Lobingier 
listed some specific ideas companies use 
to encourage their agents to capitalize 
on company advertising: 

“When leads are developed, follow up 
promptly, according to a plan. 


“Carry the current publication in 
which the ad appears; show it to the 
prospect. 


“Let the prospect know when, where, 
and how often ads will appear. Maybe 
send him a note before the ad runs. 

“Watch for ads of special interest to 
certain: prospects, 

“Humanize the 
prospect. 

“Between calls, 
working for you. 
print.” 

If advertising is really going to help 
the agent, he said, it is vital to let the 
agent know “well in advance just what 
the program is to be and suggest ways 
for him to tie-in.’ 

“In merchandising its advertising pro- 
gram to the field, a company may: mail 
each agent a prevue kit of advertising 

._. furnish posters about the ads for 
office use . . . provide a mailing piece for 
the agent to use—give the agent supple- 
mentary materials to tie-in with the 
main campaign ... provide reprint fold- 
ers... run stories in the field magazine 
on the what and why of company ad- 
vertising . . . include an explanation of 
company advertising in all training ma- 
terial 4... put the advertising manager 
on convention programs and send him 
on regular visits to field offices.” 

He observed that “too often a com- 
pany plans an advertising program, puts 
it into action, and then begins to wonder 
how it should be merchandised to help 
the agent.” The key lies in the home 
office, he said, and in knowing the an- 
swers to these basic questions: 

Why and what are we advertising ? 

Whom are we trying to reach ? 

What results may we expect ? 

What results may we not expect ? 

In helping the agent to advertise him- 
self (the second point), Mr. Lobingier 
said “many companies do this through 
cooperative arrangements with the home 
office usually paying some or all of the 
space or time cost.’ 

He called it “encouraging” 
cooperative advertising idea is taking 
hold, with more and more companies 
entering the field every year. 

“The key to the success of any co- 
operative advertising Progr im,” he said, 

“lies in the company’s ability to let the 
agent know just how to use local ad- 
vertising and what he may realistically 
expect of it.’ 

Under his third point, Mr. Lobingier 
listed some ways companies may adver- 
tise locally in the agent’s behalf: 

An ad to announce the appointment 
of a new agent. 

A company ad—but with names of lo- 
cal representatives included. 

An ad to proclaim an agent’s achieve- 
ments. 

An ad about a new district office. 

Disaster advertising. 

A campaign built around an agent and 
the essential service he performs. 

Turning to “another kind of advertis- 
ing at the local level,’ Mr. Lobingier 
gave illustrations of major company ad- 
vertising efforts pinpointing one area in 
support of the local sales force. 

“A classic example,” he said, “is Pru- 
dential’s experiment in Phoenix. Apply- 
ing proven advertising techniques, and 
doing some other things, too, Prudential 
saw its share of the Phoenix market rise 
in less than two years from 3.7% to 
16.1%.” 

On the subject of cost, he emphasized 
that “there are many companies where 
ingenuity and sound merchandising—to 
both agents and the public—permit a 


advertising to the 


keep the advertising 
Try mailing a re- 


that the 





Advances Program to 
Upgrade Agency Force 

DR. L. W. FERGUSONS PROPOSAL 

LIAMA Program Director Before Com- 


bination Companies Conference at 
Washington 








A five-year plan to attract more com- 
petent professional agents, and reduce 
agent turnover, was advanced by Dr. 
Leonard W. Ferguson, LIAMA program 
director, speaking before the Combina- 
tion Companies Conference, May 2 in 
Washington, D C. Dr. Ferguson, who is 
guiding development of LIAMA’s Com- 
bination company selection research pro- 
gram, suggested that by “1961 let us em- 
ploy as agents only those whose demon- 
strated mental ability is above that of 
today’s typical or average applicant.” 

Companies adhering to the Ferguson 
Plan would. endeavor to upgrade their 
sales force by raising standards for hir- 
ing agents “five per cent in each of the 
next five years.” He noted that “in many 
instances it is not lack of competence on 
the part of the agent that leads to turn- 
over, as much as it is lack of competence 
on the part’ of his manager.” Thus, his 
proposal was to start immediately to 
upgrade the total agent force and there- 
by provide ourselves with a source of 
good supply from which we can make 
better managerial scleckions.” With 
enough companies behind this plan, Dr. 
Ferguson predicted that “by 1961 the 
kind of agent we want will find in the 
business the kind of competent manager 
who will help him succeed and inspire 
him to stay in our business.” 


Combination Inventory 


Earlier, Dr. Ferguson had announced 
that companies may now rely on sections 
one and two of the Combination Inven- 
tory to provide valid indications of cer- 
tain agent aptitudes. Scores on section 
one, he said, can help to eliminate, ahead 
of time, those agents who will prove 
ineffectual in debit accounting. Scores 
on section two, he continued, can help 
to eliminate, ahead of time, those agents 
who will have difficulty in passing 
state license requirements. 

This means he said, that companies 
may set definite employment standards 
with regard to sections one and_ two. 
In addition to a company’s own stand- 
ards, which were given recently to each 
LIAMA company participating in the 
project, he explained that available data 

(Continued on Page 20) 


very small advertising budget to do a 
very big job.” 
. * * 


DONALD F. BARNES 

How the institutional program of na- 
tional advertising works to help the 
agent sell life insurance was described 
by Donald F. Barnes, director of pro- 
motion and advertising for the Institute 
of Life Insurance. 

Noting that “the first sale” an agent 
must make is to sell his prospect the 
idea that life insurance is a good com- 
modity to buy, Mr. Barnes said this is 
the sale on which Institute advertising 
provides the most help. 


But to get maximum benefit from 
institutional advertising, companies must 
use the Institute program “as a_back- 


drop for their own sales procedures and 
ideas.” Mr. Barnes described how one 
company, Home Life of New York, does 
this effectively. 

In addition to 
agent has to make 
Mr. Barnes said. He must sell his com- 
pany as a reputable organization; he 
must sell himself as a wise and capable 
person with whom to do business; he 
must sell his own hand-tailored program 
or package. 

Explaining how institutional 
ing helps to improve the 
in which the agent tries to 
four sales, Mr. Barnes said the agent 
should realize that “his own business, 
operating as a strong and cohesive in- 
stitution, is backing him up in the broad 

(Continued on Page 20) 


that “first sale,” the 
three other sales, 


advertis- 
atmosphere 


make all 
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The New Non-Cancellable Guaranteed Renewable 


Aeceident and Sickness Policies 


The Society of Actuaries Meeting in Hartford Recently Showed Great Interest in this Newest 
Development in the Accident and Sickness Fizld. The Two Papers Following, Parts of the 
Discussion, Are Reproduced in Full. 


The development within the past five years of the non-cancellable guar- 
anteed renewable policies with the large mutual life insurance companies of 
the New York metropolitan area as the pioneers is regarded by many as one 


of the greatest advances of the last 


50 years 


in the individual accident and 


health field, where the insurer retains the right to change the premiums from 


time to time on a class basis in accordance with experience. It 
Prudential and is now offered by the 
It will probably be taken up generally by 
This form is most useful for experimental coverage. 


written by The 
Life, Metropolit: in and others. 
other companies. 


By Roy R. ANDERSON 
New York Life 
“What the 


questions involved with the type of in 


are important long-range 


dividual accident and sickness insurance 


renewability with the 


premiums on 


that 
right 


guarantees 


reserved to increase 


the class? What are the Federal Income 


Tax implications? What reserve prob 
lems involved ? 

Three of the 
range questions concerning 
renewable A. & S. 

(1) What type of 


are 
more important long 
guaranteed 
insurance are: 

coverage will be of- 


fered under this type of insurance, 

(2) What type of company is most 
likely to adopt it, and 

(3) What purpose will it serve. 

First, with respect to the type of cov- 
erage, guaranteed renewable A. & S. in 


surance is particularly appropriate for 
insurance which provides reimbursement 
for the costs of medical care. With Loss 

f Time coverages, an actuary can have 
some confidence in being able to esti 
mate future morbidity rates and there 
is no evidence of a long-range trend of 
increasing With medical expense 
coverages, however, future are 
very difficult to forecast and there has 
been a pronounced trend of increasing 
Guaranteed renewable A. & S. is 
a natural for medical expense insurance 

-and especially for those policies with 
benefits payable on a_ reimbursement 
basis, such as Major Medical insurance 
and Hospital policies which provide a 
substantial Miscellaneous Expense Bene- 
fit. 

Second, with respect to the type of 
company which is most likely to adopt 
guaranteed renewable A. & S. insurance, 
it is not surprising that thus far this 
form of insurance has found ready ac- 
ceptance mainly by mutual companies. 
The important feature of the guaranteed 
renewable provision is that any changes 
in’ premiums would be applicable to 
classes of policyholders. It is only logi 
cal that companies which are accustomed 
to providing insurance to policyholders 
at cost and to allocating costs equitably 
among classes of policyholders woul | 
find the provision most appropriate. 

Third, with respect to the purpose that 
guaranteed renewable A. & S. insurance 
will serve, I believe that time will show 
the introduction of this type of coverage 


costs. 
costs 


costs. 


to have been one of the major steps in 
the development of Individual A. & S. 
insurance. 

The most important feature of an In- 


dividual A, & S. policy is whether or not 
the policy owner is guaranteed the right 
to continue his policy in force in spite 
of any change in his insurability. Com 
panies which have in the past offered the 
more traditional type of non-cancellable 
Loss of Time policies with guaranteed 
premiums have been slow to offer sub- 
stantial medical benefits on a 


expense 





first 
York 


Was 


New 


Guardian, 


By VALENTINE Howe. 


Prudential 
In order to be certain that this audi- 
ence understands exactly what type of 
policy is under discussion, I will quote 
from the first page of the Prudential 


Hospital Expense policy currently being 
issued. In the so-called small print the 
policy says: 


“At the option of the Insured, this 
Policy may be continued in force by 
the payment of premiums at the Com- 


pany’s applicable table of rates in effect 
on the due date of such premiums, but 
according to the original insuring age of 
the Insured. The Company reserves 
the right to change at any time the table 


of rates applicable to premiums there- 
after becoming due under this Policy.” 

In larger sized, bold-faced print it 
then states: “Guaranteed renewable un- 
til age 65 at Option of Insured. Com- 
pany cannot cancel policy but may 
change premium rates.” 

Then at the bottom of the first page, 
in still larger print, we have the fol- 
lowing: “This Policy is guaranteed re- 
newable until age 65 at Option of In- 


sured. Company cannot cancel policy but 
may change premium rates.” 

There is a certain amount of tau- 
tology on this page, but I doubt whether 
the average insured is going to remain 
in ignorance of the right of the company 
to change premium rates. Nevertheless, 


this rate change provision can be in- 
terpreted by the company in different 
Ways so as to completely change the 


character of the policy. 
How Rate Changes May Be Handled 


At one extreme a company may issue 
a policy at rates not much higher than 
those for cancellable (commercial) poli- 
Selection, of course, must be on a 
somewhat more careful basis. But the 
company may rely upon sales volume to 
reduce expenses, and reduced expenses 
to offset morbidity Then, if ex- 
perience indicates that the profit margin 
is insufficient, rates may be raised to 
make up for the losses. 


c1es, 


losses. 


On the other hand, the premium rate 
and benefit structure of a policy with 
such a rate change provision may be 


comparable with that of a non-cancella- 
ble policy with fixed premium. Premium 





basis because of the un- 
future medical 


reimbursement 


predictability of costs. 


With guaranteed renewable A. & S., a 
way has been found to offer very sub- 
stantial medical expense benefits—and 
even Major Medical—on a non-cancella- 
ble basis. Of equal importance is the 
fact that guaranteed renewable A. & S. 
permits a company to offer even the 


most experimental types of coverages on 
a sound, non-cancellable basis. The in- 
troduction of guaranteed renewable A. 
& S. has been a major contribution to 
the insurance industry and the insuring 
public. 





be reduced only by the small 
contingency margin necessary where 
there is no provision for ee change 

Not only that, but, as in the case of the 
fixed premium policy, the made rate 
table will vary by age and will be based 
on the level premium life principle. 
Naturally level premium reserves will be 
held under such a policy. 

It may be said that a normal future 
development would be along the line of 
two distinct types of policies, each of 
which would provide for an increase in 


rates may 


premium rates in somewhat different 
language. I do not believe that this is 


going to be the answer. I, at least, have 
been unable to find any practicable dif- 
ference in the language of the re-rate 
provision which will make clear a dis- 
tinction between the two types of cov- 
erage. 

Whatever may be the merits of the 
rate change provision as applied to the 
“commercial” type of policy, it seems 
evident that the non-cancellable form 
will be of more value to the insurance 
industry. At the present time there is 
considerable pressure on private industry 
to cover sickness and accident hazards 
for which there is no presently sound 
basis upon which to base premium rates. 
The most practical way to accumulate 
experience is through the issue or ‘a 
policy that provides for an increase in 
the premium rate if the actual experi- 
ence under the policy makes it neces- 
sary. Furthermore, insurance providing 
non-cancellable indemnification for costs, 
such as medical expenses, that are re- 
sponsive to inflationary and other in- 
creases in the national price level, or 


for medical or hospiial expense where 
the rate of utilization may increase, 
should logically call for a provision for 


increase in premium to the extent that 
cost increases make it necessary. 

But, in order to obtain these advan- 
tages, we must, in my opinion, identify 
the rate increase provision with the 
non-cancellable policy and not with the 


commercial type of policv. Unless the 
new plan of policy can be maintained 
on the basis and for the purpose for 


which it was intended—unless it remains 
a non-cancellable policy of the tradi- 
tional variety and not a sales gimmick— 
we will have lost a very valuable tool in 
our business. 

Furthermore, the direction in which 
the policy will develop cannot safely he 
left to chance. If it is not to be down- 
graded, positive action is required on 
the part of the companies and the state 
insurance departments. 


Suggested Department Policy 


That the companies could, by exercis- 
ing restraint and controlling their com- 
petitive urge, control the future develon- 
ment of this type of coverage, is ob- 
vious. The Insurance Departments, how- 
ever, are ina position to exercise a more 
effective control, and because I feel that 
the matter is so important, I am taking 
the liberty of outlining what I feel 
should be the policy of the departments 
in approving policies with premium in- 
crease clauses. 

1. Both the policy and any advertising 
concerning it should comply fully with 
the requirements of Section 4 of the 
Advertising Rules for accident and sick- 
ness insurance. Any statement in the 
policy or advertising as to guaranteed 
renewability or non-cancellability should 
be followed by a statement that rates 
may be changed by the company. 

2. The policy should provide that there 


should be no change in the rating classi- 
fication of the individual. 

3. In event of possible rate increase, 
the premium charged should be accord- 
ing to the original age of the insured. 

The company must agree in the 
policy not to place any restrictive riders 
on it or otherwise change the benefits 
while the policy is continued in force. 
5. The wording of the rate chang 
provision should be carefully scrutinized 
The Prudential policy calls for the “pay- 
ment of premiums at the Company's 
applicable table of rates in effect on the 
due date of such premiums. The 
insurer, in my opinion, should be warned 
that, in event of a future change in 
rates, the new rate tables for all forms 
of policies covering the same basic haz- 
ard must be kept on a consistent basis, 
A relatively unimportant change in 
benefits in a newly issued line of policies 
should not justify a preferential rate as 
compared to the ones sought to be 
rated. 

6. Where a comparison is 
the rates and benefits for a policy for 
which approval is sought must be shown 
to be reasonably consistent with gener- 
ally similar non-cancellable coverage at 
fixed premiums. Too low a rate structure 
should call for disapproval of the policy 
form on the ground that too much reli- 
ance has been put on the freedom to 
raise rates. In this connection, it will be 
recalled that Section 154 of the New 
York law gives the Superintendent au- 
thority to disapprove policies if “the 
benefits provided are unreasonable in 
relation to the premium charged,” and 
there is similar authority, expressed or 
implied, in other states. 

Non-cancellable accident 
insurance has deservedly 
highest of reputations both within and 
without the insurance industry, and 
there can be nothing but praise for the 
efforts of the companies traditionally 
associated with it to keep it on this high 
plateau. But it seems to me that a 
large share of this reputation is due not 
alone to the non-cancellable feature of 
the insurance, but also to the fair admin- 
istrative practices of these same com- 
panies. I think it may be a mistake 
to believe that non-cancellability is al- 


possible, 


and sickness 
enjoyed the 


ways of itself a virtue. If the rate is 
fixed too high, for safety’s sake, the 
policyholder, in the absence of dividends, 
pays too much for his insurance. If 
the rate is too low, and unfavorable 
conditions develop, these policyholders 
may be ahead of the game, but the 


claims have to be paid from some source, 
and so far as I know, the only source 
of all income is the body of policyhold- 
ers as a whole. 





Life Cos.’ Investments in 


Commercial Real Estate 
Richard D. Idwin, Inc., Homewood, 
Ill., has published for S, S. Huebner 
Foundation For Insurance Education, a 
book, “Life Insurance Investment in 
Commercial Real Estate,” by Harold 
Wayne Snider, associate professor ot 
business administration, Illinois Weslev- 
an University. Mr. Snider’s study gath- 
ered material from 20 companies. In all 
1,231 parcels of real estate, costing sliglit- 
ly more than $800,000,000, were analyzed. 
The companies were Aetna, Connecticut 
General, Connecticut Mutual, Continental 
Assurance, Equitable Society, Jefferson 
Standard, John Hancock, Life of Vir- 
ginia, Lincoln National, Massachusetts 
Mutual, — in Life, Mutual Bene- 
fit Life, Mutual of New York, National 
Life of Vermont, "ale anes aiete Mutual, 
Pacific Mutual, New York Life, New 
England Life, Penn Mutual and The 
Prudential. 
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\ wins President’s 


\ Los Angeles Agency 


Trophy 


TOE LOE TOR RR RO RRR BOR SE JOHN W. YATES 


wt 
a 


: for Outstanding 
a Performance 


n1955 





Our Los Angeles Agency, John W. Yates and 
Robert L. Woods, C.L.U., General Agents, has 
received the President’s Trophy awarded for 
the most outstamding performance by any of 
the Company’s ninety-three agencies in 1950. 

With only a small difference in the number 
of scoring points earned by the five leading 
agencies in the comprehensive and penetrating 
analysis, [lonorable Mention has been received 





% 


DESMOND J. LIZOTTE CLARENCE A. GRIMMETT, JR. CORYDON K, LITCHARD, C.L.U. LOVELL H. COOK, C.L.U.. JOHN R. HUMPHRIES 


Newark Rochester 








ROBERT L. WOODS, C.L.U. 
by the NEWARK AGENCY 
ROCHESTER AGENCY 
SPRINGFIELD AGENCY 
ATLANTA AGENCY 


Scoring points are earned by outstanding 
performance in five major areas and twenty- 
seven contributing areas of successful agency 
operation. 

Our hearty congratulations to our General 
Agents and their associates in the five agencies 
whose excellent performance marked them for 


distinction. 


Springfield Atlanta 


Massachusetts Mutual Life Insurance Company 
SPRINGFIELD - MASSACHUSETTS 
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Lincoln National Names 


T. M. Harrison in Nashville 





HARRISON 


THOMAS M. 


Harrison 
National 


announced. 


Thomas M. 


Lincoln 


\ppointment of 
as general agent for 
Life in Nashville 
The Harrison 


has been 
agency will occupy the 
at 810 Sudekum Build- 


ing and will operate in the central por- 


company’s offices 
tion of the state. 
Mr. Harrison is a 
where he 


native of Jackson, 
Tennessee, attended Lambuth 
chemistry and 


and a 


College, majoring in 


mathematics. Following a year 
half of employment as a chemist at the 
Milan 


fulfill requirements for 


Arsenal, he returned to school to 
a career in teach- 
ing. 

1945 
and within two years his company pro- 
Jackson. 


He began selling life insurance in 
moted him to general agent in 
In 1950 he moved to Memphis to estab- 
lish 
later, 


a new general agency and four years 
work 


February of 


entered home office as super- 


infendent of agencies. In 


1955 he was promoted to vice president 


and director of agencies, from which 


position he joins Lincoln National as 
general agent in Nashville. 

Throughout his life insurance career, 
Mr. Harrison has been active in insur- 


ance and community affairs. In Jackson 
he served as secretary-treasurer and 
later president of the local Life Under- 
writers Association; in Memphis he was 
first secretary-treasurer and later vice 
president of the Life Managers Associ- 
ation and a member of the Life Unter- 


writers Association. He belongs to the 
Memphis Sales Executives Club, the 
Masonic Lodge and the Highland 


Heights Methodist Church. 


O. E. Melchert’s New Post 


Oscar E. Mel chert has been named as 
regional training supervisor for Massa- 
chusetts Protective Association, Inc., and 
Paul Revere Life in its central sales re- 
gion. In his new capacity Mr. Melchert 
will conduct the sales training activities 
of the companies in 11 midwestern 
states, under the supervision of Robert 
P. Hallock, Jr., superintendent of agen- 
cies for the central region. 

Mr. Meichert has been associated with 
the Cedar Rapids, la., agency of the 
companies for the past five years and 
has been a top ranking representative 
in the national sales organization. 

During World War II, he served as 
an Army Instructor at Fort Riley, Kan- 
sas, and as platoon leader in overseas 
service. He held the rank of staff ser- 
geant 

Mr. Melchert will continue to 
his headquarters in Cedar Rapids. 


make 


Kaden Gmieal N ames 
Three New Managers 


LOWE, McGUIRE, KILHEFNER 
Respectively at Deisiine, San Francisco 
and Spokane; Williams Continues as 
Denver Associate Manager 


Three new managers of agencies ap- 
pointed by Union Central Life are John 
H. Lowe at succeeding George 


P. Williams 


Denver, 


who continues as associate 


manager there; Walter W. McGuire at 
San Francisco, and A. FE. Kilhefner at 
Spokane. 


Mr. Lowe has been one of the leading 
producers of the Minneapolis agency 
Manager Paul Hommeyer. Before 
joining Union Central in 1950 he taught 
English history at University of Minne- 
sota and then advanced American history 
at Hamline Paul. He 
holds a B.S. degree from River Falls 
State Teachers College in Wisconsin and 
an M.A. from University of Minnesota. 
An Air Corps ¢ aptain during World War 
II] he is a major in the Air Force Active 
Reserve. He has been assistant manager 
of the Minneapolis agency and for the 
past five years a member of the Union 
Central $500,000 Club. 


McGuire, Kilhefner Careers 


Walter W. McGuire, a graduate of 
Carleton College and a native of White- 
He Mont., was for seven years with 
the Retail Credit Co. in Wisconsin and 
Minnesota, leaving it to enter World 


under 


University, St. 


War II where he was a Navy officer 
in the Pacific Theatre. At end of the 
war he became a life insurance agent. 


In 1951 he was made production man- 
ager for a Portland, Ore., agency and 
continued in that post until joining the 
Union Central. 

A. E. Kilhefner has been an agent 
since graduation from Wesleyan Univer- 
sity in 1935. For five years he sold insur- 
ance in Honolulu; entered the Navy, 
served five years and was discharged 
as a commander. He took part in Pearl 
Harbor and Midway engagements. After 
the war he became a district insurance 
manager in Oakland, Cal., and five years 
later was made branch manager in Spo- 
kane of another company and recently 
was an agency manager in San Diego. 

George P. Williams 

Mr. Williams entered the life insurance 
business with Union Central in 1922 in 
Denver. He was appointed assistant 
manager in 1941 and two vears later 
was named manager of the Denver 
agency. A native of Gallapolis, Ohio, 
he was business agent at Colorado State 
Teachers College before entering the 
life insurance business. He has been a 
member of the Union Central’s $500,000 
Club both as an agent and as a manager. 


Nashem Agcy.’s Management 
Training Sessions Held 


Members of the Lee Nashem Agency 
of Mutual Benefit Life in New York 
attended management training sessions, 
sponsored recently by the agency, on 
“The True Security,” Mutual Benefit’s 
new management training program for 
training management groups of top cor- 
porations and companies. 

About 40 people of top management 
and agency representatives attended the 
motion picture showings accompanied bv 
explanation of the entire program with 
an introduction by General Agent Lee 
Nashem and a complete follow-through 
by Edward J. Winters, the agency's 
director of training, 

Shown were the complete motion pic- 
ture “The Time Is Now,” with excerpts 
from this film used in certain sections of 
the training program as well as the 
motion picture on “Financial Planning.” 

he sessions were held in the two- 
story motion picture theatre of the J. 
Walter Thompson Advertising Agency, 
420 Lexington Avenue, New York. 
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New York State Assn. 
Meets Here on May 11 


SPRING DELEGATES MEETING 


H. S. Redeker to Speak at Luncheon of 
N.Y.C. Association on “Split Dollar 


Plan and Its Tax Implications” 


meeting of the 
Association of the 
will be held on Fri- 
with the 
the New 
Under- 


educational 


The May 
Life Underwriters’ 
City of New York, 
day, May 11, in conjunction 
spring delegate 
York State Association of 
writers, it was announced by the local 
association’s educational vice president, 
Stanley R. Wayne, co-general agent, 
Mutual Benefit Life. 

The meeting of the New York State 
Association will be held all day in the 
East Ballroom of the Hotel Sheraton- 
Astor from 9:30 am. to 4 p.m. The 
local association will sponsor a luncheon 
in the North Ballroom at 12:15 p.m. 
and the speaker will be Harry S. Rede- 
ker, general counsel, Fidelity Mutual 
Life, Philadelphia, who will discuss the 
timely subject of “Split-Dollar Plan and 
Its Tax Implications.” 

Mr. Redeker will discuss the facts of 
the basic Split-Dollar Plan on which 
Revenue ruling 55-713 was obtained. 
He will cover some of the little-known 
aspects of the background of that ruling. 
He will point out some of the “Danger 
Signals” that should be observed in rec- 
ommending the use of a Split-Dollar 
Plan in cases that are far beyond the 
facts on which the ruling was issued. 
There will be a discussion also of some 
of the variants and modifications of the 
basic plan that are being suggested by 
life underwriters and life insurance com- 
panies. 

The guest speaker, who previously ad- 
dressed the local association last year 
on the subject of the 1954 Internal Reve- 
nue Code, is the author of many articles 
on business insurance, estate planning 
and life insurance taxation. Mr. Rede- 
ker serves on a number of insurance and 
tax committees in the life insurance in- 
dustry and in the American, Pennsyl- 
vania and Philadelphia Bar Associations. 
He has spoken on tax and insurance 
subjects before bar associations, trust 
officer and life underwriter groups 
throughout the country. 

The luncheon cost will be $4.25 per 
person and reservations may be made 
by calling the association office. Atten- 
dane is restricted to members only. 

Members may attend the all- day State 
Association meeting without charge and 
attendance at the luncheon is not. com- 
pulsory, 


meeting of 
Life 


United Jewish Appeal to 
Honor M. E. Task at Dinner 


Morton E. Task, president, Cosmopoli- 
tan Mutual Casualty of New York, will 
be guest of honor at annual dinner of 
United Jewish Appeal of Greater New 
York to be held May 22 at Hotel Plaza. 
Bartley C. Crum, lecturer and author, 
will be guest speaker. Honorary chair- 
men of the division are Leo S. Frenkel, 
Harry Hyman and Joseph J. Shickler. 
Harry Hyman is associate chairman of 
special gifts. Associate chairmen of 
Brooklyn are Bernard Jaffe and Louis T. 
Lehman. Associate chairman of Man- 
hattan are Bertrand S. Dorman and 
Harry B. Lea. Among those on execu- 
tive committee are these: 

Harry Abrams, Murray B. Bieger, Benjamin 
Daniels, Nathan Dobson, Jack J. Dorman, Aaron 
Fisher, George Frenkel, Maxwell D. Guss- 
man, William Hesse, Herman A. Klein, Saul 
Kornreich, Louis Krasner, Ernest L. Nauen, 
Samuel Oberman, Joseph I. Sanders, Mortimer 


S. Sellner, David Noah Sugarman, Murray S. 
Trupin and Sol S. Zipser. J 





EUGENE SUTER DIES 
Eugene Suter, a member of the Keane 
Agency of Massachusetts Mutual Life in 
New York City, died recently. He had 
been with the company for 26 years. 





In Sales Promotion Post 


With Sun Life of Canada 





Portrait by Nakash 


W. R. WALTERS 


has been appointed 
sales promotion and 
;ooere it was 

Bourke, presi- 
head _ office in 


W. R. Walters 
superintendent of 
training of Sun Life of 
announced by George W. 
dent, at the company’s 
Montreal. 

Mr. Walters, a graduate of University 
of Pennsylvania and the Wharton 
School of Finance, joined Sun Life's 
Philadelphia branch as a representative 
in 1946 on his return from war service 
with the United States Navy. He was 
appointed to head office as agency assis- 
tant in the Eastern United States Divi- 
sion in 1948 and subsequently became 
inspector of agencies, then assistant 
superintendent and, in January of this 
year, associate superintendent, all in the 
Eastern United States Division. 


Ol 





Manager St. Louis Agency 
Guardian Life of New York 





ROBERT D. ALLEN 


Joseph T. Peterson, CLU, who has 
represented Guardian Life as managef 
of the St. Louis agency since 1935, re- 
tired under the provisions of the com- 
pany’s regular pension plan, recently. 
The appointment of Robert D. Allen 
to succeed Mr. Peterson has been an- 
nounced by President James A McLain. 

A native of Gillespie, Ill., Mr. Allen is 
a graduate of Washington University, 
St. Louis, where he played varsity foot- 
ball. He entered the insurance field in 
1947 and has a broad background in both 
sales and supervisory capacities. He is 
a member of the St. Louis Life Under- 
writers Association, 
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Agencies Superintendent 


For Shenandoah Life 





HOWARD KELLEY 


Howard 
tinental Angeles for 
the past four years, has been appointed 
Shenan- 


Kelley, general agent of Con- 


\ssurance in’ Los 
superintendent of agencies of 
doah Life, Roanoke, Va., ¢ 


ent, vice president in charge of agencies, 


i. Frank Clem- 


announced 


\ native of Syracuse, N. Y., Mr. Kel 
ley attended Western Reserve in Cleve- 
land, and is a graduate of LIAMA 


(;eneral Agents and Managers School. 


He joined Phenix Mutual in 1925 as an 


agent, later becoming a general agent in 
Cleveland. In 1945, he moved to Los 
Angeles and became assistant general 
agent for the same company. On March 
1, 1948, he was appointed general agent 
for Massachusetts Mutual in Chicago, 
returning to Los Angeles as general 


agent for Continental Assurance in 1952. 


While living in Los Angeles, he was 
a member of Harding Masonic Lodge, 
Johnathon Club, Los Angeles General 


Agents & Managers Association, and Life 
Underwriters Association. He attended 
the St. — ne Church there. 


Beneficial Standard Flies 
Hawaiian Agents to U. S. 


Nine Hawaiian agents of Beneficial 
Standard Life flew to the mainland 
\pril 29, to be guests of the company 
for four days in Las Vegas. The con- 
tingent, led by Tom Yamabe I, Ha- 
watian Island general agent for Bene- 
ficial Standard, were the winners of a 
recent life insurance sales competition 
among the company’s many agents in 


the territory. 
One of the 
Hotel in Las 


four days at the Riviera 
Vegas was given over to 
a business session, which was addressed 
by three Beneficial Standard executives 
from the Los Angeles home office. They 
are: J. N. Mitchell, vice president and 
secretary; Martin Topper, vice president 
and agency director, and Henry Roth, 
vice president, 

M: iking the trip, in addition to Tom 
Yamabe I, were Tom Yamabe_ II, 
Kiyomi Yamamoto, Tsuzuku Arita, 
James Boone, Ernest Wong, Tomio 
Harada, Fred Hirayama, Jr., and Mrs. 
Agnes Kwon. 


NAME A. J. PECHETTE 

Alfred J. Pechette has been named 
manager of the newly created Willa- 
mette district of The Prudential in Port 
land, Ore. Mr. Pechette goes to Port- 
land from the company’s western home 
office in Los Angeles, where he headed 
the field training division for the 11 
western states and Hawaii June, 
1955. 


since 











HOME LIFE APPOINTMENTS 


C. A. Murphy and w. S. Stephenson 
Named to Posts in Home Office 
Sales Department 

field management 

Life of New York, 

named to posts in the home office’s sales 

Charles A. Murphy, for 

merly manager, been ap- 

pointed executive Walther S 

Stephenson, formerly Philadelphia assis- 


Two members of 


Home have been 
department. 
3oston has 


assistant. 


tant manager, has been named an agency 
field assistant. 

Mr. Murphy joined Home Life in 1935 
and was named branch manager of the 
Providence agency in 1936. He trans- 
ferred to the home office as an agency 
field assistant in 1944 and became as- 
sistant manager of the Boston-Callihan 
agency the next year. He was appointed 
manager of his own agency in Boston in 
1946. 

As executive assistant, Mr. Murphy 
now is working on a staff basis with 
John H. Evans, vice president-sales, and 
has direction of Home Life’s field train- 
ing program. A graduate of Providence 
College, Mr. Murphy is active with the 
Knights of Columbus. 

Mr. Stephenson came with the com- 
pany in 1949 as a management trainee 
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Ohio 7 Pegnal-- 


Ohio State Life held a re- 
gional meeting in Columbus with 75 rep- 


recently 


resentatives of the company from 15 
cities in Ohio and Michigan in attend- 
Principal speakers were Wayne L. 
general agent, Columbus; A. E. 
D’Emilio, general agent, Pittsburgh; and 
R. J. Gesry, general agent, Fremont, 
Ohio. Charles M. Barry explained the 
company’s new accident and_ sickness 
policies and First Vice President Frank 
L. Barnes spoke at the luncheon. The 
conference was under the direction of 
Howard W. Kraft, vice president and 
director of agencies. 


ance, 
Lewis, 





in the home office. He was named an 
agency assistant in 1951 and the follow- 
ing year transferred to the Philadelphia 
agency as a field underwriter. After 
building | a clientele through “Planned 
F states,” Home Life’s service for owners 
of life insurance, he was appointed as- 
sistant manager in 1954. 

In his new post of agency field assis- 
tant, Mr. Stephenson is taking part in 
various phases of agency management 
and training. 

Mr. Stephenson was graduated from 
the University of Pennsylvania. 
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DISTINCTION 
STATE MUTUAL LIFE 


"AMERICA’S FIFTH OLDEST 
LIFE INSURANCE COMPANY 


1844—Company granted charter 
1845—First life policy issued 
1848—Paid first cash surrender 
1852—First of 106 consecutive dividends 
1872—Policy No. 1 became a claim 
1903—$100,000,000 in force 
1926—$//, billion in force 
1945—First group insurance case 
1948—$1 billion in force 
1952—$1/, billion in force 
1953—First S & A policy issued 


State Mutual Life Assurance Company 
OF WORCESTER, MASSACHUSETTS 
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HONEST ABE BACHMAN 


SAYS 
IF YOU DEMAND GOOD AND FAST 
SERVICE ON ANY OF YOUR 


MANHATTAN LIFE 


CASES OR WANT ILLUSTRATIONS CALL 
MURRAY HILL 2-7330 


FOR QUICK ACTION 
CHAMP EDWARDS AGENCY 
MURRAY HILL 2-7330 

















Named Medical Director 
For Pacific Mutual Life 





DR. TALBOT 


JOHN C. 


has been elected 
Mutual Life. 
Aisa Vi 


recent 


John C, Talbot, M.D. 
medical director of Pacific 
was made by 

following the 
meeting of the company’s board of direc- 


Announcement 
Call, chairman, 


tors. 
Dr. Talbot Pacific Mutual in 
1950, becoming assistant medical director 


entered 


the following year and associate medical 
director in 1955. He is a 
Berkeley, Cal., 
degree at the University of 
School of Medicine in 1939. He 
a Master’s Degree in Public Health from 
Hopkins University. After five 
years service as a Army 
Medical Corps, Dr. Talbot became assisi- 
ant professor of preventive medicine, and 
then assistant dean of the University of 
Calitornia School of Medicine. Since his 
association with Pacific Mutual, he has 
actively participated in cardiovascular re- 
search at the University of Southern 
California School of Medicine. 

He succeeds Pacific Mutual’s former 
medical director, Dr. Linford H. Lee, 
who died April 11. 


native of 
and received his medical 
California 
also holds 


Johns 
major in the 


Best Ins. Agency Moves 


George Shelley, director of the eastern 
division for The Maccabees, announces 
the moving of the offices of The Best 
Insurance Agency of the Society 50 
135-02 Liberty Avenue, Richmond Hill, 
Queens, New York. The new location 
offers larger service quarters for the 
agency, in addition to increased parking 
conveniences and expanded facilities. 

This office is one of several Maccabees 
agencies located in the New York area, 
the largest being the Metropolitan Agen- 
cy at 60 East 42nd Street. The Macca- 
bees operates in 42 states and the District 
of Columbia of the United States and 
four provinces of Canada. 

Nathaniel J. Cooperman and Herman 
Groman are in charge of The Best Insur- 
ance Agency. 
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Marks 20th Anniversary 
With Great-West Life 





EARL M. SCHWEMM 


Earl M. Schwemm, CLU, agency man- 
ager for Great-West Life in Chicago, 
celebrates ‘his 20th anniversary with the 
company this month. 

The occasion was marked by a dinner 
at the Palmer House, Chicago, attended 
by D. E, Kilgour, of Winnipeg, general 
manager of Great-West Life, and all 
agents and staff of the Chicago agency. 

Mr. Kilgour presented Mr. Schwemm 
with an anniversary plaque to commem- 
orate the occasion. He reviewed Mr. 
Schwemm’s outstanding career in the 
life insurance business and praised the 
many great contributions he had made, 
and was continuing to make, to both the 
Great-West Life and the industry as a 
whole. 

When Mr. Schwemm took over the 
Great-West’s Chicago agency in 1936, it 
had just over $9,000,000 of business in 
force. Today, despite a substantial loss 
of territory and policyholders to new 
company branches, the agency’s business 
in force has grown to $180,000,000. The 
Schwemm Agency, which stood 11th in 
company ranking in 1936, finished in first 
place at the end of 1938 and continued 
as the leading agency for the next 17 
years. 

For the past 12 years, annual produc- 
tion of the agency has exceeded $20,000,- 
000 and in April this year the Schwemm 
organization marked its 142nd consecu- 
tive “Million Dollar Month.” 

One of the best-known figures in the 
Life insurance industry, Earl Schwemm 
entered the business upon graduation 
from the University of Illinois in 1924. 
Currently a National Committeeman of 
the National Association of Life Under- 
writers, he has held many other im- 
portant positions in Life insurance asso- 
clations, including the presidency of the 
Chicago Association of Life Under- 
writers. 

Four present Great-West Life branch 
Managers are graduates of the Earl 
Schwemm Agency. 





New England Mutual Names 
R. S. Volkman in Fresno 


Appointment of Raymond S. Volkman 
as agency manager of New England Mu- 
tual Life’s Fresno, Cal. agency was 
recently announced. Mr. Volkman suc- 
ceeds Arthur F. Renning, CLU, who will 
remain with the agency and devote his 
time to his personal clients. 

A graduate of the University of Utah 
and the recipient of a Law degree from 
the University of Baltimore, Mr. Volk- 
man has been associated with New E ng- 
land Life’s Salt Lake City agency since 
1952. A World War IT veteran, Mr. 
Volkman is a member of the Leaders 
Association. 


New Chattanooga Manager 


James C. Caldwell, active in many civic 
improvement and other community af- 
fairs in Chattanooga, has been appointed 
general agent, Pan-American Life, that 
city. In 1955 he was voted by Junior 
Chamber of Commerce both “the out- 
standing young man” of Chattanooga 
and of Tennessee. He was one of the 
organizers of the Orange Grove School 
for Mentally Retarded Children. Mr. 
Caldwell was former district agent for 
another company. 


Life of Chicago. 
newly 
Detroit. 


Bank of Detroit. 


J. D. BARTLEY APPOINTED 

John Doral Bartley has been appointed 
agency manager by the North American 
He will head up the 
established Bartley 

A graduate of the University of Michi- 
gan, Mr. Bartley gained his initial work- 
ing experience at the Industrial National 
Later he joined the 
Home Life in Detroit first as a member 
of the planning division and later as a 
sales representative. 


Turn Away Policy Loans 

Tightening of the money supply has 
caused some of the larger New York 
commercial banks to take second looks 
at “convenience” type loans which do not 
bring the bank other business or cus- 
tomer relationships among which are 
loans against the accumulated value of 
life insurance policies. The banks re- 
gard policy loans as vulnerable because 
this business comes to them only because 
the bank’s interest rate is less than that 
of the insurance company. 
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Why do so many good life insurance 


men become top life insurance 


men with this company Pr 


WHY? 

First, and most important, there’s the product. 
It has earned a reputation for its soundness and 
for its net cost, which has always been among the 
Jowest in the industry. 

Then, there’s the Company’s Sales Promotion 
Program. \t provides between 300 and 400 items 
for agents’ use. This material is created by men 
who have been successful agents and who know 
the needs of agents. It is also under the watchful 
eyes of a unique nine-man committee, including 3 
general agents, 3 district agents and 3 special 
agents. 

Also, there’s the Company’s 5-phase Training 
Program which offers as much as 30 months of 
practical guidance! Here is the most thorough 
educational program in the industry. No wonder 
it leads to success for so many. 


And here’s the “‘success story” 


One out of 12 career agents in The Northwest- 
ern Mutual is a life or qualifying member of 
the Million Dollar Round Table. 


One out of 6.5 career agents in The North- 
western Mutual is a C.L.U. 


One out of 3 career agents in The Northwestern 
Mutual is a National Quality Award winner. 


The 
NORTHWESTERN MUTUAL 


Life Insurance Company 


MILWAUKEE, WISCONSIN 


“THE CAREER COMPANY” 
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Whitford Tells How 
To Meet Competition 


OF WASHINGTON NATIONAL co. 
Well Balanced Program in Chicago 
cluded LIAMA Sessions; H. 

Appreciation Shown for 1956 Gains 


In- 


“If we expect to build larger and more 
productive and profitable agencies, it is 
obviously going to require more man 
power. It is also going to require more 
constructive planning, thinking and do- 
ing.” 


This the 


by chairman of 


statement 





May 4, 1956 











dent, introduced the company’s new 
A. & H. disability policies and analyzed 
the “modernizing” accomplished. 

Arch M. Hanson, third vice president 
in charge of the midwest division, out- 
lined the part that new company policies 
played in increasing sales and attracting 
new agents. 

I. A. Maher, third vice president in 
charge of the Western division, spoke 
on recent evidences of increased agency 
building and company efforts to further 
this growth. 


Second and Third Day Speakers 


Guest speakers for the second day, 


Dr. S. Rains Wallace, Jr., director of 
research, and William H. Whorf, di- 
rector of schools, LIAMA, discussed: 





Key men and speakers at General Agents Association meeting (left to right)— 
Stanley Olyniec, Milwaukee, program chairman; Dr. S. Rains Wallace, Jr., Hartford 
LIAMA;; Henry Levine, Newark, N. J., president of association; William H. Whorf, 
director of schools, LIAMA, and Carl Songer, Indianapolis, program co-chairman. 


board, R. J. Wetterlund, keynoted the 
opening of fourth 
of the General Agents 
Washington National, held 
at the Palmer House, Chicago. 
mately 50 general agents from through- 
the to listen to a 
well balanced program of talks the 
topic, “More and More Manpower.” 
The home office approach to recruit 


the annual meeting 
Association of 
April 23-25, 


\pproxi- 


out nation convened 


on 


ing, selecting, training and financing of 
agents was covered by various speakers 
during the first day. Chairman Wetter- 
lund and President Paul W. Watt ex- 
pressed appreciation for the excellent 
production job achieved in the past year 
and stressed the importance of agency 
building in the company’s future plans. 
The work of the association was com- 
mended and tribute paid to 1955 produc- 
tion leaders. With company and agency 
progress and goals in mind, they also 
discussed new trends in the life and 
\. & H. field and how they affected both 
the industry and the individual. 

Mullins on Specific Goals for Growth 

Vice President Kenneth M. Mullins, 
in charge of the general agency depart- 
ment, compared past achievements of 
that department as a barometer for the 
future. Specific goals for growth were 
linked with immediate and forthcoming 
plans for agency expansion. 

Other speakers for the day were 
introduced by R. Dennis Conner, agency 
supervisor of the company’s southern 
division and Robert J. Mueller, agency 
supervisor of the northeastern division. 
Robert S. -Finley, third vice president 
and manager of the franchise depart 
ment, stressed the growth of association 
franchise business and the implications 
of this growth in attracting more men 
to an agency as well as providing a 
source of additional life sales. 

Frank C. Elston, manager of sales 
promotion, elaborated on problems faced 
in recruiting and the tools the company 
uses to offset those problems. 

James T. Helverson, third vice presi- 


Use and Abuse of Psychological Tests, 
Production and Financing, New Con- 
cepts of Training and Agent Develop- 
ment* Programs, the New Supervisory 
Process and related subjects. 

On the final day, Theodore F. Heckel, 
vice president in charge of the Group 
department, and Ralph C. Knoblock, 
second vice president in charge of In- 
dustrial Group, discussed important 
problems and trends in Group insurance. 
Karl C. Jordan, Chicago general agent 
for Massachusetts Mutual, talked on 
“The Most Fascinating Job on Earth”; 
Earl Schwemm, CLU, Chicago agency 
manager for Great-West Life, spoke on 
“Raising the Sights of Your Men.” 

The program, which also included re- 
ceptions and luncheons, was prepared by 
Stanley Olyniec, Washington National 
general agent in Milwaukee, and Carl 
Songer, general agent in Veedersburg 
and Indianapolis. Association President 
Henry Levine, general agent in New- 
ark, N. J., presided over the business 
meetings. 

Mr. Songer, who is a past president of 
the association, was designated as chair- 
man of the nominating committee for 


the association which will report on 
1956-57 slate of officers at the Banff 
convention of the company, Septem- 
ber 6-9. 








LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








. . . . 
Liberalize Underwriting 
Several liberalizations in Indianapolis 
Life’s practices were announced by 
President Walter H. Huehl at the re- 
cent Counselors’ Club meeting at Holly- 

wood Beach, Florida. 

These liberalizations included pay- 
ment of interest on death benefits from 
the date of death to the date of settle- 
ment up to a period of one year; in- 
creasing from 3% to 34% the interest 
paid on funds in the premium deposit 
fund; increasing the limits on additional 
Term insurance provisions from twice 
the amount of the basic policy to three 
times when the basic amount is $2,500 to 
$4,999, and to four times when the basic 
policy is in excess of $5,000. 

Advantages of the “Split Dollar Plan” 
of providing low cost life insurance to 
key employes were stressed by Agency 
Vice Presilent Arnold Berg at the meet- 
ing. This plan has particular anpeal to 
small corporations as a means of attract- 
ing and holding high quality men for 
permanent positions. 

Presiding at the five-day meeting of 
Counselors’ Club, composed of the com- 
pany’s leading salesmen, were Nate 
Kaufman, Shelbyville, Ind., president; 
Thomas H. Redmond, Anderson, Ind., 
first vice president; and William H. Ply- 
mate, Indianapolis, second vice president. 





Appoint Corgiat at Chicago 


Michael Corgiat, appointed regional 
Group manager at Chicago by Union 
Mutual Life, will supervise the com- 


pany’s group activities in Illinois, Ohio 
and Michigan. 

A native of Illinois Mr. Corgiat at- 
tended De Paul University in Chicago 
as a Liberal Arts student, later joining 
the Washington National where he was 
in claims and Group sales for four years. 
He then entered the Group sales depart- 
ment of the Lumbermens Mutual In- 
surance Co. In World War II he saw 
active service in Europe. 





Franklin Life Appoints 


McCauley in Cincinnati 
William J. McCauley has been ap- 
pointed general agent in Cincinnati for 
Franklin Life of Springfield, Ill. A 
native of Cincinnati, Mr. McCauley has 
been associated in the life insurance 
business with Pacific Mutual Life for 
the past four years. In his new con- 
nection with the Franklin he will com- 
bine personal production with the es- 
tablishment of an agency for the 
Franklin. 





ACTUARIAL SUPERVISOR 
UNITED STATES LIFE INSURANCE CO. 


Group Actuarial position open in our New 


York City Home Office. 


Prefer experienced 


person but will also consider trainee with two to 
four actuarial exams. An excellent opportunity in 
an expanding operation. Salary open. 


Write giving full particulars as to qualifications 
to Personnel Office, United States Life Insurance 
Company, 84 William Street, New York, N. Y. 





Appointed Treasurer of 
Mutual Life of New York 





AL: INDEEY 


Allen I.. Lindley has been named as- 
sistant manager of securities investment 
and treasurer of Mutual of New York. 
Mr. Lindley, who was formerly assistant 
manager of securities, succeeds the late 
Willard T. Johns in the office of treas- 
urer. 

Mr. Lindley joined MONY as assistant 


manager of securities investment in 
October, 1952. He had formerly been 
associated with Douglas T. Johnston, 


Inc., investment counsel, as vice presi- 
dent and director, and theld the same 
offices with the Johnston Mutual Fund 
since 1947. 

A graduate of Yale University, Mr. 
Lindley was with Chase National Bank 
from 1932 to 1937. He then joined Shields 
& Co., in its investment advisory de- 
partment, for one year until he joined 
the Johnston firms in 1939, 





Ordinary Sales Increase 

Delaware led all states in percentage 
increase in Ordinary life insurance sales 
in March, with New Hampshire second 
and South Carolina third, it is reported 
by the Life Insurance Agency Manage- 
ment Association, which has analyzed 
March sales by states and leading cities. 
Countrywide, Ordinary business  in- 
creased 8% in March, compared with 
March 1955, while Delaware - sales 
gained 82%. In New Hampshire, March 
sales were up 29% and in South Caro- 
lina they were up 24%. 

For the first three months, 
national Ordinary sales up 12% from 
the year hefore, Delaware led with an 
increase of 48%, with Mississippi in 
second place, up 28% from the corre- 
sponding period of last year. 

Among the large cities, Chicago 
showed the greatest rate of increase 
for March, with a gain of 17%. New 
York was next, with purchases up 15%. 
Chicago also led for the three months, 
showing a gain of 16%. 
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bring 
your 
life 


business 


GUARANTEED 


COST 





mortgage life 


contracts from T: he Travelers 


Your sales picture will look a lot brighter when you 
approach homeowners with The Travelers Mortgage 
redemption plans. Homeowners like Travelers guaran- 
teed cost contracts for they can budget the premiums, 
knowing beforehand, the exact cost. Travelers Mortgage 
plans are also flexible to fit individual family require- 
ments. 


To help make the selling job easier, The Travelers has 
available a wide selection of sales aids and promotional 
materials. And The Travelers advertisements in leading 
national magazines are designed to help you sell. 

See your Travelers Life Manager or General Agent for full 
information on Travelers Mortgage Life insurance. He's 
as near as your telephone. 


The Good T. hings in Life are Guaranteed 


ONE OF THE LEADING LIFE INSURANCE COMPANIES — 


THE TRAVELERS © 
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Honor Dr. Huebner at U. of P. Club 











Dr. S. S. Huebner, second from right, receives the new Benjamin Franklin 
Cup Award from Dr. James W. Lee, second from left. At left is Thomas I. Parkin- 
son and on the right is Julian S. Myrick 


The honor given to Dr 


latest 


S. S. Huebner, distinguished educator, was the 


Benjamin Franklin Cup Award presented to him on April 25, by Dr. James W. Lee, 
president, University of Pennsylvania Club of New York. The affair was in the 


club, Among speakers was Dr. Gaylord 


P 


Harnwell, U. of P. president. Keynote 


talk was made by Julian S. Myrick, chairman, American College of Life Under- 


writers. Among those present was 


Thomas I. 


Parkinson, former chairman of 


Equitable Society, and who led movement in NALU and also among life company 


executives for the establishment of the 


S. S. 


Huebner Foundation for Insurance 


Kducation. As a result many Fellowships and Scholarship awards have been made 


to teachers and professors in helping them attain Ph.D.’s. 

Mr. Myrick sketched main points in Dr. Huebner’s career starting with the 
time he was attracted to insurance in 1904 through reading an insurance column 
in Wall Street Journal; which led him to present to the provost of University of 
Pennsylvania an idea that a class in insurance be offered in the Wharton School, an 


idea which was accented and the then young Sol Huebner going on the Wharton 
payroll for $5,000 a year. “It was not only Dr. Huebner’s learning and ability to 


teach insurance which has figured so prominently in 
All of these components of the Huebner personality influenced 


forget his spirit, 


his success. We must not 


the 75,000 students at Wharton over the half century.” 


John L. Kassoff Retires 
As Mutual of N. Y. Mgr. 


John L. New York City 


agency manager for Mutual of New 


Kassoff, 


York, is retiring under the provisions of 
the company’s security and retirement 
program. Mr. been with 
MONY more than forty-one years and 
agency manager in New York City since 
1932 

He started with the company as a field 
underwriter in Cincinnati in 1915 and 
became district manager four years later. 
In 1932 he was advanced to become man- 
ager of a new agency in New York City 
and he has headed that unit continuously 
since then, 


Kassoff has 


Mr. Kassoff is a resident of Chap- 
paqua, N. Y. He is a member of the 
Scottish Rite and Shriners, past presi- 


dent of the Exchange Club of the City 
of New York, and vice president of the 
Inter-county Exchange Club. He served 
with the Army in the first World War. 
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Life 


JOHN S. IRELAND DEAD 


Retired Sun Life of Canada Executive 
Long With Its Agency 
Department 


John Stanley Ireland, for more than 
32 years connected with the agency de- 
partment of 
he retired in 1950, died at a Montreal 
Monday, after a 


Sun Life of Canada when 


hospital last week, 
lengthy illness. 

A native of 
educated, Mr. Ireland came Canada 
in 1910 and in 1912 affiliated with the 
then Prudential Life of Winnipeg, going 
with Sun Life when it reinsured the 
other company in 1918. He served in 
various posts in the agency department, 
becoming superintendent of agencies 
when his duties took him around the 
world visiting foreign branches. In 1929 
he was superintendent of the company’s 
eastern United States division. During 
World War I he served overseas as cap- 
tain of the Royal Highlanders of Canada 
and was severely wounded. 


where he was 


to 


Scotland 


M. L. CAMPS, 






CIES. 


MORGAN O. DOOLITTLE, 
President 
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Prudential’s Comment on 


Strikers’ Demonstrations 
the 
strike of 


week issued 


the 


last 
statement 


The Prudential 


following on 
some agents: 

Street demonstrations by some of our 
district agents is part of the union’s 
long-standing publicity campaign to har- 
ass the company into signing a contract 
that would react against the best inter- 
ests of the policyholders, the agents and 
the Prudential. 

“We feel that such work stoppages 
certainly contribute nothing constructive 
to progress of the contract bargaining 
negotiations which have been going for- 
ward in Washington, D. C. since January 
16. The union in ordering the men to 
engage in these activities, is forcing 
them to violate their individual contracts 
of employment with the company. 

“Tt is indeed surprising that the union 
would continue to foster such activities, 
which have been embodied in a com- 
plaint by us to the National Labor Rela- 
tions Board and on which a decision is 
being awaited. 

“Mr, Shanks (Carrol M. Shanks, Pru- 
dential president) felt that he should not 
receive these ‘petitions’ personally be- 
cause they are being delivered as part 
of a mass demonstration which is an 
attempt by the union to pressure and 
intimidate the company’s bargaining 
committee, which is meeting in good 
faith with the union’s committee in 
Washington. However, arrangements 
were made at the home office buildings 
to receive the ‘petitions.’ 

“The company will continue its efforts 
to bring about a fair settlement of the 
issues over the bargaining table, and 
hopes that the union leadership will do 
likewise without engaging in any further 
outbursts such as we witnessed today.” 





OCCIDENTAL ASS’T MANAGER 

James R. Wilson, former district man- 
ager in Denver for Equitable Life Assur- 
ance Society, has been named assistant 
manager of Occidental Life of Cali- 
fornia’s Denver branch office. Mr. Wil- 
son joined his former company in 1948 
as an agent and was named district 
manager in 1952. 


General Agent 





Se 
i 


HERB DAVIS 





LARRY CAMPS 


Annuities ¢ Group ¢ Disability Benefits © Pension Trusts 





110 East 42nd Street, N. Y. C. 


EMPIRE 


is proud that it can now offer the buying public a new series 


of GUARANTEED RENEWABLE TO AGE 65 POLI- 


We welcome your inquiries about these competitive 
Accident and Accident and Sickness additions to our already 
complete disability sales portfolio. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 
Agency Vice Pres. 


May 4, 1956 








TWO NEW, AIR CONDITIONED 
PRIVATE OFFICES 44TH STREET 
WEST OF 5TH AVENUE. 


Available to Brokers on most reasonable 

volume Life and Non-Can A & H 

Insurance. Occupancy June |, 1956. 
Call immediately COrtlandt 7-3564. 











Brown Succeeds Stoecker 


For Mutual Benefit Life 


Chauncey A. Brown has been ap- 
pointed assistant to the president of 
Mutual Benefit Life, succeeding Allen 


H. Stoecker who has accepted an ap- 
pointment to the company’s sales man- 
agement training program. 

Mr. 


in 1932, has served as an auditor in the 


3rown, who joined the company 
agency department, director of agency 
finance, and recently assistant 
manager of the purchasing department. 
an of the Life Office 
Management Association and a member 
of the Society of LOMA Graduates. Mr. 
Brown also is a member of the agency 
committee of 
committee of the Life Insurance Agency 
Management Association. He has been 
an officer of the company since 1950. 
Mr. Brown is a resident of East Orange. 

Mr. Stoecker will become associated 
with Paul L. Guibord and Associates, 
Mutual Benefit Life’s general agent for 
the State of New Jersey with headquar- 
ters in Newark. His first activity will 
be directly connected with sales and 
ultimately with sales management. Under 
the management training program the 
company has developed managerial ex- 
ecutives with which to staff its large 
field organization of 76 agencies. Mr. 
Stoecker joined Mutual Benefit in 1953 
as assistant to President H. Bruce 
Palmer. He has been active in many 
civic and community activities. He was 
awarded the 1954-55 President’s Award 
of the Newark Junior Chamber of Com- 
merce and is currently second vice presi- 
dent of the Newark Jaycees. He is a 
resident of Basking Ridge. 
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Has LIAMA Anniversary 





CONSTANCE 


M TPWICHELL 


Constance M. Twichell, associate di- 


rector of research with Life Insurance 
Agency Management Association, this 
week celebrated her 25th anniversary 


with that organization. She was honored 
during a luncheon given by members of 
LIAMA’s ten-year club. 

\ graduate of Wellesley, Miss Twichell 
joined the statistical department of the 
Sales Research Bureau (LIAMA’s pred- 
ecessor) in 1931 after having been asso- 
ciated with the trust department of a 
bank. She was named supervisor of the 
statistical unit in 1936, and eight years 
later was appointed assistant director of 
research. In 1950 she was promoted to 
associate director. 

Miss Twichell has been instrumental 
in the development of most of the sig- 
mficant LIAMA research projects. Spe- 
cifically, she has helped in the develop- 
ment of the Aptitude Index, has con- 
tributed substantially to work in the 
area of cost and compensation, and to 
preparation of periodic surveys on re- 
cruiting, sales, insurance in-force, lapse 
and other statistical summaries. 

As associate director of research, 
Miss Twichell assists the director, Dr. 
S. Rains Wallace, in over-all research 
planning, as well as statistical and mar- 
ket studies, and financial management. 





Security Cos. Feature 


Mercantile Block Form 


Newest of the package policies, the 
mercantile block policy is being launched 
in a nationwide sales program by the 
Security-Connecticut Insurance Compa- 
nies of New Haven. Meetings have al- 
ready been held with Security-Connecti- 
cut fieldmen in various parts of the 
Ul S., preparing them to assist agents 
in the introduction of this all-risk cov- 
erage to merchants. 

Donald M. Witmeyer, secretary of the 
companies, states “This policy is a major 
advancement in insurance protection, 
and should have the same impact among 
commercial accounts as Homeowners 
policies have had in the personal ac- 
counts field.” The Security-Connecticut 
has devoted a current sales bulletin to 
this policy, designed agents kits and 
folders on it, and is advertising the cov- 
erage countrywide in trade journals. 


William Elden Dead 


William Elden, 59, general agent Du- 
luth, Mutual Benefit Life, died April 25. 
He Was appointed general agent in 1947 
atter many years of managerial experi- 
ence in life insurance. He was active in 
Duluth Life Underwriters Association, 
Chamber of Commerce, Elks and Com- 
munity Chest. His two sons were asso- 
cated with him in the Duluth agency. 















Managers at Grand Rapids 


Mutual Life, Portland, Me., 
the appointment of Gerald 


Union 
announces 
L. Cunningham and David C. Muzzall, 
who will serve as co-district managers 
out of the company’s Saginaw agency. 
Messrs. Cunningham and Muzzall have 
opened offices in Grand Rapids. 

An native, Mr. 
holds a Bachelor of Arts degree from 
Michigan State University. He has been 
a loan representative for the Household 


Illinois Cunningham 


Finance Corporation, and more recently 
has served as agent for The Prudential. 

Mr. Muzzall was born in Michigan, is 
a graduate of the University of Michigan 
and holds B.S. and M.S. degrees from 
that institution. 

After holding managerial 
with the Hoosier Desk Company of Jas- 
per, Ind. and Weisman Motor Sales 
Company, Royal Oak, Mich. he launched 
his insurance career, joining the sales 
force of Equitable Life of New York 
and later, The Prudential. 


positions 











M. Adam One 
On MDRT Bermuda Voyage 


At the opening session of Million Dol- 
lar Round Table on the Kungsholm cruise 
to Bermuda, starting May 16, speakers 
will include Malcolm Adam, president, 
Penn Mutual; Stanley C. Collins, CLU, 
president, NALU; Arthur F. Priebe, 
CLU, Penn Mutual, Rockford, IIL., chair- 
man of MDRT, and Maynard D. Conk- 
lin, treasurer of Chapman Paper and 
Fibre Co., Hamilton, Ohio, who for 10 
years was an agent of Mutual of New 
York at Cincinnati. 

Speakers at other sessions will include 
Clarence E. P. Crauer, CLU, Northwest- 
ern Mutual, Poughkeepsie; Rudolph L. 
Leitman, New York Life, Detroit; Rich- 
ard J. Wilcox, CLU, New England Life, 
New York; Charles B. McCaffrey, 
Northwestern Mutual home office; Denis 
B. Maduro, New York attorney; Michael 
D. Bachrach, CPA, Pittsburgh. Paul W. 
Cook, Mutual Benefit Life, Chicago, will 
moderate the first panel. Howard D. 
Goldman, CLU, Northwestern Mutual, 
Richmond, Va., is chairman of program 
committee. 
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LEE NASHEM AGENCY 


East 42nd. Street 


New York 17, N. Y 





Mutual Benefit Life Insurance Co. 





To Hear Tom Ferns 


Main speaker at the May 9 luncheon 
of Boston Life Underwriters Association 
is to be Thomas A. 
Equitable Society, who is past president 
of the Akron underwriters 
and in 1954 named its 
the year.” He is a former president of 


Akron YMCA. 


Ferns, Akron, O., 


association 


was “agent of 














JOHN B. SANDERS 


With no sales experience, 
John Sanders, a former 
pilot, earned in cash over 
$10,000 in his first year as 
a Franklinite. His progress 
since then has been 
phenomenal. He has 
qualified as a Life Member 
of the MDRT; is a member 
of our Sixty Club and Key 
Club; is a Quality Award 
Winner. 


Here is a record of his 
cash earnings: 


19G0F cc. $ 10,396.50 
H95O) ee 10,127.79 
1951 11,265.03 
1952" oss. 13,737.77 
TOSS si sscni 22,761.81 
1! 45,451.80 
1956° 3... 44,661.98 


7 year total $158,402.73 


“T will be forever 
grateful to the 


Franklin" 


Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


Almost exactly two years ago I wrote you, “It wasn’t just luck and hard 
work; it was Franklin Specials. You don’t fly an airplane for seven years, 
and then suddenly make $10,000 the first year in our business without a 
little help.” 

In the years that have intervened, the story has grown more and more 
wonderful. Franklin Specials have continued to make each year gratifying 
beyond my wildest dreams. 

Today the tax angle is becoming increasingly important. to me and not 
from the client’s standpoint either. I am calling in tax experts for myself. 

Honestly, I am completely happy, and without complaint. My ten calls a 
day on Franklin Specials easily produce my weekly quota. (I expect to con- 
tinue as a member of the Million Dollar Round Table.) And still, I have 
plenty of time for agency development. In fact, we are developing two 
agencies simultaneously. 

This is a wonderful business, and ours a wonderful company. But let 
there be no misunderstanding. If I didn’t have our Specials, I wouldn’t have 
anything .. . it would take all my time to write my own million—with no 
time left for agency development. (I wouldn’t have tax problems either.) 

I will be forever grateful to the Franklin for helping me to become a very 
well paid insurance executive, and in a very short time. Actually, I am just 
getting started. 
Yours truly, 


John B. Sanders 


An agent cannot long travel at a faster gait than the company he represents! 











yt 


CHAS. E. BECKER, PRESIDENT 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Dollars of Insurance in Force 


SPRINGFIELD, ILLINOIS 


Lake Charles, Louisiana 
March 26, 1956 


INSURANCE 
COMPANY 
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N. Y. LIFE WINS BUNTIN CASE 
Had Been Paid on Life of 


Proceeds 
Man Later Found Living 
in Texas 
The Supreme Court of Tennessee has 
decided the much publicized “Buntin 


case” in favor of New York Life. 

This is the litigation based on the 
payment of the proceeds by the company 
on two $25,000 policies written on the 
life of Thomas C. Buntin, a prominent 
resident of Nashville who disappeared in 
September, 1931, and after seven years 
the Tennessee courts found Buntin to 
have died before the policies expired. 
The proceeds of the New York Life’s 
policies were paid to a corporate trustee, 
the Nashville Trust Co. as_ beneficiary 
which later transferred the funds to the 
Broadway Trust Co. as successor trus- 
see. 

Not convinced that Buntin was dead 
the New York Life continued its search 
for him which in 1953 resulted in finally 
locating Buntin living in Orange, Texas, 
under the name of Thomas Palmer, with 
his second wife( his former secretary in 
Nashville who also had disappeared in 
1931). They have children and are highly 
respected in the community. Buntin says 
his first 


he got a Mexican divorce from 
wife and then remarried. 

New York Life instituted an action 
against both trust companies and_ the 
beneficiaries (of the trust) to recover 
its money. Losing in the lower court 
that decision has now been reversed by 


the Tennessee Supreme Court. 


Midland Mutual Wins Award 
award for its entry in the 
second annual advertising contest spon- 
sored by the Fifth District of the Ad 
vertising Mederation of America was 
won by Midland Mutual Life, Columbus, 
Ohio. The prize-winning entry was for 
the company’s Golden Anniversary let- 
ter entered in the direct mail and sales 
promotion category of the contest. 
Midland Mutual’s exhibit included the 
attractive gold-and-black letter, match- 
ing reply card and envelope which made 
up the consumer direct mailing. Midland 
makes the letter available to its agents 
for use in tying-in with the company’s 
golden anniversary being celebrated this 


First place 


year. A gold ball-point pen is offered 
to those who reply. 
The competition was held in connec 


Advertising Federation’s 


tion with the ! 
Fifth District Convention in Canton, 
Ohio, April 5-7. Midland’s entry was in 


with the entries of adver- 
agencies from the Ohio, In- 
and West Virginia area. 
Detroit 


competition 
tisers and 
diana, Kentucky 
Judging was handled by the 
aderafters club. Howard Swink Adver- 
tising Agency, Inc., Marion, Ohio, work- 
ed with Midland Mutua] to produce the 
award-winning mailing. 


Ohio State Group Manager 


Ohio State Life has announced the 
appointment of Joseph J. Yheaulon of 
Cleveland as manager of the company’s 
Group insurance department, which is 
now being organized. It is expected that 
the department will be in full oper ition 
June 1. Mr. Yheaulon has been in the 
insurance business 23 years. 


Malcolm G. Wight Dies 


Maleolm G. Wight, retired executive 
officer of the Hartford Fire, died April 
30 in Venice, Fla., while on vacation. 
He was 72 years old. Since his retire- 
ment he had made his home at Canaan, 
N. H Surviving are a son and. two 


daughters 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
80 Court S?. MAlin 4-7951-2-3 

















The Malzos Win Award on 
Guy Lombardo TV Show 


Joseph Malzo, vice president and mort- 
gage officer of Union Labor Life of New 
York, and Mrs. Malzo, got a real thrill 
of achievement Tuesday evening at the 
Guy Lombardo Golden Jubilee show on 
TV. The letter the Malzos submitted on 
their favorite song—“The Moon Comes 
Over the Mountain”—and its significance 
in their married life, was selected by 
Guy Lombardo as one of the two best 
among the thousands received this week. 
The award was an interloc king engage- 
ment and wed ection Fang | ring for Mrs. Malzo. 


E. R. Beninhe: Dorion 


E. R. Brock, superintendent, accident 
and health department, Great-West Life, 
has retired after 50 years with the com- 
pany which his father founded and which 
E.R. joined a few months after it began 


operations. His first work was as an 
agent in Vancouver branch and_ later, 
transferred to home office, he was in 


several departments until 1933 when he 
became Montreal branch secretary. He 
was appointed superintendent of A. & 
H. department in 1946. He is one of the 


original members of Bureau of A. & H. 
Underwriters. 
After distinguished service in Royal 


Canadian Navy in World War II he 
was discharged as commodore at which 
time he was the highest ranking officer 
in Royal Canadian Naval Reserve. 


Jefferson Standard Gains 


At the regular quarterly directors 


meeting of Jefferson Standard Life, 
Greensboro, N. C., President Howard 
Holderness announced that the volume 


of paid for business (new sales) for the 
first quarter of 1956 showed a gain of 
13.2% over the same period in i955. 
The company’s field force turned in new 
sales amounting to $53,281,338. Life in- 
surance in force as of March 31 amounted 
to $1,483,112,047, a net gain of $31,668,000 
for the three-month period. 

The regular quarterly dividend of 25 
cents per share, payable May 11 to 
stockholders of record May 7, was voted 
by directors on the two million shares of 
capital stock outstanding. 

Seventeen of the 20 members of the 
board of directors were present at the 
meeting, 





E. R. Litten Appointment 


Edward R. Litten, who has been train- 
ing supervisor for New York Life’s East 
Central division with headquarters at 
home office, has been appointed general 
manager of a newly established branch 
in Dearborn, Mich. He joined the com- 
pany in 1950 as an agent in Wheeling, 
W. Va., and became assistant manager 
of the Wheeling branch in 1953. 























REDUCED PREMIUMS, Increased Settlement Options, 


new policies, pace-setting underwriting — are all 


announced and explained in Postal’s latest news- 





making bulletin. Just ask for it. 


This monthly information could be very valu- 
able to you in helping you place some of your 


business... perhaps some of the cases you are now 


losing. 





Write today for the new “Postal Herald’’ — or 
pick up the phone and call the Postal Life General 


Agent nearest you. You'll be glad you did! 








POSTAL LIFE 








Heads Mass. Association 


Of Training Directors 





Alan F. Lydiard 
RONALD R. PARISEAU 


Ronald R. Pariseau, training director 
of John Hancock, was elected president 
of the Massachusetts Association of 
Training Directors at the association’s 
annual meeting last week. MATD is a 
non-profit professional organization of 
representatives from Massachusetts busi- 
ness and industry who are actively en- 
gaged in the training and education of 
personnel. Its purpose is to provide 
members with the opportunity to discuss 
mutual training problems, exchange in- 
formation on ideas and methods, and to 
develop a source of aid in the solution 
of individual training problems. 





Texas Issues Regulations 


On Credit Life and A. & H. 

The Texas Board of Insurance Com- 
missioners last week issued regulations 
applying to selling life, accident 
health insurance to cover loans. The 
amount of life insurance must be no 
greater “than the $100 unit next higher 
than the amount of the loan note.’ Acci- 
dent and health insurance must “not ex- 
ceed 175% of the loan note.” In the case 
of loans of $50 or less for three months 
or less the amounts may be larger. 

The tee for writing a credit insurance 
policy was reduced from fifty cents to 
twenty-five cents. The charge of $1 on 
loans of less than $100 was eliminated. 
Provision was made for retroactive cov- 
erage and for the use of elimination pe- 
riods, with a saving to policy buyers ac- 
cording to the elimination periods. 

The order provides also that no policy 
shall be written until the borrower of 
money shall have signed an application. 
This is to prevent charging for insurance 
when none was w ritten and to assure the 
borrower that he is to receive a policy. 
It was charged at the hearing on credit 
insurance that a number of borrowers 
never knew that they were to have in- 
surance and in many instances no pol- 
icies were issued. 

J. Byron Saunders, 
board, announced that 
tors will be assigned to checking on 
operation of credit insurance and _ tliat 
the credit insurance problems will be 
reviewed annually. 


and 


chairman of the 
three investiga- 


—~ | 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y- 
TRiangle 5-7362 
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Fully clothed, 
1 inch heels 





























HEIGHT 5'3" | 5'4"| 5'5" |) 5'6" | 5'7" | 5'8" | 5'9" 
Small Frame 119-128} 122-132 | 126-136 | 129-139 133-143 136-147) 140-151} 144-155 | 148-159 
Medium Frame 127-136 | 130-140 134-144 137-147 141-151 145-156 | 149-160 | 157-168 | 
Large Frame 133-144 137-149 141-153 145-157 149-162 153-166 | 157-170 

















5' 10" 5' lh" 6' 6' 1 6' Q" 6' = 
152-164} 157-169 | 163-175 | 168-180 





153-164 | 157-168 | 161-173 | 166-178 | 171-184 | 176-189 





























161-175 | 165-180 | 169-185 174-190 | 179-196 184-202 





WOMEN* 


Fully clothed, 
2 inch heels 


1 
























































HEIGHT am | 5 |. 5'2" | 5'3" s'6" | 5'7" | 518" | 519" | 510" | sn" 
Small Frame 104-111 | 105-113 | 107-115 110-118 | 113-121 | 116-125] 119-128 123-132 126-136 | 129-139] 133-143] 136-147 139-150 
Medium Frame 110-118 | 112-120 114-122 117-125 | 120-128 124-132 | 127-135 130-140 | 134-144 | 137-147| 141-151 | 145-155 | 148-158 
Large Frame 117-127/ 119-129/ 121-131 | 124-135 | 127-138] 131-142 133-145 138-160 | 142-154] 145-158| 149-162 152-166] 155-169 




















If you are one of the many millions of Americans 
who’ve gained unneeded pounds, consider these facts: 


1. At ages 20 and over, men and women who are 
considerably overweight have a mortality rate about 
50 percent higher than their “trim” contemporaries. 


2. High blood pressure occurs more than twice as 
often in overweight people as in thinner people. 


3. Studies show that 85 percent of adult diabetics 
were overweight at the onset of their disease. 


So, it’s evident that excessive poundage burdens 
more than your two feet. In fact, overweight can 
impair the function of many vital organs and hence 
is associated with many life-shortening conditions. 


On the other hand, if you reduce . . . and keep your 
weight down . . . you should increase your chances for 
long life and good health. You will certainly look and 
feel better . . . and have greater stamina, too. 


Yet, some quick-reducing diets may be almost as 
bad for your health as the constant stress of over- 


weight. It is wise, therefore, to avoid all diets unless 
they are prescribed by your doctor. 

So, when you plan to reduce, start with a visit to 
your doctor. He will determine your desirable weight 
. .. and, most important, he will give you a sound, 
balanced, varied diet that everyone needs. 


If you are overweight and want to reduce surely 
and safely, these “‘do’s and don’t’s” may help you: 


Do say “‘no” to all high-calorie foods . . . rich 
desserts, gravies, sauces and social-hour tidbits. 


Do exercise moderately as this will keep you in 
trim and help burn up unneeded calories. 


Don’t use any “reducing drugs” except on your 
doctor’s recommendation. 


Don’t give a second thought to second helpings. . . 
no matter how tempting they may be. 


Don’t expect immediate good news from the scales. 
In fact, rapid weight loss may be harmful. One or 
two pounds a week is a safe rate of weight loss. 


* Desirable weights for men and women of ages 25 and over based on numerous Medico-Actuarial studies of hundreds of thousands of men and women 








COPYRIGHT 1956—METROPOLITAN LIFE INSURANCE COMPANY 


(A MUTUAL COMPANY) 


1 Maptson AVENUE, New York 10, N. Y. 


Metropolitan Life Insurance Company 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 31,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic. 
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Chattanooga General Agent 
For Mutual Benefit Life 





Ed Forstner Studio 


SETH W. SIZER 


Mutual Benefit Life has announced 
the opening of a general agency at 
Chattanooga and the appointment of 


Seth 
Mr. 
and attended 
Vanderbilt 
the life 


W. Sizer, 
Sizer 


CA), 
was born in 
the McCallie 
University 


as general agent. 
Chattanooga 
Sche )] 


before 


and 
entering 
1948 
Na- 


his 


insurance business. in 


agent with the local office of 


Life of 


as an 


tional Vermont. During 
eight years with that company Mr. Sizer, 
because of insurance 
the 
Na- 


consecu- 


his high volume of 
consistent member of 


He 


Award 


sales, was a 


Leader’s Club. also received the 


tional Quality for five 


tive years for his high quality service 


to policyholders. 
Mr. 


from 


Ci 
College 


In 1955 Sizer received his 
American 
Active 
Sizer is 
the 


Underwriters. 


designation the 
of Life 


surance 


Underwriters. in life in- 
Mr. 
president of 
Life 
as general 


circles, currently 


first vice Chattanooga 
He 
chairman of the 
the Chatta- 
nooga area and is currently on the board 


of the Heart 


Association of 
served 
Heart 


has 


Fund Campaign in 


Chattanooga Association. 


New England Gen’! Agents 


And Managers Conference 


“Management Opportunities in Our 
Expanding Economy” is the theme of the 
New England Conference of the New 


England General Agents and Managers 


Conterence being held today and tomor- 


row at New Ocean House, Swampscott, 
Mass. The conference opened today with 
General Robert Cutler, chairman of the 
board of the Old Colony Trust Co., and 
former special assistant to President 
Eisenhower; Horace R. Smith, CLU, 


superintendent of agencies for Connecti- 
cut Mutual; and Bishop C. Hunt, vice 
president and economist, John Hancock. 


Tomorrow’s speakers” will include 
David B. Fluegelman, CLU, general 
agent, Connecticut Mutual, New York; 


Francis L. Merritt, CLU, director of 
training, Mutual Benefit Life and Ed- 
mund L. Zalinski, CLU, vice president, 
John Hancock, who will summarize the 


two day program. 

Winslow S. Cobb, 
the General Agents 
ciation of Bc ston, 


Ir., president of 
and Managers Asso- 
reported on the con- 
ference of the General Agents and Man- 
and College Placement Directors 
held last November in Boston. 
Committee chairman is Robert W. 
Boas, manager for John Hancock in 
West Roxbury. 


agers 


Plans for Agency Officers 

Meeting at Rye May 7-9 
Round Table of 
Agency Management As- 
meet May 7-9 at West- 
Club, Rye, N. Y. Ray- 
AORT chairman and 
vice president in charge of agency 


York Life, 


The Officers 


Life Insurance 


Agency 
sociation will 
chester Country 
mond C. Johnson, 
ad- 


ministration for New expects 


45 agency officers of the 57 AORT 
companies will attend this seventh an- 
nual meeting. 

AORT is composed of the larger 
LIAMA companies with membership 


and participation restricted to the chief 
officer. These officers 
spring for informal discus- 
current business developments 
and trends affecting the field forces of 
the country. 

Program Chairman Charles H. Schaaff, 
vice president of Massachusetts Mutual, 
has announced that Monday’s 
will be chairmanned by W. R. 
first vice president, Northwestern Na- 
tional. Discussion will include the effect 
on agency organization of recent efforts 
toward decentralization of some admin- 
istrative functions to field forces, as well 
as the probable effect of automation on 


Ordinary agency 
meet each 
sions ot 


session 
Jenkins, 


agency oper ations. 
Monday afternoon, led by J. A. Mc- 
Allister, vice president and director of 


agencies, Sun of Canada, the group will 
consider the trend toward multiple line 
operations, the inclusion of a variety of 
coverages in individual sales portfolios. 
Discussion will be based on a survey of 
AORT companies to determine the ex- 
tent of this trend in recent years. 
Raymond H. Belknap, president of 
U. S. Life, will lead the Tuesday morn- 
ing session when discussion is expected 
to include variable annuities, the experi- 
ment in grading premium by size of 
policy and the pre-authorized check plan. 
Led by Chairman Johnson, the group 


Ohio State Has Record 


First Quarter Production 
Production for the first quarter of 1956 


was the greatest in the company’s his- 
tory, it was announced by Fred E. Jones, 
president of Ohio State Life, Columbus, 
at the quarterly meeting of the board of 
Production amounted to $15,- 


64.2% the 


directors. 
399,018, 
first quarter for 1955. 


an increase of over 


Insurance in force increased by $11,- 
282,853, a gain of 112%. The company 
now has $320,977,489 of insurance in 
force. 

Group insurance for the quarter was 
$3,993,300 as compared with $1,494,950 in 
1955. Ohio State Life, a newcomer to the 
Group insurance field, is completing the 
organization of its Group department 
and will be in full production in the 
next 30 days. 


Colonial Life Dividend 


The board of directors of Colonial Life 
announced the payment of a quarterly 
dividend of 25 cents per share to be pav- 
able on June 15, to stockholders of rec- 
ord June 4. 





will discuss on Wednesday morning ad- 
vertising and sales promotion develop- 


ments. Charles J. Zimmerman, LIAMA 
managing director, will close the meet- 
ing with a summary address. 


Two receptions are planned, with Mr. 
and Mrs. Zimmerman host and 
hostess on Sunday evening, and Mr. and 
Mrs. Johnson on Monday evening. 

Mr. Schaaff’s program committee in- 
cludes Perry T. Carter, vice president, 
Travelers; Marvin E. Lewis, agency 
vice president, Zankers of Iowa; J. 
McAllister, vice president and director 
of agencies, Sun Life of Canada, and 
Raymond Olson, president of Mutual 
Trust. 


as 





lifetime opportunity 


established. 


of our unusual contract and 


liberal benefits. 








(And the emphasis is on the word 


Surveying the Country for a 


VICE PRESIDENT in Charge 
of SALES 


A Stock Insurance Company in a Middle Atlantic State is now 
developing its Life Agency Program. Licensed in eight states. Offers 
with assured future for experienced, 
Director of Sales with record of accomplishment. This is in no sense a 


capable 


“desk job”. Position requires building sales organization in states now 
licensed and in states in which we expect to be licensed, by selecting 
General Agents for each state and assisting in recruiting agents. Must 
expect to travel in field major portion of time until agencies are 


The man we seek must be able to meet with experienced top-agency 
people on terms of mutual respect and confidence ... persuade them 
service ... negotiate and close contracts. 
““elose’’.) 


In short, he must be a man of integrity, magnetic personality, with 
all-around knowledge of selling Life, Accident and Health Insurance 
- . - and a bred-in-the-bone salesman. Such a man will find a wide 
open opportunity to exercise his talents as well as a good salary and 


QUALIFICATIONS 


Character must be unquestioned; between age 35 and 45; excep- 
tional qualities of leadership; outstanding record of accomplishment 
in building a commission sales organization of regional scope in the 
field of Ordinary Life Insurance and Accident and Health Insurance. 


All inquiries will be treated in utmost confidence and no action 
taken without permission of the applicant, 


Write Box 2407, The Eastern Underwriter, 93 Nassau Street, New 
York 38, N. Y., giving full resume of business experience applicable to 
this position; age; education; marital status; address and telephone 
number. Interviews will be arranged with applicants of promise. 
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WEGHORN 
IS GOOD 
FOR LIFE 


Representing 
“Canada Life’’ 
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Ray D. Murphy 
(Continued from Page 1) 


rates. 
have been selling Federal bonds. 


To gain cash, institutional lenders 
Prices 
of such bonds have dropped in conse- 
quence to a point where capital losses 
tend to discourage further selling.” 
Praising the Federal Reserve Board’s 
courage” in the fight 
Mr. Murphy - said: 
“Five they have raised the dis- 
count rate in effort to discourage 
borrowing by the banks and to contain 
based bank 
A further increase in bank credit 


“Vigilance and 


against inflation, 
times 
an 
expansion on inflationary 
credit. 
mean the creation of addi- 
tional dollars would 
pete with old relatively 
fixed supply of goods and services. Our 


now would 


new which com- 


dollars for a 


materials and labor supply are already 
stretched. Any further increase in de- 
mand could only stretch prices.” Mr. 
Murphy also praised the efforts of the 
Treasury to reach a balanced budget and 
to resist pressure for tax reduction. 
Economy in Delicate Balance 


Pointing out that the nation was deal- 


ing with mass psychology as well as 
economics, Equitable’s board chairman 
reminded that, “financial mechanism 


delicate balance. It is highly 
to changes in business  senti- 
Too much pressure applied at any 
one time might start a serious decline 
in business just as too easy 
credit may beget inflation.” 

The System is 
one agency which must and should con- 


works in 
sensitive 
ment. 


activities, 


Federal Reserve “the 


cern itself continuously with the pur- 
chasing power of the dollar,” Mr. 
Murphy continued, “yet last winter we 


witnessed a sad spectacle. The Federal 
Housing Administration reduced  pay- 
ments on houses to the vanishing point 
and extended the payment period to 30 
the very time the Reserve 
Board was advocating restraint. How 
can it be claimed that there is adequate 
and consistent monetary control when 
the Federal Reserve System is ham- 
pered in this way? 

“Why should not the Federal Reserve 
System have stand-by power to control 
directly the terms of consumer and resi- 
dential mortgage credit rather than 
having to rely on the indirect effect of 
general credit control with its tightening 
of all interest rates? If the Reserve 
System is granted such stand-by powers, 
to use as they deem necessary, they will 
be able to cope with any future serious 
expansion in credit.” 

Further liberalization of Social Se- 
curity benefits was also viewed by Mr. 
Murphy as a possible danger to the na- 
tion’s economy. He said that the Na- 
tional Bureau of Economic Research is 
conducting a hae omer survey of the 
questions involved and urged that no 
further liberalization of benefits be at- 
tempted by Congress until the findings 
of the research project could be ob- 
jectively examined. 
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Northwestern Mutual Life Invests 














$5 Million a Week in Mortgage Loans 


Confidence in the American economy 
and its productive facilities was under- 
the 
leading financial institutions, Northwest- 
ern Mutual Life, president 
revealed that the future 
ment commitments stand at the highest 
point in its 99-year history and that its 
opportunities for sound investments con- 
tinue to be plentiful. 

Edmund Fitzgerald, president — of 
Northwestern Mutual Life, the 
announcement in his first 1956 quarterly 


lined today by one of country’s 
when its 


firm’s invest- 


made 


report to the company’s board of trus- 
tees, which met last week at the firm’s 
home office in Milwaukee. 


“Northwestern Mutual has been put- 
ting an average of $5 million a week 
into mortgage loans, principally upon 


Mr. 


considerable 


residence properties,” Fitzgerald 


stated. “There is also de- 


mand for funds for the construction of 
productive facilities.” 

mortgage loan in- 
vestments, the president reported, the 
company has more than $120 million in 


future 


In addition to its 


firm commitments for security 
purchases alone. 
There 81,881 
the company’s books, for an investment 
total of more than $1 billion, an increase 
of about $142 million over 1955 at this 
time, he said. The 1956 figure breaks 
down into: residential loans, $642 mil- 
$320 farm 
loans, $66 million. These represent sub- 
1955 in 


are mortgage loans on 


lion; city loans, million; 


stantial increases over each 
instance. 
On the 


projected 


these items and 
Mr. 
concluded: “Opportunities for sound in- 
plentiful, our 


commitments for future investments are 


basis of 


investments, Fitzgerald 


vestments remain and 


at the highest point in our history. 
Susinesses and individuals continue to 
have deep-seated confidence in the 
future of the nation’s economy and 


productive facilities.” 

Northwestern Mutual Life’s sales fig- 
ures, assets, income, disbursements, and 
Insurance policies in force were also 
reported and discussed at the meeting 
of the board of trustees. 

Commenting on the company’s pre- 
viously announced record sales of $172 





Guardian Life Appoints 
Phillips in Indianapolis 


\ppointment of Samuel B. Phillips 
as agency manger in Indianapolis for 
Guardian Life has been announced. A 
native of Indianapolis, Mr. Phillips en- 
tered the insurance field in 1946 and 
has had both sales and supervisory ex- 
perience. He attended Purdue Univer- 
Sity. 

_Mr. Phillips succeeds Clarence J. 
Schneider, manager in Indianapolis for 
Guardian since 1944, who asked to be re- 
lieved of management responsibilities in 
order to devote full time to his personal 
clients and friends. Mr. Schenider will 
continue with the agencv as associate 
manager. : 


Manager at Beverly Hills 

\merican United Life announces ap 
Pointment of Morton DT). Weiner as 

ency manager in Beverly Hills, Calif. 
Daring nine vears in the industry, 
Weiner sold life insurance and was a 
Partner in a general insurance business. 
Prior to that he was in the retail and 
wholesale grocery business. 


million in the first quarter of 1956, which 
were almost 20% above sales in the 
same period of 1955, Mr. Fitzgerald 
reported that the firm’s new “classified” 
insurance accounted for 10% of the sales 
to date in 1956. 

This figure bore out the company’s 
prediction in January of 1956, when it 
first began issuing “classified,” or sub- 
standard insurance, that these policies 
would amount to approximately 10% 
of the total sales. 

The Milwaukee firm now has 1,569,000 
policies in force, for more than $8 bil- 
lion, an increase of 5.3% over last year 
at this time. 


Today, Mr. Fitzgerald pointed out, 
the average policy in force at the 
Northwestern Mutual has a face value 


of $5,126, the highest in its history and 
3.5% above the average Northwestern 
Mutual Life insurance policy last year. 

The trustees also learned that assets 
of the company now stand at $3,445,698,- 


879, or 5.1% over a year ago. Besides 
mortgage loans, the company’s assets 
include: bonds,  $2,117,222,099; policy 


loans, $123,814,609; real estate and farm 
investments, land contracts and home 
office property, $05,672,552; stocks, $43,- 
790,978, and cash, $18,690,769. 

Income during the first quarter totaled 
more than $138 million, while disburse- 
ments were $100 million. Chief sources 
of income were: premiums, over $76 
million, and investment earnings, over 
$31 million. Among the disbursements 
were: taxes, nearly $7 million, and 
money paid to or held for policyholders 
or beneficiaries, $72 million. Of the last 
figure, more than $15 million was paid 
in dividends and $20 million in death 
benefits. 




















State Mutual Manager 
For Garden City Agency 


BASIL G. GILLESPIE 


State Mutual Life announces the ap- 


pointment of 


3asil G. Gillespie as man- 


ager of its Garden City agency. He suc- 


ceeds Irvin A. Davies who died suddenly 


two months ago. 


A graduate of Notre Dame University, 


Mr. Gillespie is a Navy veteran. 


Prior 


to joining State Mutual last year as an 


assistant manager, 


he 


was associated 


with Aetna Life as a personal producer. 


He is active in several church and civic 


organizations. 





Standard agents. 


LIFE INSURANCE COMPANY 





Jelierson \tandard 


Home Office: Greensboro, N,C. 





Top Dollar Value 


in a Jefferson Standard policy 


Insurance buying Americans want top value for their 
life insurance dollars . . . and Jefferson Standard’s Mr. 
4% sells insurance protection with higher future income 
. .. at no increase in cost to the policyholder. Jefferson 
Standard, now guaranteeing 242%, pays 4% on policy 
proceeds left on deposit to provide income. 4% is the 
highest rate of interest paid by any major life insurance 
company . . . another BIG PLUS enjoyed by Jefferson 
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MR. ACTUARY 


We are in need of an actuary who 
has passed two or more examinations 
of the Actuarial Society and has had 
Life, Accident and Health actuarial 
experience. Well established aggressive 
Illinois Company—75% of our business 
being Accident and Health and Hos- 
pital insurance, making A. & H. ex- 
perience most essential. You will par- 
ticipate in Management problems on 
all levels. Possibility of advancement 
excellent. Salary open. Give complete 
data of your experience. All replies 
will be held strictly confidential. 

Address Box 2408, The 
Underwriter, 93 Nassau Street, 
York 38, N. Y. 


Eastern 


New 











C. F. Mitchell Retires 





Alan F. Lydiard 
CHARLES F. MITCHELL 


After 48 years service with the John 
Hancock, Charles F. Mitchell, financial 
secretary of the company, began his 
retirement this week. 

Born in Bridgewater, Nova Scotia, he 
joined the John Hancock in 1908. He 
1918, and 


treasurer in 


became a teller in was pro 
moted 1935. In 


1945, he rose to the position of financial 


to assistant 


secretary. He has won considerable 
praise during recent years for the estab- 
the 


Savings 


maintenance of com 


United States 


lishment and 


pany’s sale of 
Bonds, 

A resident of Mass., Mr. 
Mitchell plans to devote his leisure time 
during retirement to travel and his hob 
by of photography. 


Lexington, 


N. Y. Women to Meet May 8 

The next meeting of the 
Life Insurance Women will be held May 
8 at 3 p.m. in the New York Life’s home 
office. Speaker will be Daniel S. Black 
IT, The 


Prudential’s sickness de 


League of 


man, training consultant of 


accident and 
; 


partment in the metropolitan region 


MOUNT VERNON OFFICE MOVES 
The Mount Vernon, N. Y. branch offies 


of Colonial Life moved to larger and 
more modern offices at 86 Pondfield 
Road, Bronxville, N. Y., it was an 


nounced by Charles W. Dietz, branch 
manager. The office was formerly lo 
cated for 25 years in the First Na- 
tional Bank Building, Mount Vernon. 























Another Split Dollar Plan View 


Revision of Junior Key Man Insurance Called 
More Saleable Procedure 


By Peter B. FLEMING 
General Agent, Mutual Trust Life 


As a pioneer in the sale of junior key man life insurance the 
im expressing his pro and con views on the 
out a few 
and effort 
ior key man insurance 


first hand experience 
admits that when this plan first came 
agents and brokers. A lot of time 
He gives reasons why a revised junior 


across than the split dollar plan. Mr. 


split dollar 
whom we 


In the early days of the 


plan we those 


called on 


would be good prospects, but 
that 


highly 


thought 
were not suitable 
plan. We 


corpo 


discovered they 

specialized 
that 
hundreds or 


doubtful buyers. 


for this 


learned, for example, large 


rations with thousands of 


stockholders were Kven 


with the expressed approbation of the 
such a cor 


president and treasurer of 
submitted to 


poration, the plan when 
the accountants and lawyers seemed to 
dissolve in thin air. Probably stockhold- 
ers were fearful it would mean a reduc- 
and would not 


tion in dividends vote 
for it, or directors were afraid of dis- 
approval of the plan by the stock- 
holders. 

In our opinion, the one type of cor 
poration which is interested in the split 
dollar plan is the small closed corpora 


This is preferably a family business 
with the father owning the majority of 
stock, and with one or two 
business with him. The sale is helped if 
the corporation is making money and 
if it is in the higher income tax brackets. 

Confusion over the tax angle in the 
split dollar plan was cleared up last 
summer when the Internal Revenue 
Service held that a contract of employ- 
ment is not necessary in order to realize 
the tax savings under the plan. 

But we still find that a stumbling 
block to selling this plan is the fact that, 
according to formula, the junior key 


tion. 


sons in 


man has to pay substantial sums of 
money as his share in the first and sec 
ond years. Usually this condition re 


sults in an attempt to finance a loan 
from the company to the junior key man 


a complicated procedure at best. 


Corporation Pays Entire Premium 
Under Revised Plan 
experience with 
we have revised 
insurance plan 
simple, under- 
sell. Here is 


from our 
plan, 


Profiting 
the split dollar 
the junior key man life 
so as to make it more 
standable, and easier to 
the difference: 

First of all, the company is the ap- 
plicant, owner and beneficiary. It is 
truly a key man case for the junior 
executive who is being groomed for ad- 
ministrative duties. We have discovered 


it is easier to have the corporation pay 
for the entire premium and to own the 
policy along with being the beneficiary. 


The small amount that the junior key 
man has to pay in the split dollar plan 
is insignificant and drags out negotia- 
tions unnecessarily. 

The beneficiary is a split one. In the 
event of the death of the junior key 
man, the company gets back the sum 
of the net premiums that it has put in 
and the widow of the insured gets the 
difference between this amount and the 
face amount. 

There are two methods of paying the 
beneficiary. The split beneficiary can be 
written into the policy itself or can be 
handled by an agreement between the 
company and the junior key man. 

For example, if the widow is entitled 
to $50,000 death proceeds and the bene- 
ficiary provisions call for a life income 
directly from the life insurance com- 
pany, the company will send the monthly 
checks directly to her. This has the 
advantage of being guaranteed by a life 
insurance company. : 


The other method is by an agreement 


Fleming’s article 


author writes from 
split dollar plan. He 
years ago ut enticmy to many 
consumed in trying to make. sales. 
procedure is easier to put 
follows : 


Was 


were 





PETER 


FLEMING 


between the junior key man and _ the 
company under which the lite insurance 
company will pay the monthly income to 
the insured’s company which, in turn, 
will cash the life insurance check and 
make out one of its own. If the company 
is in the 50% tax bracket, it will cost 
50 cents on the dollar to pay the widow. 

Finally, if the junior key man_ has 
another agreement with his company 
that when he reaches age 65 or later, 
the entire cash value of the policy wit! 
be used to buy him a life income, the 


same procedure goes into effect. The 
life company sends the monthly check 
to his company which, in turn, cashes 


the check and makes out one of. its 
own for the same amount. As a salary 
continuation plan, the company can de- 


duct this as a business expense 


Bixby Honors K. C. Life 
Million Dollar Producers 


W. E. Bixby, president, Kansas 
Life, entertained 21 of his 


City 
company’s 


million dollar producers at a luncheon 
last week at Chalfonte-Haddon Hall, 
\tlantic City, N. J. The luncheon was 


12th annual 
22 - 25 


an unscheduled event of the 
President’s Club meeting April 
which was attended by approximately 
400 of Kansas City Life’s top producers, 
their wives and guests. 

The 21 agents who produced a million 
or more of business in 1955 were B. C 


Altman, Kansas City; H. M. Alton, 
Phoenix; K. E. Anderson, Sterling, 
Colo. ; E. L. Arthur, Tampa; M. Wes- 


Phoenix; Ben Epstein, 
Fox, Charleston, W. 
Riverton, Wyo.; 


ley Douglas, 
Houston; Charles F. 
Va.; L. M. Jenkins, 
John M. Leigh, Parma, Mo.; M. J. Long, 
Long Beach, Calif.; Ray Lowry, Spring- 
field, Mo.; L. E. Madden, Milwaukee; 
Louis Matusoff, Dayton; Grady S. Mc- 
Carter, Jr., Shreveport, La.: Robert J. 
Randall, Pittsburgh: Junius Romney, 
Salt Lake City; T. Guy Spencer, Okla- 
homa City; Leonard M. Sproul, Salt 
Lake City; Dix Teachenor, Sr.. Kansas 
City; Lloyd I. Turner, Houston; John 
A. Utz, Valencia, Pa. ; 


THE EASTERN 
J Uyperwerrer 5 








May 4, 1956 











Nendlancssbatien Mutual 
Has Increase of 20% 


REPORT FOR FIRST QUARTER 


Sales for Month of March Also Hit 
Record Level; Nationwide 
Sales Leaders 


Record - breaking first - quarter 
sales of $172 million, almost 20% 
sales in the same period of 1955, were 
Northwestern Mutual 
March also hit 
totaling 





1956 


above 


announced — by 
Life. Company sales for 
a record level for the 
$58,522,000, more than 7% over the pre- 
all-time March high set in 1955, 
Grant L. Hill, vice president and 
director of agencies in the Milwaukee 
home office of the 99-year-old firm. 
Sales leaders March 
production among the company’s 91 gen- 
234 district and 
nationwide 
third 


month, 


vious 
said 
for the record 


agencies 
in first, 


eral agencies, 
3,500 


second 


agents were, 


and place in each cate- 


gory: 
Horner of 
Milwaukee; 


agencies: F. R. 
Momsen, 


General 
Madison; W. L. 
Mage, Angeles. 
agencies: Royall Rk. 
Winston-Salem, N. C., Durham 
J. D. Walter, Chattanooga, as- 
with E. T. Proctor agency, 

and D. E. McTigue, Fort 
associated with D. M. 


and J. R. Los 


District 3rown, 
general 
agency; 
sociated 
Nashville; 
Dodge, Towa, 
Kerl agency, Sioux City. 
Agents—individual policies: Royall R. 
Brown; J. D. Walter; and A. C. F. 


Finkbiner, Jr., of the A. C. F. Finkbiner 
agency, Philadelphia. 
Agents—individual and pension trust 
policies: J. N. Meeks, S. L. Youngquist 
agency, Columbus; Royall R. Brown; 
and H. J. Schwahn of W. L. Momsen 


agency, Milwaukee. 

March was the best month sales-wise 
in the history of six of the Northwestern 
Mutual’s general agencies: 

W. Stockton, San Diego, with sales 
of more than 60% above the previous 
high in May, 1955, and 413% above last 
March; R. L. Theisen, Denver, with 
sales of 25% above the previous high in 
August, 1950, and 92% above last March; 
and W. H. Honeycutt, Lexington, with 
sales of 16% above the previous high in 


September, 1955, and 477% above last 
March. 
Also, F. R. Horner, Madison, with 


sales of 11% above the previous high in 
January, 1947, and 48% above last 
March; R. E. Werts, Akron, with sales 
of 8% above the previous high in Feb- 
ruary, 1956, and 61% above last March; 
and S. L. Youngquist, Columbus, with 
sales of more than 1% above the pre- 
vious high in October, 1955, and more 
than 72% above last March. 





Pan-American General Agent 


Appointment of Jesse C. Murray as 
general agent in Mobile, Ala., for Pan- 
American Life of New Orleans, has been 
announced by K. D. Hamer, vice presi- 
dent and agency director. 

Mr. Murray entered the life insurance 
field in 1954 as a Pan-American repre- 
sentative in Lake Charles, La. He later 
transferred to the company’s Memphis 
office. For a year prior to his recent 
Pan-American appointment he was with 
Jefferson Standard Life in Memphis. 

Mr. Murray is a graduate of North- 
western State College in Natchitoches, 
La. with a degree in Business Adminis- 
tartion. Following his graduation he 
served as assistant principal and coach 
of a Louisiana high school and in 1936 
joined General Motors Acceptance Cor- 


poration. He left that firm in 1951 after 
four years as a branch manager. 
A leutenant commander in the Navy 


during World War II, Mr. Murray saw 
service in the Middle East, European 
and Pacific theatres. 





A Guardian Life Leader 








FUTIA 


LEO R. 


Buffalo, who was 


Guardian 


Leo k.. Putia, CLU, 
elected president of the Life's 
is a member 
Table, 
Canisius Col- 


Leaders Club in 1955 and 
of the Million Dollar 
graduated in 1940 
Suffalo, with a 
of Business 


Round was 
from 
3achelor 


lege, degree of 


Administration, cum 
graduated 


University of 


magna 
laude. He then from 
Wharton School 


majoring in 


was 
Penn- 


sylvania, life insurance. He 


joined Guardian Life in July, 1941, and 
in March, 1942, entered U. S. Coast 
Guard Reserve as yeoman. In March, 
1944, he was commissioned an ensign. 


Atlantic, South Pacific and 
Aleutian areas and was released in De- 
, 1945, with the rank of lieutenant. 
Reteteiie to Guardian in January, 1946, 
he wrote $381,000 the 
$725,000 in 1950 and first became a mil- 
1953. 
was a member of the 
Million Dollar Club. 
Mr. Futia is a past president of Buf- 
CLU and was chairman 
of its education committee. He has been 
suffalo Life Underwriters 
Association and has been an insurance 
instructor, evening division, Canisius 
College. 


He served in 
cember 


following year, 


lion dollar writer in In the vears 
1953-54-55 he 
Guardian Life’s 


falo Chapter of 


on board of 


LOMA Graduates to Hold 
Annual Seminar May 15 


_The twelfth annual seminar of the So- 

ciety of LOMA Graduates will be held 
May 15 at the Belmont Plaza in New 
York, Frank D. L ewand, president of the 
Society and associate life underwriter at 
New York Life, announced. 

har L. Rowland, managing director 

Life Office Manz igement Association 
nel one of the pioneers in management 
planning in the business, will be the 
speaker at the evening dinner meeting 
discussing, “Life Office Management, 
Past, Present and Future.” 

The seminar will open at 2:45 p.n 
with a panel discussion on “Some Aspects 
of Management Planning,” with William 
W. Eitel, methods manager of Home 
Lite of New York, as moderator. The 
other participants in the panel discus- 
sion will be Donald Hyer, assistant per- 
sonnel director, Mutual Life of New 
York; Harold B. Brian, assistant vice 
president, Teachers Insurance Annuity 
Association: John Gapco, elt ap man- 
ager, Guardi in Life; and : len B. Gross, 
executive assistant, New York Life. 

The annual business meeting of tlie 
Society will be held following the after- 
noon session, with officers and = coun- 
cillors to be elected. A reception will be 
held at 5:30 and dinner at 6:30 p.m. 
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50th Anniversary Convention Held by 
Philadelphia Life in Miami Beach 


Over 150 wives and members of the 
Philadelphia Life’s field organization 
celebrated the company’s golden anni- 
versary at a recent four-day convention 
held at the fabulous Hotel Fontainebleau, 
Miami Beach, Fla. The actual 50th An- 
niversary date was April 17. In attend- 
ance were members of the Philadelphia 
Life field organization who had met, in 
a 14-month period, the rigorous produc- 
tion standards set by the company. 

On the opening day of the convention 
a meeting was conducted by Executive 
Vice President Joseph E. Boettner. His 
remarks were directed to the wives and 
the part they play in making their hus- 
bands successful life insurance men. Mr. 
Boettner then turned the meeting over 
to President William Elliott, 
mented on the success of the company, 
“fifty years young,” and the outlook for 
the next fifty years, 


who com- 


Banquet Was Convention Highlight 

One of the highlights of the conven- 
tion was the 50th anniversary reception 
and banquet. Distributed as souvenirs 
to those present were gold charm brace- 
the wives and gold key chains 
for the men. On each was a medallion 
inscribed, “PLICO, 50 YEARS.” As an 
added feature, wives of members of the 
Million Dollar Round Table, Chartered 
Life Underwriters, and former chairmen 
of the regional directors and general 
agents associations were presented by 
Mr, Elliott with suitably inscribed sou- 
venir medallions for their bracelets. 
Elaborate floral displays adorned the 
grand ballroom where the banquet was 
held. 

In the center of each centerpiece was 
a gold 50, and all the candles in the 
room had been sprayed with gold. An 
eye-catching feature was a_five-tiered 
cake, which stood six feet high and re- 
quired two months to prepare. Each 
tier was mounted on pillars and at the 
top was an exact reproduction of the 
Philadelphia Life emblem—“The Door- 
way to Protection.” The doorway was 
moulded in sugar. 

Special guests at the banquet included 
Edwin A. Faircloth, Chief Deputy Life 
Insurance Commissioner, and Frank 
Alexander, Deputy Commissioner, both 
from the Florida State Insurance De- 
partment, 

Congratulatory 
from all sections of the 


lets tor 


telegrams and letters 
country were 





Honor Sherman M. Southard 


Quality Business Committee of Life 
Insurance Agency Management Associa- 
tion meeting in Chicago last month pre- 
senied Sherman M. Southard, general 
Manager of agencies service department, 
The Prudential, and past committee 
chairman for two years, with a certifi- 
cate of merit. Willis T. ‘Milner, Tr., vice 
President, Life of Virginia, is current 
chairman of Quality Business Commit- 
tee; vice chairman is L. J. Doolin, vice 
President Fidelity Mutual. C. C. John- 
son, agency supervisor, London Life, is 
also on the committee. 

The certificate said that by his energy 
and enthusiasm in the course of con- 
servation Mr. Southard has helped to 
foster many projects in the cause of 
quality business. 





N. Y. LIFE GROUP OFFICE 
New York Life has opened a new dis- 
trict Group office in Columbus. Gould 
Morehouse, formerly of the Seattle dis- 
trict Group office, has been transferred 
to the newly-established office as home 
othce Group representative in charge. 





Frank Gabor and William Elliott. 


exhibited at the banquet. Included were 
messages from the Governor of Pennsyl- 
vania, Mayor of Philadelphia, presidents 
of many life insurance companies, and 
editors and publishers of life insurance 
trade journals. 


President Elliott Toasted 


At the 
Edmondson, 


start of the banquet, D. E. 
a regional director for the 
company and a member of the board 
of directors, proposed a toast to the 
Philadelphia Life and to President Elli- 
ott for his inspiring leadership. He com- 
mented on the selection of the executives 
surrounding President Elliott, and added 
that with their help, certainly during the 
coming years, great strides would be 
made. 

Many other activities were sponsored 
during the convention period. They in- 
cluded a deep sea fishing trip which 
resulted in a catch of several large sail 
fish and a 250 pound turtle; also a three 
hour boat trip embracing many points 
of interest in and around Miami and 
Miami Beach. 

Another attraction 
in Paris” dinner party. The 
bleau’s Pavillion Room was converted 
into an outdoor sidewalk cafe. Large 
posters from the French Government 
Tourist Office set the stage and a com- 
pletely French menu of food was served. 

All who were present declared the 
convention a complete success. 


“Evening 
Fontaine- 


Was an 





R. D. Flowers, District Mgr. 
For Hancock in Memphis 


Opening of a district office in Mem- 
phis, with Robert D. Flowers as district 
manager, has been announced by the dis- 
trict agency department of the John 
Hancock. 

The establishment of a district agency 
in Memphis falls in line with a program 
of company expansion in the southern 
states. The John Hancock will continue 
to be served in Memphis by General 
Agent William B. Ware, CLU, and Group 
Department Representative George R. 
McClellan, both of whom are located in 
the Commerce Title Building. 

Mr. Flowers has been with the John 
Hancock since 1949 when he joined the 
Akron district office as an agent. He 
was appointed assistant district manager 
there in 1950, and the following year 
was transferred in the same capacity to 
Canton, Ohio. In 1953 he was appointed 
regional supervisor of the company’s 
east central territory. 


Associated with Mr. Flowers as as- 
sistant district mangers are Richard 
Ross, formerly a company agent at 


Stamford, Conn., and Paul A. West, for- 


merly agent at St. Louis. 


Guardian Leaders for 
Weidenborner Month 


Guardian Life set new one-month sub- 
mitted records in both life volume and 
A. & H. premiums in March, according 
to James A McLain, president. In the 
annual month-long campaign honoring 
Agency Vice President Frank F. Wei- 
denborner, the Guardian field force sub- 
mitted close to $27,000,000 in life and 
over $131,000 in A. & H. premiums. 

Guardian agencies compete in the 
campaign according to the percentage of 
quota achieved. In life insurance. the 
Myron Bay agency, Newark, more than 
tripled its quota to lead; the William 
A. Simon agency of Rochester was sec- 
ond and the Haiblum-Warshauer agency, 
3rooklyn, finished third. 


The three leading agencies in A. & H. 
submissions, by percentage of quota 
achieved were: the Richard R. Deas 
agency, Columbia, Stanley B. Brooks 
agency, San Francisco, and the Preble 
agency, Aberdeen, Wash. 


In total submitted business, the Spaul- 
der, Warshall, and Schnur agency, New 
York City, led in life insurance, and the 


Charles P. Houseman agency, Los An- 
geles, was first in A. & H. premiums. 


Runnerup in life was the Holcombe T. 
Green agency, Atlanta. Second in A, & 
H. was the Spaulder, Warshall and 
Schnur agency. 

The leading fieldmen during Weiden- 


borner Month were: Irving Forman, 
3rooklyn, life volume; E. . Jes 
Evansville, total lives; Richard R. Deas, 


Columbia, A. & H. 
Norris, Atlanta, A. 


premiums; and J. E. 


& H. apps. 


Equitable Society Names 


3 in Special Services 


Ray D. Murphy, board chairman of 
Equitable Life Assurance Society, has 
announced the promotion of three men 
in the company’s agency special services 
division at the home office, New York. 
They are: Henry P. Green, from assis- 
tant director to associate director and 
technical adviser, and Michael F. Manley, 
CLU, and Albert J. Schmitz, CLU, each 
from senior consultant to assistant di- 
rector. 

Mr. Green, in 1930, was graduated from 
Washington State College and began his 
Equitable career as a cashier training 
student in Spokane. He was assigned to 
the home office in 1936 as an attorney 
in the law department-insurance, and 
transferred to special services in 1950. 
He has been a member of the Missouri 
Bar since 1936. 

_ Mr. Manley joined Equitable in 1937 
in the claims department at the home 
office and transferred to special services 
eo 1949. He holds a B.B.A. degree from 
John’s University and an M.A, in 
pe boro from New York U niversity. 
He also teaches CLU courses in law, 
trusts and taxes at Hofstra College. 

Mr. Schmitz started with Equitable in 
1939, the year he graduated from Uni- 
versity of Notre Dame. Beginning as a 
cashier training student in Nashville, he 
served in Dayton, Cincinnati and Kansas 
City before transferring to the home 
office in 1950 where he joined special 
services. 


Bankers National Has 46% 


First Quarter Increase 
sankers National Life, Montclair, 
N. J., has announced that paid-for pro- 
duction for the month of March showed 
a 57% increase over March, 1955. Pro- 
duction for the month brought the in- 
crease in paid-for business, up to 46% 
for the first quarter of 1956 over the 
same period last year. 
The increase of insurance in force for 
the first quarter is 67% over the increase 


for the same period last year. Bankers 
National’s insurance in force has now 
reached $328,829,554. The average size 


Ordinary policy issued during the past 
three months was $10,502 as against an 
average of $7,534 during the first three 
months of 1955. 


E. B. Morris, General Agent 
For Occidental in Temple 


Occidental Life of California 
opened its first general agency in Tem- 
named Earl B. Morris 
as general agent. Mr. Morris entered the 
life insurance business in 1952 with the 
Amicable Life as an agent in Temple and 
qualified for that company’s quarter 
million dollar club. 

A veteran of both World War II and 
the Korean Campaign, he is active in the 
local Life Underwriters 
and the Junior Chamber of Commerce. 


has 


ple, Texas and 


association of 





Your Mutual 
Benefit Life 
Man Says: 





insurance Is 
like a suit— 
unless it 
fits—the 
client won't 


be happy.” 


“Fitting” life insurance to the indi- 
vidual’s needs is the foremost 
Mutual Benefit Life philosophy. 
And it’s one that’s shared by every 
Mutual Benefit Life agent. It means 
more study, more training and 
more service to the client. But it also 
means “happy” clients—and more 
success, as in the case of Ralph W. 
Lilley, C.L.U. of Harrisburg, 
whose clientele 
has grown by 
leaps and bounds 
right from the 
beginning. The 
Mutual Benefit 
Life Insurance 
Company, New- 


ark, New Jersey. 
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Advertising Panel at LIAMA Conference 


DONALD F. BARNES 


(Continued from Page 3) 


area of bringing life insurance into the 


consciousness of living Americans as a 


fundamental their family lives.” 

On the importance of the job Institute 
advertising 1s Mr. Barnes 
“there are still far too many people 


concept of life 


part ot 


doing, noted 


that 


who dimly believe in the 


insurance for someone else, but who are 


not sure of its application to them- 


sely es.” 
audience 


The speaker suggested to his 


of combination company agency officers 


that “in 95% of the homes your agents 


visit, a newspaper which periodically 
Institute’s advertising is de- 
livered every day of the week.” This 
means, he said, that the job of improving 
the sales atmosphere is not done spo- 
radically—“it is done continuously and 
is both given and received with careful 
thought.” 

The Institute 


carries the 


cannot do the job for 
the entire business, Mr. Barnes acknowl- 
edged. “But,” he said, “if Institute ad- 
vertising can begin to roll out a bright 
red carpet for the agent to walk down 
as he enters a prospect’s home or office, 
everyone in the business has started to 
make progress.” 

In the last few years, he said, this 
cooperative advertising program “has 
moved forward into an area of helping 
people to understand what life insur- 
ance truly means to them and what the 
held forces of life insurance can un- 
erringly do for them. This is true of 
all companies but particularly true of 
companies in which debit agents are an 
integral part of the selling process.” 

Calling attention to the present adver- 
tising theme, “When someone’s count- 
ing on you... you can count on life 
insurance,” Mr. Barnes said it is just 
beginning to have an impact on the 
public. Basically, he observed, this 
theme epitomizes all the reasons in the 
world for owning life insurance. “If a 
person can agree with this philosophy, 
he is a happy policvowner or an active 
prospect.” 

* * 


JOSEPH LOCKE 


Mr. Locke 
of “What 


doing in 


reported on 
Combination 
\dvertising.” 

He paid tribute to the excellent re- 
sponse of 43 of the 52 combination com- 
panies represented at the conference. 

Conducted jointly by the Life Adver- 
tisers Association and LIAMA, the sur- 
vey “sought to determine advertising 
practices in the areas of trade journals, 
cooperative advertising with the agent, 
and advertising in consumer media.” 

Ir. Locke said survey results led to 
the conclusion that “no matter what the 
size of your company, you can _ help 
make life insurance easier to buy 
through advertising.” d 

\fter reporting on the 
each heading, Mr. Locke raised several 
questions for companies to consider “if 
you plan to expand your advertising or 
review it for possible changes.” 

He raised the perennial question of 
budget. “Unfortunately, there is no 
quick, easy formula by which a company 
can determine how much to spend for 
advertising.” 

The approach he suggested: “Deter- 
mine what you wish to accomplish with 
your advertising and then fix your bud- 
get as the sum which will permit your 
company to achieve as much of this 
objective as possible.” He observed that 
most advertisers caution against  sacri- 
ficing frequency in an attempt to spread 
advertising, ever a long period of time. 

On the question of copy and layout, 
he said that prize-winning advertising 
exhibited at last fall’s LAA meeting is 
available for study in LIAMA’s refer- 
ence library. 

“Another 


a recent survey 
Companies are 


results under 


advertising 


thought-pro- 





voker,” he noted, 
case studies being issued by the adver- 
tising committee of LAA. Studies of 
successful advertising are sent to LAA 
members in each company so they may 
be well informed on the best in adver- 
tising.” He said studies have been pub- 
lished recently on the advertising of 
Prudentia] West Coast, John Hancock, 
Life of Virginia, Union Central, Canada 
Life and Phoenix Mutual. Others now 
in process include Pilot and New York 
Life. 

I kening advertising to golf, Mr. Locke 
said: “After you have decided upon a 
budget, an advertising theme, copy and 
he medium best suited to your territory, 
be sure to plan for adequate follow- 
through.” 

The survey disclosed that in the trade 
journal field, 20 combination companies 
are spending more today than five years 
»: 14 are spending about the same; 
d two are spending less in 1956. 
For the future, nine companies foresee 
increases; 20 expect trade journal] bud- 
gets to remain the same. 

Mr. Locke termed budgets for trade 
journal advertising “modest.” He = said 
they range from zero to $40,000, with the 
median budget $3,000 for the 36 re- 
spondents. 

On cooperative advertising, 16 compa- 
nies said they have a program. Three- 
fourths indicated this form of advertis- 
ing has increased in the past five years. 

All except three companies share in 
the cost of radio time and newspaper 
space, and every company bears the cost 
of preparing advertising for agents. 

Mr. Locke concluded that “the sums 
spent do not indicate extremely wide 
use of this tool by combination field- 
men.” 

On consumer advertising, Mr. Locke 
said that combination companies divide 
into two groups—national and regional 
advertisers. Three companies reported 
national advertising budgets in excess of 
$1,000,000 each, 

Twenty-eight companies 
gional advertising with budgets from 
$10,000 to $200,000 yearly. Two compa- 
nies had budgets under $10,000. Seven- 


age 


an 


reported re- 


teen companies with budgets between 
$10,000 and $50,000; seven between 
$50,000 and $100,000; and two in the 


$100,000 to $200,000 range. 

Mr. Locke concluded that “the con- 
sumer media advertising picture has 
broadened in the past five years and 
considerable future growth is indicated.” 
He said 26 companies are spending more 
in 1956 than they were five years ago. 

In stating why they advertise, 20 com- 
panies said “to build company name or 
prestige,” 16 said “to build prestige for 
the agent,” and nine said “to sell life 
insurance.” Mr. Locke noted that most 
companies say they try to achieve all 
three objectives. 

Where do combination companies ad- 
vertise ? 

Twenty-six use newspapers; 16 radio, 
13 outdoor and car cards; 8 television; 
8 regional magazines; 4 national maga- 
zines; 5 trade publications other than 
life insurance; 3 farm publications; and 
1 Sunday newspaper supplement. 

The median company among those 
using either newspapers or radio, he 
noted, has used this type of advertising 
for 10 years. 

* Ok Ok 


C. SEWELL WEECH, JR. 
Mr. Weech 


vertising programs of 
and and took as_ his 
much ... but how well.” 

First, the “Salute Series,” which, he 
said, “does not salute the company nor 
the agent, but rather a community in 
which Baltimore Life does business.” 

Through this series; Mr. Weech said, 
“Wwe have made it easier for our sales- 
men to sell life insurance by making 
the public more aware of Baltimore 
Life.” 

On results, Mr. 
effort after 
has “gone 


described two local ad- 
Baltimore Life 
text, “Not how 


Weech said that every 
the first one in Annapolis 
over very well.” The Salute 





to be found in the 


Dr. Ferguson's Plan 


(Continued from Page 3) 


permit standards to be set also for dif- 


ferent states, regions, and educational 
levels. 
On his plan for upgrading agency 


forces, the speaker said he was sug- 
gesting that company officers regard the 
Combination Inventory as “more than 
just a device to select better agents, 
staff managers, and managers in nar- 
row, utilitarian sense, helpful though 
it will be in this regard.” He made a 
plea that the Combination Inventory 
be considered “a social instrument, a 
means of control, a method of changing 
and upgrading—from the standpoint of 
their mental caliber—the men we hire 
for our respective agency forces.” 

Figures released at this meeting re- 
vealed that to date the Combination 
Inventory has been given by 37 LIAMA 
Combination companies to more than 
25,000 prospective agents. The test was 
first released in 1954. 

Dr. Ferguson set target dates for 
release of scoring stencils on the other 
three sections of the test which are now 
considered “exnerimental’—1957 for sec- 
tion three; 1958 for section four; and 
1959 for the personal history section. 

Illustrating “many current collateral 
benefits available from this selection re- 
search program,” Dr. Ferguson said 
LIAMA has information companies may 
use to help recruit and appraise agents, 
as well as pinpoint markets. 





Series seems to be most effective, he 
suggested, in the medium-sized com- 
munity of 100,000 population or less. He 
does not think it would lend itself to a 
large city. 

The cost of 
$6,000. He said: 
the shot-gun method and 
dollar count.” 

He explained how 
salutes a community: 

“Timing is most important. We carry 
on the promotion usually for a month, 
during which time we really bombard 
the town with publicity. Advertisements 
are placed in the local newspapers, fea- 
turing excellent professional photo- 
graphs of local landmarks.” 

The theme, he said is, “The Baltimore 


this series for 1955 was 
“We used the rifle, not 
made every 


3altimore Life 


Life Insurance Company salutes Any- 
town, Pennsylvania.” 
“Displays,” he continued, “are built 


around the photographs and placed in 
local store windows. Radio spots are 
utilized. Our local manager presents 
framed copies of the Salute photograph 
to the Mayor, the local historical so- 
ciety, local schools and universities. Al] 
of this, of course, receives newspaper 
coverage 

Estimating an expenditure of about 
$500 on each Salute promotion, Mr. 
Weech said all media are used except 
television, for “we want everyone in the 
community to know what Baltimore Life 
is doing.” 

The speaker then turned to his com- 
pany’s incentive program of cooperative 
advertising, which he described as fol- 
lows: 

“During the slow-down period of sum- 
mer, our districts try to qualify for this 
cooperative advertising. We do it this 
way: Points are awarded each district 
on the basis of Ordinary and weekly 
premium production, percentage of ar- 
rears, and lapse per $100 of debit during 
the contest period. The top 15 point- 
getters qualify for cooperative adver- 
tising. 

“Winning districts may choose one of 
three advertising media: (1) newspaper 
advertising featuring agents; (2) radio 
advertising featuring needs selling or 
special policies; (3) use of various com- 
pany sales aids and door-openers. 

“The home office shares the cost of 
the program selected to the extent of 
$10 per man. We also assist in prepara- 
tion of copy.” 

Mr. Weech said it was originally 
hoped that qualifying districts would 
match the home office contribution, but 
it didn’t work out. Fieldmen, 


he said, 





Combination Companies 
Washington Conference 


The 17th annual combination compa- 
nies Spring conference was held a 
the Shoreham Hotel Washington, April 
30-May 2, theme being ‘ ‘Keeping Pace 
with the Changing Times.” William P. 
Lynch, CLU, second vice _ president, 
Prudential, presided at the Fellowship 
luncheon, speaker of which was Dr, 
Gabriel Hauge, administrative assistant 
to President Eisenhower on economics. 
Topics at the Conference included the 
home office sets the pace, making life 
insurance easier to buy, making life in- 
surance easier to sell, keeping pace with 


terminology, keeping pace with com- 

munications, The meeting concluded 

with a talk by Charles J. Zimmerman 
; 


on “Change of Pace.’ 

Al B. Richardson, president of Life 
Insurance Advertisers Association, was 
chairman of the * ‘making life insurance 
easier to buy” symposium. Speakers in 
that forum were Donald F. Barnes, 
Institute of Life Insurance; Henry M. 
Kennedy, Prudential; John L. Lobinger, 
Jr., Agency ee Association; 
Joseph M. Locke, CLU, Gulf Life; and 
C. Newell Welch, Jr., 3altimore Life. 





“would compete quite energetically to 
qualify for the program, but, having 
succeeded, their advertising plans were 
budgeted to the home office $10 per man 
offering, and usually did not include any 
contribution on their part.” 

This year, he said, the company will 
spend about $6,000 on cooper rative adver- 
tising. “Based on past experience, our 
districts will probably spend about 
$1,500.” 

He concluded that despite the lack of 
emphasis on the word “cooperative,” the 
company feels the program is worth 
while. He said it has been well received 
by the field forces. 

In both the Salute Series and coopera- 
tive advertising program, the company 
proceeds on the premise that “it is not 
how much money you have, but how 
well you spend what you've got.” 

Secondly, he continued, “we realize 
that as a company we are no stronger 
than the individuals who represent. us. 
It is important that the individual agent 
be known and well thought of in his 
community. Hence, our advertising is 
geared to this end.” 





Equitable’s Ordinary Sales 
Reach a Record Level 


Sales of paid Ordinary life insurance 
reached a record level in the first quar- 
ter of 1956, it was announced by Charles 
W. Dow, president of Equitable Life 
Assurance Society. New paid business 
in the first three months of the current 
year amounted to $378,339,000, a sales 
gain of 128% over the like period of 
1955. 

Every month registered a sales gain. 
New paid business was up 128% in 
January, 19% in February and 7.9% 
in March. The number of policies also 
climbed to record levels. In the first 
three months of this year, 51,695 Ordi- 
nary policies were issued by Equitable, 
a gain of 8% over last year’s first 
quarter. 





Great-West Announces 


Two Group Promotions 


Great - West Life has announced two 
new appointments in its Group insurance 
division. H. M. Porter, formerly man- 
ager, Group underwriters, has been pro- 
moted to manager, Group administration, 
and R. E. Galloway has been named 
manager, Group underwriting. ; 

Mr. Porter, a 1933 Arts graduate 0! 
the University of Saskatchewan, joined 
Great - West in 1941. In his new capac 
he will assume broader responsibiliti es 
in the company’s Group operations. 

Mr. Galloway thas been with the com- 





pany since he graduated in Commerce 
from the University of Manitoba in 
1950. 
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Equitable’s Management Program 


\ new concept in managerial develop- 
ment was recently initiated by Equitable 
Life Assurance Society at three key cen- 
ters in» its northeastern department, ac- 
cording to Second Vice President Clar- 
ence C. Metzger, CLU. “This is more 
than a training course,” said Mr. Metz- 
correlated management 
involving line 


ger. “It is a 
development _ procedure 
officer supervision and direction, as well 
as integration with technical training 
supplied by the mani igement section of 
our training division.” 

The new program consists of a series 
of regional conferences in which agency 
and unit managers meet in small groups 
to cover the philosophy and technique 
of various phases of their jobs in a per- 
sonalized and specific manner, and with 
future objectives well in view. These 
conferences will examine such segments 
of the managerial problem as training, 
recruiting, supervision, leadership and 
business management. “We propose to 
cover only one segment at a time,” said 
Mr. Metzger, “each in a conference held 
in key areas. The segments will be 
scheduled by field vice presidents who 
will take an important part in such 
meetings.” : 

The first of these conferences—or seg- 
ments—was held early in March at 
Andover, Mass., followed by similar ones 
in Hartford and Syracuse. Each made 
more concrete the standard training pro- 
eram for new salesmen, including mate- 
rials not heretofore available to them; 
organized sales p'ans which are proving 
successful in current use in the company, 
ond detniled treatment of a complete 
on-the-iob training program through 
joint efforts with the unit sales manager. 
sesamiae Field Vice President — 


B. B. Dunn Memed Gasuet 
Agent by Washington Nat’ 


Bernard B, Dunn has been appointed 
Washington National general agent in 
Roanoke, Va., according to an announce- 
ment made by P. W. Watt, company 
president. Mr. Dunn enters the agency 
management field with a strong back- 
ground in supervision and selling. 

After =i night from Roanoke Na- 
tica-1 Business Co lege in 1940, he en- 
joved several years of experience in the 
fields of accounting and investment sell- 
ing. During the past five years in the 
life insurance profession, he has been 
associated with Metropolitan Life and, 
from 1954 to 1956, with Lincoln National 
Life as an agency supervisor. . 

Having completed the first year of 
the Life Underwriters Training Course, 
Mr. Dunn is now currently studying 
Part II of that course in addition tc 
the advanced insurance methods  af- 
forded by the Chartered Life Under- 
writer training program. 





COLONIAL BRANCH MOVES 

The Paterson, N. J. branch office of 
Colonial Life moved to larger and more 
modern offices at 2606 Broadway, Fair- 
Lawn, it was announced by Philip Cross, 
branch manager. For the past 11 years, 
the branch office has been located at 
152 Market Street, Paterson. 





UNIVERSAL L. & A. RECORD 
The field force of Universal Life and 
cident, Dallas, during the past four 
weeks produced the record volume of 
insurance. This pro- 
duction was in honor of the birthdav of 
Harry Brodnax, president of the Uni- 
versal. 


A 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
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M. Thykeson helped plan and launch the 
initial meetings. 

Mr. Metzger explained that when all 
segments are completed, they will give 
manager and salesman the benefits of 
continuous training and _— supervision 
based on latest methods and _ practices. 
Individual guidance will be stressed. 

“One of the features of our program 
takes account of local needs,” the Equit- 
able official added. “It is intended to give 
our men specific, long-range plans tail- 
ored especially for the locale and the 
individual. With these the manager can 
follow up techniques acquired in our 
segment seminars.” He pointed out that 
long-range plans are completed in detail 
following each seminar, and are then 
submitted to field vice presidents for 
review and approval. 

Mr. Metzger said that all industry— 
not just insurance—has come to see the 
value of a continuous training program 
on the management level. The Equi- 
table’s new program, he concluded, has 
been formulated to meet this demand. 

The next segment discussion—also on 
training—will be held May 14, 15, and 


16 at Pocono Manor, Pa., for agencies 
in the Syracuse and Rochester, N. Y., 
areas, 
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New Equitable Unit Mgrs. 
The Equitable Society has named six 
new unit managers. The appointees, 
their headquarters and agencies to 
which the units belong, are these: 
Daniel B. Engels, Rochester, Minn. 
(C. W. Streeter, St. Paul); Laurence 
A. Godden, Gowanda, N. Y. (K. J. 
Peterson, Buffalo); ee G. Grant, 
Owosso, ere (M. J. Beckers, Flint); 
William A. Guappone, Cincinnati (R. C 
Hageman, Cincinnati); George B. Has- 
sett, Detroit (C. G. Eklund, Detroit), 
and J. Lester Shaffer, Phoenix (D. O. 
Roe, Phoenix). 


PROMOTE HOMER D. WOODARD 

Homer D. Woodard, agent for Occi- 
dental Life of California since 1953, has 
been named assistant brokerage manager 
of the company’s San Francisco branch 
office. 








America’s Informal Business Cayntol 


The Greenbrier’s new West Wing offers groups up to 
1000 the finest and most modern meeting facilities 


to be found. 





The auditorium, the theatre, and various-sized 
smaller meeting rooms provide complete privacy and 
air-conditioned comfort for all types of functions. 
The latest P.A. systems, stage and movie equipment 


(including a CinemaScope screen in the theatre) are 
available. Attentive service is, of course, axiomatic 
at America’s leading resort hotel—The Greenbrier. 







For complete information, address: 


DIRECTOR OF SALES 


eo 





WHITE SULPHUR SPRINGS, 
WEST VIRGINIA 


New York, 17 E. 45th Street, MU 2-4300 


Boston, 73 Tremont Street, LA 3-4497 


Or inquire of Greenbrier offices in: 





Chicago, 77 West Washington Street, RA 6-0625 
Washington, D. C., Investment Bldg., 
Toronto, 80 Richmond Street, West, EM 3-2693 


RE 7-2642 


Dr. B. C. Willis Chairman of 


Family Finance Committee 

Dr. Benjamin C. Willis, 
intendent of schools in Chicago, has been 
elected chairman of the National Com- 
mittee for Education in Family 
He succeeds Dr. Herold C. 
served as a chairman 
mittee’s inception in 1947 and who was 
recently named Under Secretary of 
Health, Education and Welfare by Presi- 
dent Eisenhower. Dr, 
a member of the Committee. 
members have been elected to the Com- 
mittee: 

Dr. Prudence 
Denver Public 
president of the 
vision and 


general super- 


Finance. 
Hunt, 
since the com- 


who 


Hunt will remain 


Four new 


Bostwick, supervisor of 
Schools and 


Association for 


first vice 
Super- 
Curriculum 
division of the National 
sociation, 

Dr. Davis W. president of the 
Collere of Life 
and former professor of 
Ohio State Unis 
versity. 


Development, a 
Education As- 


Gregg, 
American Underwriters 
insurance at 


rsity and Stanford Uni- 


Dr. Louis Ke'ler, state supervisor of 


Home Economics education, State of 


Iowa, and vice president, American Vo- 
cational Association 

Powell B. McHaney, 
eral American Life, St. Louis, Mo., and 
chairman, Board of Curators, University 
of Missouri. } 

The new committee yng po Dr. 
lis, helped to organize the 
mittee for Education in Family Finance 
nine years ago and has served as a 
committee member from that time. The 
objective of the National Committee for 
Education in Family Finance is to help 
school and college teachers introduce or 
improve instruction in the manaeement 
of personal and f: _ To this 
end the committ< number 
of summer malhaieen for teachers at 
universities throughout the United 
States, made possible by grants to the 
universities by the Institute of Life In- 
surance. 


president of Gen- 


Wil- 


National Com- 


finances. 


sponsors a 


Lions Club Meeting 

The Lions Club of Verona, N. J., held 
a luncheon meeting recently at the new 
home office building of Bankers National 
Life. The invitation was extended to the 
Lions Club by President Ralph R 
Lounsbury. Over 25 members of the club 
attended and toured the new modern 
building that was completed a little over 
one year ago. Immediately after the 
tour the members of the club met in a 
section of the company’s cafeteria for 
lunch. 


BANKERS OF IOWA SCHOOL 

Twenty-nine salesmen from 20 agen 
cies of Bankers Life of Des Moines at 
tended a home office sales training schoo 
April 23-28. The school is the first 
in a regular series of three under the 
direction of Roy A. Frowick, director 
of training schools. 
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ADVERTISING BY AGENTS 


It is not uncommon when insurance 


problems are “aired” by speakers at 
conventions for producers to cite short- 
coming of their companies, and for com 
panies to allege what may be wrong with 
agents and brokers. But it is relatively 
unusual for an agent politely, but defi- 
producers 


nitely, to censure his fellow 


while simultaneously commending com 
panies. This did happen last week when 
John C. Stott, 
National 


Agents and now chairman of the NATA 


past president of the 


Association of Insurance 
public relations committee, presented his 
to the national board of state di- 
Hartford. While he 


that many insurance companies still have 


report 
rectors at stated 
ample opportunity to improve their na- 
tional advertising programs, he also com- 
mended highly many companies for their 
expanded programs, and then stated that 
agents must keep pace in their own 
communities with these programs if they 
are to meet the direct-writer threat. 
Mr. Stott has been a close 


relations for 


student of 


public many years. Hence 


his statements are well considered. He 
told the Hartford convention that agent 


members of local and state associations 


are not using sufficiently the tools, at 


little or no cost to them, that are right 


now available for them in meeting cut- 
rate competition. He named several com- 


panies offering advertising material to 
local boards, without company identifica- 
tion, and yet only 78 local boards out of 
a total some 1,200 took advantage of 
one offer; even though this program of 
advertising definitely set the independent 
local agent apart from the direct writer. 

In coordinating an effective program 
for industry advertising, with agents par- 
Stott said: 


We believe it would be an ideal situa- 


ticipating fully, Mr. 


tion if our companies would continue to 
increase their national advertising, and 
that those companies which are not now 
national advertising will initiate 
a program. We believe that all of the 
advertising should indicate the superior 
service of the independent local insur- 
agent. We further, that 
national continues to 


doing 


ance believe, 


as this program 


be increasingly effective, the local agents 


1907, at the post office of New York City under act of 





of this country and their associations 
should prepare tie-in advertising at the 
local level all to the end that a united 
front may be presented to the insurance- 
buying public of the United States. 

Bruce W. Eaken, (Seweli iid Ohio at- 
torney, has been elected a director of the 
Security of New Haven. Mr. Eaken is 
a member of the firm of Jones, Day, 
Cockley & Reavis, attorneys. He is a 
director and general counsel of the Ohio 
Match Co. and director and secretary 
of the Sterling Manufacturing Co, of 
Cleveland. A graduate of Dartmouth 
College, Mr. Eaken received his law de- 
gree at Western Reserve University Law 
School, 

x oe x 

Peter Van Cleave, executive assistant 
with the Kemper Insurance companies, 
has been named to the World Trade 
committee of the Chicago Association 
of Commerce and Industry. He is a 
junior executive and member of the 
Junior board of Lumbermens Mutual 
Casualty Co. and American Motorists 
Insurance Co. and also is a member of 


the Chicago Council on Foreign Rela- 
tions. When James S. Kemper was 
Ambassador to Brazil, Mr. Van Cleave 


was his administrative assistant. 
* 

Dudley F. Gilberson, Gilberson Insur- 
ance Agency, Alton, IIl., has been ap- 
pointed chairman of the Alton-Wood 
River Community Chest Fund Drive for 
1956. There are ten member agencies 
of this organization. Last year over 
$230,000 was raised. It is estimated that 
they will set a goal of approximately 
10% larger for this year. 

* o* Ok 


Malvern Marks, general »gent in Fort 


Worth for Indianapolis Life has been 
elected president of the Fort Worth 
Civic Music Association for the 20th 


year. The organization sponsors ap- 
pearances of top opera and other musi- 
cal stars in Fort Worth. 

* * * 

Edward M. Karrmann, treasurer 
American United Life, Indianapolis, will 
preside at a session on management 
planning and control at the 1956 Mid- 
Western Regional Conference of the 
Controllers Institute of America. The 
meeting will be held May 20-22 in the 
Hotel Biltmore, Dayton. 

* * * 

H. Ladd Plumley, president of State 
Mutual Life, has been elected to the 
board of directors of the Chamber of 
Commerce of the United States in 
Washington, D. C. for a two-vear term. 
A former president of the Worcester 
(Mass.) Chamber of Commerce, he will 
represent the New England district. 


Fabian Bachrach 
LLOYD JONES 


H. Lloyd Jones, chairman of the 
Phoenix of London Group of insurance 
companies, has been unanimously 
elected Deputy Grand Master of the 
New York State Masons. A Mason for 
many years, he is a member of Grama- 
ton Lodge 927, Bronxville, N. Y., was 
former District Deputy and Senior 
Grand Deacon. He has been president 
of the Foundation for Medical Research 
and Human Welfare since 1954 and is in 
charge of plans for the new Masonic 
Medical Research Center for Geron- 
tology, now under construction in Utica, 


N. 





SPIEGELBERG 


WILLIAM H. 


William H. Spiegelberg, vice president 
of the Jos. M. Byrne Co. of Newark 
and Jersey City, celebrated his 50th 
anniversary with the company on May 1 
Mr. Spiegelberg began his long asso- 
ciation with the Jos. M. Byrne Co. on 
May 1, 1906. He presently is in charge 
of the Jersey City office at 15 Exchange 
Place. Some of the many posts Mr. 
Spiegelberg has held over the years are: 
state national director of the New Jer- 
sey Association of Insurance Agents, 
president and secret: iry-treasurer of the 
Underwriters Association of Hudson 
County, member of the executive board 
of the state association. Mr. Spiegelberg, 
an ardent golfer, holds memberships in 
several clubs and is a member of many 
organizations. 
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Fabian Bachrach 


ROBERT L. HOGG 


Robert L. Hogg, vice chairman, Equi- 
table Life has been 
elected chairman of Chamber of Com- 
merce of State of New York committee 
succeeding Mortimer E. 
Sprague, vice president, The Home. He 
is also chairman of the Joint Federal 
Income Taxation of Life Insurance Com- 
panies committee, Life Insurance Asso- 
ciation of America and American Life 
Convention. Elected to three-year terms 
on the New York Chamber’s insurance 
committee were Arthur F. Lafrentz, 
chairman, American Surety; Charles G. 
Dougherty, vice president, Insurance- 
Relations, Metropolitan Life, and Clar- 
ence Axman, editor. The Eastern 
Underwriter. Other members of the 
Chamber’s insurance committee are Les- 
ter D. Egbert, president, Brown, Crosby 
& Co., Inc.; D. Farley Cox, Jr., board 
chairman, Appleton & Cox, Ine., and 
Carl EE: McDowell, executive vice presi- 
dent, New York Board of Underwriters. 


of * * 


Assurance Society, 


on insurance, 


Hubert F. Ledford, president of State 
Capital Life, Raleigh, N.C., has been 
made a member of the National Plan- 
ning Association which operates through 
standing committees of leaders in busi- 
ness, agricultural, labor and the pro- 
fessions in the interests of the economy. 


% * * 


Robert T. Evans, executive director, 
Blue Cross Plan for Hospital Care, Chi- 
has been elected chairman of the 
Blue Cross Commission of the American 
Hospital Association. Charles Garside, 
president of Associated Hospital Service 
of New York, has been elected vice 
chairman of the Commission. 


Cago, 


J. a 


A. J. Blond, Lincoln National Life, 
Chicago, has been elected to the board 
of trustees of the Chicago Sinai Con- 
gregation and was appointed to the exec- 
utive board of the National pie sera 
of Temple Brotherhoods. This federati 
sponsors the Jewish Chatauqua Societ y, 
which provides educational services to 
over 900 colleges throughout the U. 5. 
and Canada. 


* * * 


Robert B. Moran, was elected presi- 
dent of Federal Fire of Canada. He is 
president of Shaw & Begg Ltd., and di- 
rector of Wellington Fire Insurance Co. 
as well as of Consolidated Fire & 
Casualty. 
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Harry Barsantee Honored by Air 
Force for Bravery in 1955 Flood 
Harry Barsantee, manager of the pub- 

lic information and advertising depart- 

ment of the Travelers, who holds the 
rank of lieutenant colonel in the Volun- 
teer Air Reserve, was honored by the 


United States Air Force last evening 
(May 3) when he was awarded its 
Commendation Ribbon for his heroic 


rescue of six people from the Farming- 
ton (Conn.) River during the disastrous 
flood last August in New England. The 
presentation to Colonel Barsantee was 
made by General Roger J. Browne, com- 
mander, First Air Force, at a citation 
dinner in the State Armory, Hartford. 

A veteran of World War II during 
which he served on the headquarters 
staff, Army Air Forces, as chief of field 
services, Office of Flying Safety, Mr. 
Barsantee was separated from active 
service as a lieutenant colonel. 

The Hartford Courant of April 25 told 
the story of his bravery last August. It 
was during the early hours of the morn- 
ing of August 19 at the height of the 
flood that two men came to Colonel 
Barsantee’s home. They advised him that 
a family of five elderly persons and a 
teen-age girl were trapped in the second 
floor of their near-by home and were 
screaming for help. The endangered 
group included John Ryan and his two 
sisters, the Misses Bessie and Mary 
Ryan; Mr. and Mrs. Fred W. Beach 
and a granddaughter of the Ryans. 

According to the Hartford Courant, 
Colonel Barsantee immediately set out 
in his 12 foot, 60 pound plywood boat 
with an old two horsepower outboard 
motor to rescue these people. At the 
time the Farmington River, a raging 
torrent of water 60 feet in depth, had 
washed out all of the nearby bridges 
and a dozen homes near the Ryans’ 
home. Because of his small low-powered 
boat, Colonel Barsantee had to make six 
separate trips, taking to safety one per- 
son at a time. The operation took nearly 
two hours. 

The rescue work was performed under 
extremely difficult circumstances. At 
least five people had perished at this 
point of the river, and all during Mr. 
Barsantee’s trips back and forth, houses, 
oil drums, uprooted trees and debris were 
hurtling past, endangering his life. Eye 
Witnesses spoke of his feat as “a truly 
great example of individual bravery.” 

Colonel Barsantee marked his 20th 
anniversary with the Travelers last 
month. He was appointed to his present 
post in January, 1953, upon the retire- 
ment of C. W. Van Beynum. 

eS te 


General Contract Corporation 


General Contract Corporation of St. 
Louis owns eight banks, Washington 
Fire and Marine Insurance Co. and Se- 
curities Investment Co. It also owns a 
‘0% interest in both the Midwestern 
Fire and Marine Insurance Co. and In- 
surance Co. of St. Louis. Its president 
‘s Arthur Blumeyer. 





















The “Oil Bank” 
Three insurance men are on the board 
of the Republic National Bank of Dallas, 


president of which is Fred F. Florence. 
They are John W. Carpenter, chairman, 
Southland Life of Dallas; Hamlett 
Harrison, executive vice president, Trin- 
ity Universal Insurance Co.; and Homer 
R. Mitchell, chairman, Texas Employers 
Insurance Association. 

This bank was one of the first in the 
nation to make oil and gas production 
loans. It has its own staff of experi- 
enced petroleum bankers and engineers. 
Its production loans have helped add 
millions of barrels to the nation’s oil 
reserves. The institution has often been 
called “the oil bank.” It also calls it- 
self a “bankers bank,” with more than 
1,000 banks having $228,000,000 on de- 
posit in Dallas. Republic National had 
assets of $865,369,000 at the end of 1955 
and deposits of $759,000,000. 

President Fred F. Florence has on 
several occasions helped insurance com- 
panies collect a long list of guests to 
attend a dinner of Who’s Who Dallas 
people which the company has given 
after entering Texas. 

* oe 


Lloyd’s Assn. Elections 


At the annual meeting of Lloyd’s In- 
surance Brokers Association, J]. G. East 
was elected chairman of the association 
and of the marine section. E. F. Charles- 
worth becomes chairman of the non- 
marine section. D. R. Flint and J. Gibb 
were elected deputy chairmen of the ma- 
rine and non-marine sections respec- 
tively, 

k ok Ok 


Insurance Accounting and Statistical 
Convention 


Insurance Accounting and Statistical 
Association will hold its 34th interna- 
tional conference at the Hotel New 
Yorker May 21-23. All divisions of in- 
surance will be represented. Chairmen 
and co-chairmen of the fire and casualty 
program will be these: 

Management reports, large companies: 
William R. Phelan, U. S. F & G., and 
Robert Clinton, American Mutual Lia- 
bility. 

Investment accounting by punched 
cards: Owen A. Higgott, Public Service 
Mutual Insurance Co. and Lester Greg- 
ory, Employers Mutual Casualty. 

Premium taxes, licenses and fees: 
Duncan L. Campbell, Pennsylvania Lum- 
bermens Mutual, and Chester T. Martin, 
Grain Dealers Mutual. 

3ranch office premium accounting sys- 
tems in medium sized companies: W. L. 
Wheeler, Donald J. Grainger, Central 
Mutual. 

Punched cards and drafts: 
Smith and J. Nicholas 
Mutual. 


Work measurement: R. E. Anderson, 
Aetna Insurance Co.; C. A. Marquardt, 


Keith H. 


3urns, Liberty 





Life Affiliated Cos. 

Claim statistics: Nicholas Gannam, All- 
state; W. D. Conkley, Fire Association. 

Multiple Peril Policies - Statistics. Ac- 
counting loss experience: L. H. Longley- 
Cook, Insurance Co. of N.A.; E. D. 
Clancy, Liberty Mutual; Wallace Damon, 
Jr., Atlantic Mutual; Roy McCullough, 
Multiple Peril Insurance Rating Organ- 
ization. 

Agents contingent commission—deter- 
mination and accounting: N. C. Norell, 
Anchor Casualty; Kellum Johnson, Gulf 
Insurance Co.; Robert M._ Kelliher, 
Farmers Mutual Automobile. 

Installment payment of premiums: [. 
J. Maundrell, Manufacturers & Mer- 
chants, Indemnity; George L. Reichert, 
State Automobile Mutual. 

Tabulating equipment utilization: D. 
R. Clark, American Manufacturers Mu- 
tual; Walter W. White, Rural Jnsur- 
ance Companies. 

Loss reserves: William J. Ryan, New 
York Mutual Casualty; Joe Linder of 
Wolfe, Corcoran & Linder. 

3udgets: S. G. Tattersall, Liberty 
Mutual; W. H. Hoch, Nationwide. 

Preparation and Problems of annual 
statement and expense exhibit: Luther 
Hansell, Prudential of Great Britain; 
John W. Rindlaub, American Re-Insur- 
ance Co. 

Management charts: Robert L. Hurley, 
Liberty Mutual; Charles A. Dineen, 
Royal - Liverpool. 

Accountants and satistical part of man- 
agement: R. J. Marshall, Beacon Mu- 
tual; Dr. A. H. Malo, Lumbermens 
Mutual Casualty; Dr. William E. Brown, 
Williams, Lynne and Williams; Jack 
T. Rosebrough, Farm Mutual Bureau. 

Document writing: Harry C. Andrews, 
H. Ross Maxwell, Detroit Automobile 
Inter-Insurance Exchange. 

Policy form control: C. G. 
Feen, National Surety; John 
American Surety. 


Vander- 
Barrows, 


Lightning Rods 


Jenjamin Franklin 204 years ago dis- 
covered the theory of lightning. His 
famous Sentry Box Experiment in which 
he produced static sparks from an 
erected iron rod has come down to us 
as an adventure in science which has 
finally developed into an international 
industry. Although not an engineer, 
Franklin earried on a great deal of cor- 
respondence with early scientists, physi- 
cists, and learned men in England and 
on the continent of Europe. Many were 
seriously hurt or killed trying variations 
of his first crude findings. However, the 


spark that was Franklin in science, 
statesmanship and ventures in other 
fields glowed for many years and at 


times all but burned out after his death. 

It was not until early in the present 
century when losses from lightning be- 
came so great that men of science and 
vision once more turned to the theories 
of Franklin and took up where he 
left off. 

Pioneering men like West Dodd, 
thought by many to be the father of 
our present lightning rod industry, de- 
veloped the copper lightning rod so that 
its use began to make a dent in the huge 
iosses of life and property. Dodd intro- 
duced the so-called static machine for 
demonstration of lightning rod efficiency 
to potential customers. As a zealot in 
promotion, he was without a peer and 
doubtless advanced the idea tremen- 
dously. 

Others entered the field of manufac- 
ture. In fact, at one time there were 
probably 20 times as many manufac- 
turers as there are today. It became a 
free for all to exploit, to sell, to pro- 
mote. Rascals descending upon the gul- 
lible public, realizing they were dealing 
in something beyond the knowledge of 
the average man, preyed upon the un- 
suspecting. 

The day of reckoning was on the way. 
suildings with poorly installed inferior 
equipment were struck. Occupants with- 
in buildings were rudely shocked and 
even killed with the supposedly life- 























BARSANTEE 


HARRY 


saving lightning rods over their heads. 
The fast working, sometimes actually 
thieving horde who traveled far and 
wide, leaving a train of notes given in 
payment upon which they had forged 
higher face values, folded their tents 
and moved on and on until the law 
or the lack of suckers caught up with 
them. 

It is generally recognized that the 
Underwriters Laboratories and their field 
organization put lightning rods back 
into high gear. Their testing laboratory, 
their wide knowledge of electrical sci- 
ence, the hazards involved and _ their 
ability to subject equipment to test from 
an electrical and mechanical standpoint 
has brought order from the former 
chaos. The opportunity their field force 
has to gather data and to supervise and 
inspect systems after erection, resulted 
in the public’s acceptance of lightning 
rods as a 99% plus factor in protecting 
life and property. 

Less than 20 manufacturers subscribe 
to the Underwriters code for the man- 
ufacture and installation of master label 
lightning rods. These producers of equip- 
ment make first class lightning rods— 
or else! They are called upon by field 
inspectors without notice and must pro- 
duce standard equipment for comparison 
wiih original units submitted. The field 
inspector travels the country over check- 
ing a certain percentage of each deal- 
er’s installations. Where or when he 
will appear no one knows. 

Interesting booklets on the subject 
of lightning rods are available from the 
United Lightning Protection Association, 
404 Jefferson Building, Syracuse, New 
York. 

x * * 


Speed Double Talk 


Nearly all of the auto manufacturers 
are playing up “power” in their large ad- 
vertisements, but in the opinion of auto- 
mobile underwriters what they really 
have in mind is speed. One such ad 
shows a car flying over the roadway, 
caption being, “Let Them See Your 
Dust.” An ad of a few days ago started: 

“If you're winter-weary—touched by 


the spring fever—or simply bored by 
your present car—here’s the tonic to 
cure your condition: Come sit behind 


the wheel of a brand new... , and let 
your foot lean lightly on the gas pedal. 
Jet-quick take-off will put you well on 
the road to recovery. And your 
pulse will really rev up when that pedal 
goes down to switch the pitch for an 
instantaneous burst of safety-purge pass- 
ing power.” 

Accelerated speed is needed to do 
“passing.” Most of the ads simultane- 
ously play up safety gadgets, the prin- 
cipal one being to be strapped in a car. 
This safety device has cut down on in- 
juries. The gadget adds about $20 to the 
price of the car. 
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N.Y. Branch’s 25th Anniversary 


Hundreds Attend American 


Insurance Group Event at 


104 John Street; Careers of Manager Eugene C. 
Richard and Associates 


More than 900 persons affiliated with 


the insurance business of the metropolis 


and its environ gathered at the New 
York office of American Insurance 
Group of Newark, 104 John Street, Tues- 
day to pay their respects to the group 
and its New York = office manager, 


Kugene C. Richard. 

The occasion was an anniversary. It 
was on May 1, 1931, that the American 
Insurance Co. now 110 years old, 
opened its New York office, the late 
Charles EE. Wickham being appointed 
manager. At the time the American In- 
surance Co. wrote only fire, inland ma 
rine and automobile fire and theft. At 


the present time it is a multiple line 
office and one of the best known on 
the street. When the = office opened 
there were 18 employes; now there are 
2) 

The territory of the office includes 
New York metropolitan, Brooklyn, Sta 
ten Island, and the suburban territory 


which takes in Queens, Nassau, Suffolk, 
Putnam, Westchester and Rockland 
counties. 

Most of those at the anniversary af- 
fair were brokers and agents. A delega- 
tion from the head office in Newark in- 
cluded President Bruno C. Vitt and 
other executive officers 


Career of Manager Richard 


Mr. Richard, in the insurance field for 
15 years, has lived in New York since 
boyhood. His father was a builder of 
some of the city’s most noted structures, 
the architect of which was the famous 
Stanford White, a great artistic genius. 
\fter attending public school here, Mr. 
Richard started work for the Common 
wealth Insurance Co. shortly after it 
was bought by North British & Mercan- 
tile. His duties were in the metropolitan 
department of Commonwealth, president 
of which then was Ellis G. Richards, 
U. S. manager of North British & Mer- 
cantile and one of the most amiable, 
helpful persons with whom a young man 
could be associated. ; 

Mr. Richard was head counterman for 
Greater New York business at North 
British when he joined World War | 
and went to France with the 105th Field 


\rtillery attached to 27th National 
Guard division. Overseas he was in 
\rgonne and St. Mihiel engagements 


and when discharged was a private, first 
class. 

Returning to N. B. & M. he remained 
until 1925 when he went with Charles 
IX. Wickham agency as office 
and in charge of underwriting and pro 
duction. He then established the metro 
politan office of the Potomac Insurance 
Co., a very old company and a running 
mate of General Accident. Resigning 
from the Potomac he went into partner 
ship with Arch Whelpley, the business 


being known as E. C. Richard & Co., 
Inc. The agency wrote all lines except 
life. 

\fter five years in that connection 
Mr. Richard: joined American Insurance 
Co. as manager of its Greater New 
York metropolitan office. He is vice 


chairman, board of directors, New York 
Board of Fire Underwriters, and has 
been nominated as vice president of the 


board. The annual election will be later 
this month. Mr. Richard was for some 
vears chairman of the board’s commit- 








manager 


Handy & Boesser 


EUGENE C. RICHARD 
tee on electricity. With the old New 
York Fire Insurance Exchange he was 
on the executive and arbitration com- 
mittees. One of the organizers of In- 


1081, American Legion, he 
was the second man to be elected its 
commander. Mrs. Richard was the for- 
mer Josephine Roberts. For a time she 
was in the world of the ballet, one of 
\merica’s most talented dancers. 
\ssistant Manager Kenneth V. Crow- 
ther, who has held that post since 
May 1, 1947, is a native of Gardner, 


(Continued on 


surance Post 
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Reporting Form 
Service Office Meets 


MILLER COMMENDS PROGRESS 


Reviewing Mercantile Block Form; Mc- 
Carl Reports on Fire Premiums 
for One and Five Years 


Reporting Service Office 
held its annual meeting April 25 in New 
York with Chairman Harry W. Miller of 
the governing committee 


The Form 


reporting on 
successful progress made since the office 
came into being last July through mer- 
ger of the then two existing advisory 
service organizations. 

“The revisions to our rating plan, 
which carried with it a solution to the 
vexing term problem, now give us one 
which we believe is sound and will stand 
up competitively,’ Mr. Miller © said. 
“Many other subjects acted upon, pre- 
viously delayed by constant passing back 
and forth between two offices, have been 
dispatched quickly by single committee 
decision. To further promote prompt 
action the governing committee has au- 
thorized the forms and proce- 
dures committee to act conclusively on 
changes which do not involve new or 
changed principle. 

“Making the facilities of this organi- 
zation availab'e to its companies for the 
handling of the mercantile block busi- 
ness was a natural sequence of a basic 
Page 32) 


rules, 


(Continued on 


TWO INSURERS PLAN MERGER 
Eureka-Security and Monarch Fire of 
Pearl Group Will Becom2 Monarch 
Insurance Co. of Ohio 
\. L. Gallagher, United States man- 
ager of the Pearl Assurance Co. and 
president of the Eureka-Security Fire & 
Marine and the Monarch Fire Co., 
announces that he anticipates that the 
directors of the Eureka-Security and the 
Monarch will recommend to the stock- 
holders a merger of the latter two com- 

panies to be effective carly in July. 

The Eureka-Security and the Monarch 
are almost entirely owned by the Pearl 
Assurance and the continuing company 
will be known as the Monarch Insur- 
ance Co. of Ohio. 

Using December 31, 1955 figures, the 
merged company would have assets of 
approximately $24,000,000 and a_policy- 
holders’ surplus of approximately $9,- 
500,000. The present agency representa- 
tion will be continued for both compa- 
nies under the new name. 





——— 
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The Phoenix Ins. Co. 

| The Connecticut Fire Ins. Co. 
Equitable Fire & Marine Ins. Co. 
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Reliance Ins. Co. of Canada 
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ise. H. Duxbury Dies; 
North British Manager 


RETIRED AT CLOSE OF 1951 


Was President of EUA and National 
Auto Underwriters Assn.; Public Re- 
lations Chm. of National Board 


George H. Duxbury, for many years 
prominent in the fire insurance field and 


United States manager of the North 
British Group from January, 1946, to 
December, 1951, died from a_ stroke 


April 27 at Harkness Pavilion in New 
York City. He was 62 years of age and 
had retired in 1951 because of ill health. 





GEORGE 


H. DUXBURY 


Funeral services were held Monday eve- 
ning in Ridgewood, N. J., with interment 
Tuesday at Cedar Lawn Cemetery, Pat- 
erson, N. J. 

Mr. Duxbury joined the North British 
Group on July 1, 1911, and in 1951 was 
guest of honor at a testimonial dinner 
at the Hotel Pierre, New York, tendered 
by his associates and staff to mark his 
40th service anniversary. 

During World War I Mr. 
served overseas in the U. S. Marine 
Corps. After returning to the North 
British he advanced through various 
positions in the field and home office. 
In November, 1937, he was appointed 
assistant U. S. manager. 

During his insurance career Mr. Dux- 
bury served on various committees of the 
National Board of Fire Underwriters, 
National Automobile Underwriters’ As- 
sociation, Factory Insurance Association, 
Interstate Underwriters Board, and the 


Duxbury 


Aero Insurance Underwriters. He was 
president of the National Automobil 
Underwriters’ Association two terms, 


1943 and 1944; vice president of Eastern 


Underwriters Association in 1946 and 
1947, and president in 1948 and 1949 
He also served as a director of the 
General Adjustment Bureau, and 


chairman of the public relations commit 
tee of the National Board. He was an 
efficient leeder and contributed in many 
wavs to the advancement of insurance 
during his vears with the North Britis! 

Mr. Duxbury was a member of th 
Bankers Club, Drug and Chemical Club, 
and the Down Town Club of Philade!- 
phia and the New York Ex-Fieldmens 
Society. 

Mr. Duxbury is survived by his widow, 


Esther Elizabeth, his daughter, Mr 
Hudson J. Wilson, Jr., and his son, 
George J. Duxbury. 

William L. Nolen. present U. S. mat 


ager of the North British & Mercantil 
and president of the Pennsylvania Fire. 
Commonwealth of New York, Homeland 
of America and Mercantile of America, 
succeeded Mr. Duxbury at the clos¢ 
of 1951. 
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Growth of American Insuranee Abroad 


By James O. NicHo ts 


President, American Foreign Insurance Association 


James O. Nichols, president of the 
ciation at New York, related the tremendous growth of 
in all parts of the world, cited some present problen 


American Foreign Insurance Asso- 
f American insurance 
is and pointed out to 


brokers and agents the excellent opportunities they have for rendering insur- 


ance service abroad to their clients, in 
Insurance Accountants Association in 
from his revealing address follow: 


abroad is handled 
groups—the 


American insurance 
primarily through 
American Foreign Insurance Association, 
composed of 24 leading stock fire, marine 
companies; and 
Underwrit- 


two 


and casualty insurance 
the American 
ers, acting as home foreign managers for 
14 American stock insurance companies. 


International 


The actual formation of AFIA took 
place on August 23, 1918. Twenty of 
\merica’s leading stock fire insurance 
companies formed an association and 
named it the American Foreign Insur- 
ance Association, the assets of which 


were mutually pledged in support of in- 
dividual undertakings. At that time, it 
stated that no greater fund of se- 
curity against fire and marine losses. ex- 


Was 


The assets 
That was 


isted anywhere in the world. 


at that time were $425 million. 


38 years ago. The assets of the 24 
member companies of the AFIA as of 


1955, were $4,606 million. 
Howard P. Moore, First Manager 
Howard P. Moore, 

official staff of the Home of New York 

first manager, and he 
with developing the fire 
the AFIA 


December 31, 
a member of the 


was the general 
was charged 
business of 
the That quite an 
and the scope was startling. The 
presidents of the forming 
\FIA realized that it was a stupendous 
undertaking to entrust to one man. No 
such cooperative organization had even 
been conceived. Their total assets were 
pledged to its success, and it was recog- 
nized that decades would be required for 
the permanent and successful establish- 
ment of operations all over the globe. 
joint management, 


and marine 


around world. was 
order 


companies 


The advantages of 
both in the maintenance of home office 
supervision and foreign branch staffing, 
were not overlooked. The economies 
from joint, as compared with duplicate, 
supervision through the vears have been 
many. The policy of the AFIA through 
the years has been a conservative and 
a cautious one. The plan through the 
vears has been to enter countries where 
we could remain permanently and do a 
profitable business. 

The presidents of our companies were 
‘onfident that such a policy would re- 
sult in a sound and durable development. 
They knew that they were going into 
unchartered territory and they probably 


realized that we would have to take 
some hard knocks along the way. How- 
ever, through the year our companies 


have found that cooperation in counsel, 
as well as in resources, was not only 
possible but of marked advantage. 


Burden of Government Deposits 


One of the most oppressive features 
of doing business abroad today is the 
considerable financial burden involved in 
making government deposits. There are 
few countries in the world which do 
not require deposits either of cash or of 
securities, and, as a rule, the securities 
their own 
the amounts 


are limited to those issued by 
In some cases, 


governments. 


a meeting of the 
Lengthy extracts 


a talk made before 
New York City. 


necessary to qualify are out of all pro- 
portion to the premiums available. 

The American insurance companies 
through the years have had to take some 
very substantial foreign exchange losses. 


We have had to deal with inflation and 
currency depreciation in many countries. 
The moving of surplus funds trom one 
country to another country where they 
mav be needed has been a headache. li 
hasn’t always been easy to convince 
governments that insurance is an in- 





NICHOLS 


JAMES O. 


ternational business, that the basis of a 
sound insurance operation is a_ wide 
spread of risks, and that it is in the in- 
terests of all insurers everywhere that 
insurance surplus funds should be per- 
mitted to move freely where needed. 

American insurance abroad has ex- 
panded thr ough the years. Today, the 
AFIA alone is operating in 1 63 countries 
with 82 branch offices in those countries 
In addition to these regular branches, we 
have in Germany 19 service offices which 
do nothing but handle motor car insur- 
ance for American military service per- 
sonnel. In Great Britain, Germany, Ja- 
pan, and in France, we operate under a 
general license as part of the economy 
of these countries, but we also operate 
under a special license for the handling 
of insurance requirements of American 
military personnel. 

Wherever our armed forces have gone, 
American insurance has __ followed. 


Motor car business has been unprofit- 


able, but it was a service which we 
felt the American insurance companies 
should offer to United States military 


personnel. 

The American insurance companies re- 
gard insurance as necessary to the 
health of every type of business and 

ceded wherever American enterprise is 
<Gubnsed The American companies 


with a distinguished record of service 
in the international insurance market 
are prepared to protect American and 
foreign interests in practically every 
country of the world. Their record for 
integrity and prompt payment of in- 





surance claims, their extensive organiza- 


tions, and their experience in handling 
insurance problems the world over 
clearly demonstrate ability to manage 


and brokers’ insurance accounts 


and satisfactorily. 


agents’ 

efficiently 
Brighter Horizons 

Leading economists and world finance 

experts unanimously believe that inter- 

national trade must be maintained at a 

high level in orJer to preserve a lasting 


peace. When the nations of the world 
have awakened to the realization that 
global harmony cannot endure unless 


economic and political interdependence 
is a reality, American business will need 
new markets- goods will be exchanged 
with nations which were previously un 
able to trade with us. American business 
can look forward with well founded con- 


fidence to brighter horizons 


America is a very large investor over 
seas. The latest figures I have, which 
were fig in the Internationa’ New 


ie ars Bulletin of August 26, 1955, gave 
U. S. private investments abroad as $26.0 
billion! In this connection I might also 
point out that, while America continues 
to increase her investments abroad, 
friends of other nations are also increis 
ing their investments in America. The 
total foreign holdings in our country 
today are stated as $33 billion. 

American insurance is concerned with 
the great investments which our Ameri- 
can commercial and industrial organiza 


tions have abroad. That is why AFIA 
maintains branch offices and agencies 
covering all countries with the excep 
tion of the Central America Republics 
and the islands of the West Indies 
where some of our member companies 
have operated on their own for many 
years before AFIA was formed. , 

Business written by American com 
panies is done through qualified agents 
and brokers, and policies can be issued 


in U.S. de flare or in any other currency 
designated by the insurer with limit: 
tions. The companies require that the 
premium be paid in the currency. in 
Which the policy is issued. The compa 
nies have worldwide banking connections 
and can promptly pay losses in almost 
every country in the world. Distance is 
no longer an obstacle to speedy com- 


munication. Cable and overseas tele 
phone communication is rapid today 
and, whenever the need arises, we can 


part of the 
time. 


easily contact any 
a reasonably short 


world in 


Opportunities for Producers 
Through the vears, American 
nies operating abroad have urged agents 
and brokers in America to investigate 
the advantages of insurance with Ameri 
can companies for — clients’ business 
in foreign lands. Through direct com 
munication and through advertisements 
in national and trade magazines, atten 
tion has been drawn to the services of 
fered to them and to their clients who 
are extending their busi: operations 
to foreign lands. 
It has been pointed out 
because 


compa 


ness 


to them that, 
insurance is a necessary protec- 
tion for every type of business wherever 
it is maintained, their clients’ opportuni- 
ties abroad are their opportunities, and 
that their clients will want to know 
about pea insurance abroad and 
how they can protect their foreign in- 
terests through insurance. Providing for 
proper insurance coverage in foreign 
countries many problems. There 
are many unexpected “angles” to con 
sider, and many facts of law of which 
their clients may not be aware. 

_ American insurance companies are 
faced with nationalism in its worst form 
in many countries. It stands in the way 


poses 


countries have 


of progress and some 
laws that dis- 


laws that keep us out, or 


criminate against the foreign insurer. 
In some countries, we are faced with 
tax laws that are discriminatory and 


foreign insurer. Several 
passed laws compelling 


unfair to the 
countries have 


their nationals to insure certain classes 
of business with national companies 
only. 

John T. Byrne, chairman of Talbot 


Bird & Co., has been outst: nding at In- 
ternational Marine Conferences in seek- 
ing international cooperation and he has 
urged the .support of the American 
Government in combatting the restric- 
(Continued on Page 30) 









Like a 
granite 





“Ironjaw” Harrigan is not an easy man 
to sell. But he’s a good listener to any one 
who speaks his language. I took the 
Pacific National Fieldman along because 
he knows almost as much about Harri- 
gan’s industry as Harrigan does himself. 
That did it. The old boy thawed percep- 
tibly, and even unlimbered his fountain 
pen! It's a good policy to have an ally like 
the Pacific National Special Agent, who 


really knows his stuff. 


AND IT’S A GOOD POLICY FOR AGENT, BROKER 
AND ASSURED THAT BEARS THIS SEAL 
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Among those who attended the 25th anniversary dinner of the Loss Executives 
Association in New York recently were (left to right) George Inselman, president 
of the Marine Office of America; George W. Lilly, executive vice president of the 
General Adjustment Bureau; J. Victor Herd, president of the America Fore Group 


and chief speaker at the dinner; J. Douglas Erskine, secretary of the American 





Insurance Association, and William Hill, retired secretary of the GAB. 
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Toronto Studying Move 


For Self-Insurance 
Other Canadian municipalities are 
watching closely a report that the board 
of control of Toronto is studying the 
possibility of the city acting as its own 
insurance unit. Authorities in Toronto 
are examining reports on all premiums 
paid and claims made to see if “self- 
insurance” could be established. 





Britt, Syracuse Manager, 
50 Years With the FIA 


F. P. Britt, field manager of the Syra- 
cuse, N. Y., office of the Factory Insur- 
ance Association, observed his 50th an 
niversary with the organization on 
May 1. His first job was exposing blue- 
prints to the sunlight in the plan de- 
partment of the Hartford office of the 
FIA. In the years that followed, Mr. 
Britt became draftsman, surveyor, in- 
spector, engineer, special agent and ul- 
timately field manager of the 
tion’s Syracuse office. 

Returning to the FIA after World 
War I, Mr. Britt was located in the 
\tlanta, Ga., office until 1926, at which 
time he was promoted to special agent 
and transferred to Syracuse. Later he 
was named field manager of the Syra- 
cuse office, supervising FIA activities in 
upper New York State. 

Mr. Britt is a member of the Pioneers’ 
Club, the association’s organization of 
employes who have been with the FIA 
25 years or more. He will be an hon- 
ored guest at the club’s annual meeting, 
May 8 at Wampanoag Country Club, in 
West Hartford, Conn. 


associa- 


N. Y. Bowling League Outing 
To Be Held Friday, May 18 


The 18th annual dinner and outing of 
the Insurance Bowling League of New 
York will be held at the Wayne Coun- 
try Club, Preakness, N. J. on Friday, 
May 18. Tickets may be obtained from 
any member of the league at $6.50 each. 

Stanley D, LeWand of the General 
Reinsurance Corp. is chairman of the 
affair, assisted by Messrs. Stramiello 
= Demko of the Northern Insurance 

‘o. of N. Y. and Messrs. Rehanek and 
ahaen of the General Re. Corp. 

The Commercial Union-Ocean Acci- 
dent representatives have annexed the 
championship and will be presented with 
the William <A. Riordan Memorial 
Trophy, which has been donated to the 
league by Harry W. Miller. 


Allstate Appointments 


Allstate Insurance Co. has appointed 
Raymond E. Alfred and Joseph F. Lynch 
district sales managers of the Philadel- 
phia branch, and Harry F. Carlin a 
district sales manager of the Long Island 
branch. John Wigely has been assigned 
to the resident manager trainee program 
of the company, on completion of which 
he will be appointed resident manager 
of one of the company’s 28 branches. 














that through his trade 


that (a) 
should carry 


together we visited my client. 
Your field man pointed out that it had obviously been made by 
using a standardized chart, such as he carried. He showed my 
client his chart and how it worked. 
that in his opinion the chart method was not reliable for my 
client's building, The upshot was that my client ordered an 
appraisal from a National appraisal firm. 
value figure not only made the additional insurance unnecessary 
but enabled my client to add coinsurance with confidence and 
with a consequent reduction in rate. 
that he ordered appraisals on certain other properties and gave 


NO. 


he was 


coinsurance, — | 


me the insurance.” 


Every Pearl-American 


the properly qualified 


insuring public, 


surance facilities of the world, 
“Independent” and 
capacity of THE ** 
again and again, 
** Indepenaent” 
are available without cost or obligation 


between 


rendered by 


feat | 


PEARL ASSURANCE COMPANY, LTD. 

THE EUREKA SECURITY FIRE & MARINE INSURANCE CO. 
MONARCH FIRE INSURANCE COMPANY 

HOME OFFICE: 19 RECTOR ST., NEW YORK 6, N.Y. 


WE BELIEVE 


Unlike the 


11 OF A SERIES 


Service does Pay 


Says a Pearl-American Agent in East- 
ern Wisconsin. This is his story: “| had 
the Fire and E.C. insurance on a ware- 
house building which had originally been 
constructed for other purposes. 
wrote the policy I used the flat rate but 
recommended coinsurance provided the 
owner would buy an appraisal from a 
recognized appraisal firm. 
peatedly vetoed my suggestion. One day 
he phoned and said he wanted to see me right away. 
association an out-of-town source had 
heen permitted to make an appraisal and had convinced him 
undes insured to the extent of $50,000, (1b) he 
contacted your field man and 
He showed us the ‘appraisal.’ 


Agent has at his command the facilities 
of one of the world’s greatest companies, He invite your inquiry. 


“Independent” 
“Captive” agent he ts free to utilize the in- 
In the present and continuing struggle 
“Captive” 
Independent Local Agent” to SERV E be emphasized 
This series of twelve actual stories of everyday service 
agents ts published in that spirit. Reprints 









When | 


The owner re- 


It seemed 


He then told my client 


Their actual cash 


My client was so pleased 


local agent can best SERVE the 


agents It ts important that this 


INSURANCE 
GROUP 








BROOKS JOINS INSTITUTE 


Will Work Closely With Universities for 
Purpose of Developing CPCU Edu- 
cational Programs 

The American Institute for Property 
and Liability Underwriters, Inc. has ap- 
pointed Harry Francis Brooks as direc- 
tor of field services. Mr. Brooks will be 
working closely with colleges and uni- 
versities throughout the country for the 
purpose of developing and_ fostering 
CPCU educational programs. His pri- 
mary activity will be the development 
of courses —— for preparation for 
the CPCU examinations and courses 
leading to tae Insurance Institute of 
American examinations. 

Mr. Brooks, a native of Ohio, thas 
attended Illinois Institute of Technology 
in Chicago in the study of engineering. 
He received the degree of Bachelor of 
Science in Economics at the Wharton 
School of Finance and Commerce of 
the University of Pennsylvania in Phila- 
delphia. Mr. Brooks also completed the 
course work for the Masters Degree 
in the Graduate School of Arts and 
Sciences of the University of Pennsyl- 
vania with a major in Life, Fire and 
Casualty Insurance. 

Mr. Brooks served as a full time in- 
structor in the insurance department at 
the Wharton School of Finance in 1947 
and 1948. Since that time he has served 
on the faculties of Pennsylvania State 
University and Youngstown University 
as a part time instructor of insurance. 
His major business activitv since 1951, 
however, has been with the Travelers 
Insurance Companies of Hartford. 





Insurance Anchor Club 
Communion Mass, May 20 


The Insurance Anchor Club No. 21 
will hold its 17th annual Mass and com- 
munion breakfast on Sunday, May 20, 
James J. Gately, committee chairman, 
announces. Rev. William J. Dennen, club 
chaplain, will celebrate Mass at 9 a.m. 
at the Church of St. Francis of Assisi, 
135 West 3lst Street, Manhattan. The 
breakfast will be held at the Cafe 
Rouge of the Hotel Statler. Rev. M. J. 
Healy, S. T. D., Immaculate Conception 
Seminary, Huntington, Long Island, will 
be guest speaker. 

Tickets for the breakfast may be ob- 
tained by calling Thomas J. Calogero at 
WH_ 3-6630 or James J. Gately at 
WO-4-6780, Ext. 89. 





Agricultural Appoints 


Buchanan in Michigan 


Robert G. Horr, president of the Agri- 
cultural and Empire State Insurance 
Companies, announces that Grant M. 
Buchanan of Duluth will become Mich- 
igan state agent with offices in Detroit. 
He will succeed Elmer E. Sademan, who 
has been appointed manager of the Chi- 
cago office of the companies. Mr. Buch- 
anan’s successor is Donald R. Martin. 
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Westervelt Explains 
NBFU Advertising Aims 


IN TALK TO N. Y. CITY AGENTS 





Stressing at Institutional Level That 
Capital Stock Insurance Is Hallmark 
of Insurance Protection 





Stressing that capital stock insurance 
has become the hallmark of insurance 
protection, Fred Westervelt, manager ot 
public relations of the National Board 
of Fire Underwriters, told the New 
York City Agents Association at its 
April luncheon meeting in the United 
Nations building that establishment ot 
this fact in the minds of the public was 
one of the chief objectives of the board’s 
current advertising program. 

Another feature of National Board’s 
advertising, the speaker said, is the 
emphasis being placed on the quality 
of the services rendered by independent 
local agents. In this connection he 
thought it should be kept in mind that 
public recognition cannot be obtained 
overnight. “We must keep in mind that 
NBFU public relations is not a_ sales 
program, Our effort is to sell ideas, not 
products. We are dedicated to selling 
the idea that capital stock insurance as 
it is now constituted represents the hall- 
mark of service rendered by independent 
local agents.” 

The hope was expressed by Mr. 
Westervelt that other insurance inter- 
ests, both individuals and groups, will 
accept the National Board’s motivating 
theme as worthwhile and will do their 
part in furthering it in their messages 
to the insuring public. 


All Must Do Their Share 


The speaker reminded his agent audi- 
ence that the board’s advertising is not 
intended to sell insurance. We will con- 
tinue to pound home the idea of quality 
and service in our ads but at the insti- 
tutional level. The companies in turn 
must do their P.R. work at the product 
level, while the agents’ responsibility is 
at the direct selling level. 

“We applaud the increased efforts of 
the independent local agent in selling 
himself to the public, either in individual 
or cooperative local board advertising. 
The local agents, in fact, can say things 


in such advertising that neither the 

National Board nor the companies can 
” 

Say. 


Mr. Westervelt emphasized in closing 
that the National Board will continue to 
express itself at the institutional level. 
“It is not our intention to enter the 
realm of product selling,” he said. 





NEW SECURITY FIELD OFFICE 


Opened at Smithtown, Long _ Island, 

With Bindseil in Charge; Martin 

__ Named as Claims Manager 

Eugene Toale, manager of the New 
York office of the Security-Connecticut 
Companies, announces that effective 
April 30 the company opened a_ field 
office at 43 West Main Street, Smith- 
town, Long Island, to handle Nassau and 
Suffolk County business. 

One of the first property insurance 
company offices established in Suffolk 
County, there will be full multiple line 
facilities for field and claims super- 
vision including fire, marine, casualty 
and bonds. William Bindseil, CPCU, 
who has been traveling the Long Island 
field in the last year for Security-Con- 
necticut Companies, will be in charge. 
Prior to joining the Security, Mr. Bind- 
seil was associated with the North 
America and Aetna Casualty Companies 
in the Long Island area. 

Claims manager for the office is Jack 
T. Martin, a native of Joplin, Mo., and 
a graduate of Joplin Junior College. 
After claims experience in the Mid- 
West, Mr. Martin became home office 
claims examiner for the Home Indem- 
nity, supervising the Eastern territory. 
For the past two years Mr. Martin 
has been a resident of Huntington Sta- 
tion, Long Island, and has been claims 
examiner for the New York area in the 
home office. 
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This advertisement of The Home Insurance Company really hits hard. 
It can open the doors of hundreds of new prospects for you. It will help 
you most if you tie-in your own efforts with it. You can get newspaper 
mats, posters and other help from your Home fieldman. He stands ready 


to assist you in any way he can. 


This advertisement appears in color in: 


American Home—June + Better Homes and Gardens—June => 
Town Journal—June + Business Week—May 5 + Newsweek—May 14 + 
U.S. News & World Report—May 25 


Nation’s Business—June 
Time—May 14 














Winners Are Announced 


RICHLAND, WASH., TOP AWARD 
Other Award Winners Are San Antonio, 
Dayton, Louisville, Hartford, Port- 
land, Me., Wausau, West Milwaukee 
Washington, D. C., April 30—Winners 
of the 1955 Inter-Chamber National 
Fire Safety Contest were announced 
by the Chamber of Commerce of the 
United States. Richland, Wash., won the 

grand award. 

Awards to winners in the six popu- 
lation were made to San An- 
tonio, Tex., winner in Class I; Dayton, 
O., and Louisville, Ky., Class I]; Hart- 
ford, Conn., Class III; Portland, Me., 
Class IV; Wausau, Wis., Class V; West 
Milwaukee, Wis., Class VI 

Honor certificates were 
following cities: 

Class I—population over 500,000—Cin- 


classes 


won by the 


cinnati, Chicago, Dallas, New Orleans, 
Houston, Denver, St. Louis, Buffalo, 
Detroit and Baltimore. 


Class I]—population 250,000 to 500,000 
—Long Beach, Cal.; San Diego, Cal.; 
Memphis, Tenn.; Fort Worth, Tex.; 
Norfolk, Va.; Rochester, N. Y.; Okla- 
homa City, Okla.; Columbus, O.; Oak- 
land, Cal., and Honolulu. 

Class I11I—population 100,000 to 250,000 





Providence, R. 1I.; Spokane, Wash.; 
New Haven, Conn.; Grand _ Rapids, 
Mich.; Little Rock, Ark.; Phoenix, 


Ariz.; Pasadena, Cal.; Wilmington, Del.; 
Chattanooga, Tenn., and Scranton, Pa. 
Class 1V—population 50,000 to 100,000 
—Lexington, Ky.; West Palm Beach, 
Fla.; New Britain, Conn.; Greensboro, 
N. C.; Schenectady, N. Y.; Cedar Rapids, 
la.; Bethlehem, Pa.; Pueblo, Colo.; 
Evanston, Ill, and York, Pa. 

Class V—population 20,000 to 50,000— 
Watertown, N. Y.; Chelsea, Mass.; 
Killeen, Tex.; Salisbury, N. C.; Boise, 
Idaho; Muskegon, Mich.; Fargo, N. D.; 


Kokomo, Ind.; Mount Clemens, Mich., 
and Minot, N. D. 

Class VI—population under 20,000— 
Stevens Point, Wis.; Newton, Kan.; 
Naugatuck, Conn.; Vincennes, Ind.; 


Albany, Cal.; Valley City, N. 
Collins, Colo.; Sturgis, S. D.; 
Cal., and Port Angeles, Wash. 
The grand winner and the winner in 
each population class were presented 
with trophies at the organization din- 
ner held here, a leading event of the 
National Chamber’s 44th annual meeting. 


D.; Fort 
Merced, 


WUA Mid-Year Meeting 
Is Held in Chicago 
The mid-year meeting of the Western 
Underwriters Association at the Edge- 
water Beach Hotel in Chicago last week 
was one to set tongues wagging. In lieu 
of the formal type session most of Tues- 
day was taken up with nine discussion 
groups, each with a topic, going strong in 
different rooms. Each group numbered 
about «a dozen and the talk was free and 
relaxed, with all hands enjoying the 
innovation. 
On Wednesday the chairman of the 


various groups gave resumes of their 
discussions. Earlier Tuesday Leonard 


Peterson of the Home gave the presi- 
dential address and E. D. Lawson of 
Fireman’s Fund reported for the govern- 
ing committee. On Monday were held 
the annual meetings of the Western Ac- 
tuarial Bureau and Old Insurance As- 
sociation. 


Hurt & Quin Appoint 
Hosea Special at Miami 


Hurt & Quin, Inc., general agents, 
Atlanta, Ga., have appointed Andrew J. 
Hosea as special agent in charge of the 
south Florida service office in Miami. 
Mr. Hosea formerly was connected with 
the home office of Hurt & Quin, Inc., 
and is a graduate of the Atlanta divi- 
sion, University of Georgia. The former 


manager, Roy L. Cowan, Jr., has re- 
cently joined a large local agency in 
Miami. 
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E. Stuart Windsor, Baltimore, chairman of the conference committee of the 
Eastern Agents Conference, presenting his report to the annual meeting in Hart- 
ford last week. Those seated on the dais, left to right, are Charles H. Frankenbach, 
Westfield, N. J., now second vice chairman of EAC; Valmore H. Forcier, Danielson, 
Conn., treasurer; John J. Maguire, Philadelphia, newly elected chairman; Froderick 
W. Doremus, manager, Eastern Underwriters Association, New York, and Paul H. 
Blaisdell, director of traffic safety, Association of Casualty & Surety Companies. 


New York Agents’ Assn. 
Convention Program 


AT HOTEL SYRACUSE MAY 6-9 


Local Board —_— and Talks by White, 
Schwab, Wikler, Daenzer, Whitford, 


Lusby, Deisseroth are Features 


The New York State Association of 
Insurance Agents has issued its complete 
program for the 74th annual convention 
to be held this coming Sunday to Wed- 
nesday, May 6-9, at the Hotel Syracuse, 
in Syracuse. On Sunday there will be 
meetings of the executive committee in 
the morning and of the board of direc- 
the 


executive 


officers in 
afternoon. Members of the 
committee are Robert B. Douglass, Pots- 


tors with local board 


Grab, Rochester; Rich- 
mond E. Thompson, Valley Stream; 
John N. Walsh, Jr., Buffalo, the 
following four executive officers: Presi- 
dent Arthur L. Schwab, Staten 
Executive Vice President C. Fred Ritter, 
Middletown; Treasurer Craig Thorn, Jr., 


dam; Robert J. 
and 


Island; 


Hudson, and National Director Emil T. 
Clauss, Buffalo. _ 
The program for the Monday and 


Tuesday sessions of the convention fol- 
lows: 


Monday Forenoon, May 7 


9:30 A.M. Local Board Forum—Arthur 
F. Blum, past president, Queens County 
Association of Insurance Agents, pre- 
siding. 

Subjects to be discussed: 

Motor Vehicle Bureau Problems of 
Agents—John W. Dickerson, vice presi 
dent, Orange County Association of In- 
surance Agents. 

Liaison With Savings Banks—George 
\. Kramer, Jr., Ist vice president, Nas- 
sau County Association. 

Special Auto Dealer Competition Com- 
mittee Report—John N. Walsh, Jr., Buf- 
falo, chairman. 

“Cross Roads—Should We Look at the 
Record ?”—Lionel S. Frank, Dutchess 
County Association. 

Public Relations—John C. Stott, Nor- 
wich, Chairman, NAIA public relations 
committee 
Company 


National Advertising to 


Combat Direct Writers—Alan_ Evifert, 
New York City Association. 

\utomatic 30 Day Cancellation—Allan 
D. Poitier, president, Shawangunk Valley 
Association. 

Auto Rate Deviating Companies—In- 
suratice Agents Association of Onondaga 
County. 

Kntries for London Assurance Public 
Relations Trophy. 

Monday Afternoon, May 7 

Kirst Convention Session—Arthur L. 
Schwab, president, presiding. 

2:00 P.M.—Invocation—Rev. William 
J. Shannon, assistant rector, Cathedral 
of the Immaculate Conception, Syracuse. 

Greetings—David B. Gere, president, 
Insurance Agents Association of Onon- 
daga County, 

Response—Robert B. Douglass, execu- 
tive committeeman, New York State As- 
sociation, 

2:30 P.M 


Report of Administration— 
Arthur L. i 


Schwab, president. 





3:00 P.M. Report of Treasurer—Craig 
Thorn, Jr., Hudson. 

3:15 P.M. Address—“Economic 
spectives’—Dr. Heinz FE. 
tor, Journal of Commerce. 

3:45 P.M. Address—“1956 Laws Af- 
fecting the Insurance Industry’—Julius 
S. Wikler, Ist Deputy Superintendent of 
Insurance, New York State. 


Monday Evening, May 7 


Per- 
Luedicks, edi- 


5:00 P.M. America Fore cocktail party. 
7:30 P.M. Dinner, entertainment and 

dancing. 

Tuesday Forenoon, May 8 


8:00 A.M. Presidents of local associ- 
ations breakfast. 

Second Convention Session—C. Fred 
Ritter, executive vice president, presid- 
ing. 

10:00 A.M. Address—‘What’s Ahead 
for the Agent”—Kenneth O. Force, exec- 
utive editor, National Underwriter. 

10:30 A.M. Address—“Multiple Peril 
Hits the Big Middle Market”—Bernard 


J. Daenzer, vice president, Security- 
Connecticut Companies, New Haven, 
Conn. 

11:00 A.M. Address—“Creeds_ or 


Deeds ?”—CGeorge V. Whitford, vice pres- 
ident, Fire Insurance Group, Philadel- 


phia. 
11:30 A.M. Discussion—“The Compul- 
sory Automobile Insurance Law’—R. 


Newell Lusby, Secretary, America Fore 
Insurance Group, and A. C. Deisseroth, 
co-chairman, NYSATA legislative com- 
mittee. 

Tuesday Afternoon, May 8 


Third Convention Session—Mr. Arthur 
L. Schwab, presiding. 

2:00 P.M. Greetings from cooperating 
organizations: 

Insurance Federation of New 
State—Russell Edgett, secretary. 

Federation of New York State Insur- 
ance Women’s Clubs—Mrs. Avis Wood, 
president. 

Mutual Agents Association of New 
York State—Ward L. Howard, president. 

Insurance Brokers Association of State 
of New York, Inc—George H. Ort, exec- 
utive vice president. 

General Brokers 
Wittpenn, president. 

3ronx Insurance Brokers Association 
—Lee H. Whitestone, president. 


York 


Association—Russell 


2:30 P.M. Amendments to by-laws, 
resolutions and election of officers and 
directors. 

3:00 P.M. Address—“Planning Your 


Future’—Morton V. V. White, Allen- 
town, Pa., member of NAIA executive 
committee. 

3:30 P.M. Award of London Assur- 
ance Public Relations Trophy—Fred C. 
Saal, superintendent of agencies. 

You 


3:45 P.M. Address—“‘How Do 
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Hot off the Griddle 


The Jaffe program of continuing educational services in- 
cludes posting brokers regarding the changing currents 
of insurance practice. For example, Points & Viewpoints, 
our monthly House bulletin, regularly capsules “hot off 
the griddle” information which most brokers find 
exceedingly helpful. Fact is, many of them keep a per- : 
manent file of it. a 

If you've found that to be the case and you aren't j 
yet a “Jaffe Broker,” it should be doubly worthwhile 
to drop into our office for a talk regarding some speci- 
fic problem of coverage. You'll find a pleasant recep- 
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N.Y. STATE EXAMS 
NEW YORK « JAMAICA 


132 Nassav St. 15 Archer Ave. 


INSURANCE COURSE 


Starts Tuesday, May 22, for ai: 
_ Broker's & Agent’s Exam on Sept. 20, 1956 


NOTARY pPus.ic COURSE 


Starts Monday, May 21 
for Examination on June 19, 1956 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
Pp HS oe 
132 Nassau Street 
New York 38, N. Y. 
Near City Hall ¢ 
COrtlandt 7-7318 
HERBERT J. POHS, Founder-Director 
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Like Your Policies, Rare, Medium or 
Well Done ?”—Paul Mayer, vice presi- 
dent, No-Cal Corporation, Brooklyn, 
Ni OY: 
Tuesday Evening, May 8 
7:00 P.M. Annual Banquet — Arthur 


L. Schwab, presiding. 

Award of Presidential Citations. 
Greetings—Donald H. Mead, Mayor, 
City of Syracuse. 

Installation Ceremony— Joseph A. 
Neumann, Jamaica, N. Y. installation 
officer. 

Entertainment—“The Geraldine Arnold 
Singers.” 





Insurance Brokers Course 
In Times Square Area 


The Sobelsohn School has completed 
moving into larger quarters at 1560 
3roadway (entrance to school is at 
165 West 46th Street), after over 20 
years farther uptown. The new improved 
and enlarged school facilities have latest 
type fluorescent lighting, Kentile floor- 
ing and air conditioning. The additional 
space will be used for an insurance 
brokers course, which will begin on 
Tuesday, May 15, and meet regularly 
thereafter until the next New York 
State insurance brokers and agents ex- 
amination in September. 





CHARLES T. TROTT DIES 
_ Charles T. Trott, 74, Rochester, N. ¥., 
insurance agent, died April 22 at his 
home. His wife, five daughters and two 
sons survive. 
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Fireman’s Fund Ready 
With Vacation Rain Ins. 


NEW COVERAGE IN THE JU. S. 


Designed to Protect Investment Made in 
Vacations That Are Spoiled by 
Excessive Rainfall 


Vacation rain insurance, a unique cov- 
erage designed to protect the investment 
made in vacations that are spoiled by ex- 
cessive rainfall, is being introduced in 
the United States by the Fireman’s Fund 
Insurance Group. Officials of the Group 
announced May 1 that it will write the 
new coverage on 100 popular:resort areas 
throughout the country. 

After two years of careful study this 
policy has been perfected by DeWitt 
Stern, Gutmann & Co., Inc., a New York 
City agency representing Fireman’s 
Fund, in cooperation with officials of 
the Group. 

In setting up the new vacation rain 
insurance department, Josph F. Hirsch- 
mann, assistant inland marine manager. 
eastern department of Fireman’s Fund 
Group, has been designated as the liaison 
between the company and the rain insur- 
ance department at 250 Fifth Avenue, 
New York. 


Long Popular in Europe 


Long popular in Europe, but unavail- 
able to producers in this country, vaca- 
tion rain insurance will be sold in 
amounts of $100, $200 or $300 per week 
for 14, 21 or 28 days. The premium 
ranges from a minimum of $10 for $100 
per week for two weeks, to a maximum 
of $60 for $300 per week for four weeks. 

This insurance, it is explained, reim- 
burses the assured when he encounters 
excessive rainfall during a given number 
of days while vacationing at a resort area 
covered by the policy. The greater the 
number of days on which there is ex- 
cessive rain during the assured’s vaca- 
tion, the larger the percentage of the 
total amount of the policy is paid. The 
policy clearly defines what constitutes 
excessive rain for each of the resort 
areas covered. 

“We believe there is a_ substantial 
market for this coverage here in the 
United States,” Fireman’s Fund officials 
stated this week. “A sizable investment 
is represented in an individual’s or fam- 
ily’s two or three week stay at a vacation 
resort. Here is a legitimate ‘insurable 
interest’ for which our producers can 
now offer protection through vacation 
rain insurance.” 


How the Plan Works 


The announcement cited the following 
example of how vacation rain insurance 
helps restore “rained-out” vacation 
funds: If an assured plans to spend $200 
for a 14 day vacation, he would then 
buy this coverage in the amount of $200. 
His premium would be $10. If during the 
full 14 day vacation there in rainfall in 
excess of the minimum precipitation, say 
05 of an inch, as stipulated in the policy 
for the insured location, on at least five 
days, the vacationist is paid 10% or $20. 
Six days of excessive rain would provide 
indemnity of 25% or $50. Ten days 
of excessive rain would bring payment 
of $200, or the full amount of the policy. 

Policies written for a period of 21 days 
begin payment after the 7th day of ex- 
cessive rain. Those written for a vaca- 
tion period of 28 days provide indemnity 
after the 9th day of rainfall in excess 
of the minimum set forth in the policy. 
Percentage of recovery is also clearly 
set forth in the policy for each of the 
insured periods. 

Administrative mechanics involved in 
writing the new coverage have been 
reduced to a minimum for producers. 
Claim need not be made by the assured. 
The company regularly checks rainfall 
measurements as recorded by the U.S. 
Weather Station nearest the vacation 
areas covered by the policy. When ex- 
cessive rainfalls occur, appropriate pay- 
ment is automatically made in the name 
of the assured and sent to the producer 
writing the coverage. 
Vacation Rain Insurance, 


the Fire- 





man’s Fund announcement said, has al- 
ready been approved and is available in 
the states of New York and Connecticut. 
Filings have been made in other states 
and its widespread approval is expected 
in the near future. 





McCARTHY VICE PRESIDENT 


The Wellington Fire of Ottawa has 
appointed Leigh M. McCarthy as vice 
president. He‘is vice president of Can- 
ada Permanent Mortgage Corporation 
and Manufacturers Life. 


TO RETIRE AT YEAR’S END 





Philip W. Barnes, Fire Assn. Vice Presi- 
dent, to Relinquish Duties; 
Shepard His Successor 

At the end of the current year, Philip 
W. Barnes, vice president of Fire Asso- 
ciation of Philadelphia and its affili- 
ated companies and manager of the New 
York office of the Group, will retire. 
Mr. Barnes will have completed almost 
50 years of service in the business of in- 
surance, more than 26 with Fire Asso- 
ciation, at that time. 


When Mr. Barnes enters retirement 
he will be succeeded as manager of the 
Group’s New York office by Secretary 
Raymond G. Shepard who presently 
heads the companies’ marine operations 
at head office. Mr. Shepard will be 
supported by existing personnel includ- 
ing Secretary R. W. Daum and Assistant 
Secretary Louis F. Buck. 

Succeeding Mr. Shepard at home 
office in charge of the companies’ inland 
marine affairs will be Secretary Harry 
A. Miller. H. J. Noyes, assistant secre- 
tary, will support Mr. Miller. 





This America Fore Advertisement 
is currently appearing in the following 
national publications: 

%* THE SATURDAY EVENING POST x LIFE 


* TIME 


* NEWSWEEK %* FORTUNE 


* NATIONAL GEOGRAPHIC 
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tions on foreign insurance, particularly 
in connection with goods in transit. 
Discriminatory Laws 


It is our hope that responsible govern- 


ment officials in those countries where 
insurance has only come mto promi- 
nence in recent years will not permit 


self-seeking planners to influence their 
better judgment. Discriminatory laws, 
all know, are likely to lead to 


as we 
retaliatory measures. Free enterprise 
and free trade must suffer if govern- 
ments permit such laws to come into 
force. 

The American Government has been 


showing a great deal of interest of late 
in the development of American insur- 
ance abroad. Our Government through 
the Department of State and the De- 
partment of Commerce has indicated a 
desire to assist in the development of 
our insurance industry abroad. A few 
months ago, Frank <A. Christensen, 
chairman of the American Foreign In- 
surance Association and also chairman 
of the America Fore Insurance Group, 
called an all-industry meeting of Ameri- 
can insurance companies interested in 
the foreign field with a view to deter- 
mining how best this objective could be 
implemented. An all-industry meeting 
was held with Samuel C. Waugh, who 
at that time was Assistant Secretary of 
State. We were greatly encouraged by 
the cooperation offered by our Govern- 
ment in helping the industry to over- 
come some of the very great obstacles 
which hinder our development in_ the 
foreign field 
Cooperation From U. S. Govt. 

Karly in April, an industry committee 
consisting of Bradford Smith, Jr., vice 
president, Insurance Co. of North Amer- 
ica; Gordon Tweedy, vice president of 
C. V. Starr & Co., Inc., and myself, met 


with Thorsten V. Kalijarvi, Deputy 
Assistant Secretary of State for Eco- 
nomic Affairs. We discussed with him 


and his associates in the State Depart- 
ment and in the Commerce Department 
the program of objectives which had 
been drawn up and received an expres- 
sion of general support of the broad 
principles and objectives stated in that 
program, 

As this program is developed, we hope 
that a great deal of support will be 
forthcoming from our Government on 
many of the specific cases that the pro 
gram will embrace. It is of great en- 
couragement to the industry to know 
that our Government is prepared to ren- 
der assistance wherever assistance can 
be given in the development of Ameri- 
can insurance in foreign countries. 

The desire on the part of American 
insurance companies to extend their op- 
erations to foreign fields is only a 
natural one and one which we feel that 
our foreign friends should welcome, par- 
ticularly in view of the fact that there 
are no barriers to their operating in the 
United States. It may interest you to 
know that recently I was shown some 
figures by a leading member of the in- 
surance industry in this country which 
indicated that foreign companies and 
their American subsidiaries are writing 
about $1 billion of fire, marine and casu- 
alty insurance premiums in this country. 
There are no obstacles in their way. 
All we ask of them is to meet the same 
requirements that we ask of our own 
companies 


$100,000,000 Premiums From Foreign 


Business 


There is no way of determining ex- 
actiy how much = insurance premium 
income American companies derive from 
their foreign operations. It has been 
estimated that the figure is probably 
$100 million. I think that is a fair esti- 
mate based on a knowledge of our own 
operations which would make up a 
substantial part of that estimate. I don’t 
think any national of any country can, 
with any justification, say that the 
American insurance companies are ask- 





= 





ing too much in return for what they 


have to offer and are giving. 

To those who wish to 
American market, we would state that 
there is more premium written in this 
country than in all the other areas of 
the world put together, and our foreign 
friends are welcome to a_ participation 
in the American insurance business if 
they are prepared to meet only the same 
requirements which American companies 
have to meet. 

They will find no discriminatory laws 
or taxes here. They will find no com- 
pulsory government insurance bureaus 
which they, as foreign insurers, have to 
reinsure with. They will find no ex- 
change laws which will prevent them 
from moving their profits of their sur- 
plus funds to other areas where there 
is need for them. There will be no ob- 
stacles to their developing freely in this 
great area of free enterprise. 

Visited European Leaders in 1955 

Last summer, your speaker accom- 
panied by Mr. Christensen, went on a 
visit to a number of European countries. 
Everywhere we went we met with the 
leaders of the insurance industry. Mr. 
Christensen informed them that we had 
come to learn. We wanted their views 
on insurance conditions in their country 
and in the world at large. We wanted 
to know from them how we could work 
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with them in harmony and accord in 
their own country and in other 
tries. In England, Mr. Christensen was 


honored 


Insurance Association which 


British insurance world. 


It was a wonderful experience to wit- 


coun- 


by a luncheon given by 
Chairman of Lloyd’s and by a dinner 
given by the president of the British 
was 
tended by most of the leaders of the 
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Speaking of multiple lines? 


To whom it may concern: 


‘* |. . and whereas, before our 
forefathers had no other books 
but the score and the tally thou 
hast caused printing to be used; 
and, contrary to the king, his 
crown, and dignity, thou has 
built a paper mill.”’ 


Respectfully submitted, 





William Shakespeare 


1564-1616 


Quotation from Richard VI 
Part II, Act U1 














ness a great leader of the American 
insurance world being honored, but it 
was also moving to hear him tell these 
old and trusted friends that the British 
insurance companies had come to Amer- 
ica at a time when we needed their 
capacity and that they had established 
and earned a place for themselves in 
the insurance world of America. To the 
insurance leaders in the Scandinavian 
countries, in France, Switzerland and 
Italy, the same message was given that 
American insurance wants to work with 
them in developing in all countries the 
great business in which we are en- 
gaged. 


Fine Impression by Christensen 


| believe that this trip abroad not only 
made friends for AFIA, but will pro- 
duce over a $1 million in new annual 
premium income. I believe that Mr. 
Christensen impressed the leaders of 
the insurance business in Europe with 
the fact that the American insurance 
industry in expanding beyond its own 
borders is only doing what they did so 
many vears ago. Furthermore, I believe 
that the American companies wherever 
they go hope to make progress by shar- 
ing the responsibility which, when 
properly borne, will enable the industry 
as a whole to develop along sound and 
profitable lines. 

In no country where the American 
companies operate can it be said that 
we have obtained more than a_ very 
small share of the available business. 
Certainly, as far as the AFIA is con- 
cerned, we have never been a disturbing 
factor. No one can accuse us of compet- 
ing for business with a national com- 
pany in any country in which we oper- 
ate except on a sound and conservative 
basis. Wherever we have gone, we have 
endeavored to work in close relation- 
ship with the members of the tariff as- 
sociations and with the leading national 
and foreign companies. By means of 
facultative and treaty reinsurance, we 
have endeavored to share business with 
them. 

We have on many occasions tried to 
bring the knowledge and experience 
which the American insurance industry 
has gathered in America to bear on local 
problems. We feel that we have, along 
with our British friends, contributed 
much to developing the business and to 
keeping it on an even keel in those 
countries where national insurance com- 
panies have come into existence in large 
numbers only in the past 20 or 30 years. 





St. Paul F. & M. Election 


John M. Campbell and also Leonard 
R. Moeller, who are presently serv- 
ing as assistant secretaries of the Saint 
Paul-Mercury Indemnity, have been 
elected to similar positions in the St. 
Paul Fire & Marine and the Mercury 
Insurance Co. 

Mr. Campbell joined the Saint Paul 
in 1926 and was elected assistant secre- 
tary of the Indemnity Company in the 
casualty department in 1950. Mr. Moel- 
ler, 22 years with the St. Paul, was 
elected assistant secretary of the Indem- 
nity Company in its bond department in 


1949 
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State Survey of Financed Auto 


Overcharges Presented to NAIA 


Directors of the National Association 
f Insurance Agents have voiced strong 
deal of the practice of automobile 
finance insurance companies overcharg- 
ing car buyers for collision coverage 
through improper classification of own- 
ers for rating purposes. This national 
problem was reviewed by Morton V. V. 
W hite, national executive committeeman 
from Pennsylvania, before the directors 
mid-year gathering in Hartford last 
week. 

Mr. White told what is being done 
successfully in many states by the agents 
and the Commissioners to correct this 
evil. President Kenneth Ross of the 
NAIA, presiding, found numerous direc- 
tors desiring to speak on this subject. 
\mong these were Louie Woodbury, Jr., 
North Carolina; Charles Dawson, North 
Dakota; Paul Avery, Connecticut; Dave 
McKown, Oklahoma; Frederick England, 
Massachusetts; H. P. Glover, Jr., South 
Carolina; Joe Bandy, Tennessee; Harold 
\. Boling, Louisiana, and Franklin 
Knapp, California. 

In presenting the results of his survev 
Mr. White stated as follows about the 
Eastern states replying to his query: 


Connecticut 


“Insurance Department investigation 
began October, 1955. State association 
had been in constant contact with the 
Director of Licenses and Claims. To 
date, Department had found 14. com- 
panies involved in overcharges. Over 
60,000 questionnaires sent to policy hold- 
ers by carriers. Overcharges estimated 
to exceed half million dollars. Informal 
hearings were called by Department with 
all companies involved and all had agreed 
to send questionnaires. 

“Department investigation developed 
that practice had extended to several 
banks, as well as finance companies and 
dealers; that some dealers were selling 
insurance without license through ar- 
rangements for counter-signature by 
agents paying a commission, 

“The Connecticut Association, by letter 
and bulletin, offered cooperation to In- 
surance Department and drew up adver- 
tising campaign giving ¢ case histories of 
irregularities, stressing ‘misrepresenta- 
tion, coercion and overcharging.’ Two 
such ads already issued, the first having 
met with violent reaction from auto- 
mobile dealers. 


District of Columbia 


“Association advised that but for oc- 
casional unverified case of overcharging, 
problem did not appear to be general or 
a real issue in Metropolitan District of 
Columbia. 

Delaware 


“State association had not developed 
any specific information, although it be- 
lieved that most agents ran into over- 
charge cases from time to time, princi- 
pally where used car dealer had a tie-in 
with out-of- state small controlled insur- 
ance companies. (No word as to Insur- 
ance Dept. action.) 


Maine 


“No specific action taken as an associ- 
ation, other than to confer from time to 
time with Insurance Commissioner. In- 
surance Department was observing prog- 
ress and procedure in larger states and 
information being gathered. A plan_ of 
action against violators was being for- 
mulated, but limited budget of Insur- 
ance Department would prevent costly 
investigation. 


Massachusetts 


“Insurance Commissioner Humphreys 
has charged ina report to the Governor 
that thousands of Massachusetts auto 
buyers shave paid $24 to $75 each more 
than proper in the form of overch: irges 
by financed car insurers. The report 
made public by the Governor, stated that 
insurance division examiners had un- 
covered the practice of misclassification 


of collision insurance coverages result- 
ing in premium overcharges assessed 
against many Massachusetts car own- 
ers who purchased vehicles since Au- 
gust, 1954. 

“Immediate action has been taken by 
the insurance division to compel the 


return of every dollar taken by this 
method from the unwary buyer. 
New Jersey 
“Insurance Department advised asso- 
ciation that letters of inquiry had been 
sent to all licensed carriers, the purpose 
being to ascertain the extent of the 
abuses, if any, in that state, and to 
institute remedial measures. 
Pennsylvania 
George J. Margraff under date of 
February 13, advised the following: 
“That the subject was first presented to 
our former Insurance Commissioner in 
1953, and again in 1954, but, unfortu- 


nately, nothing was done at the time. 
When we discussed it with our new 
Commissioner in 1955 he advised that the 
subject was having his attention. When 
complaints first started to reach our as- 
sociation we became aware of the fact 
that even some member agents might be 
guilty of the practice, but decided that 
the interest ofthe public is paramount 
and went ahead. 

“The subject was discussed at our 
directors’ meeting in Harrisburg, and it 
was decided that our public relations 
committee would prepare some advertis- 

(Continued on Page 33) 
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VACATION RAIN 
































INSURANCE... 


Now available for the first time in the United States 


Here is an entirely new kind of insurance 
... bringing new opportunities for produc- 
ers. Vacation Rain Insurance safeguards 
the investment your clients make in their 
vacation. Available for more than 100 pop- 
ular resort areas throughout the country, 
Vacation Rain Insurance pays when ex- 
cessive rain ruins a vacation and “washes 
out” vacation expenses. And, the more 
excessive the rainfall, the greater the per- 
centage of recovery for your assured. 

A unique feature of Vacation Rain In- 
surance is that your clients need never 
present a claim. If they encounter excessive 
rain during a specified number of days (as 
defined by the policy), we automatically 
send you a check in payment of their loss. 


INSURANCE 


FIREMAN’S FUND INSURANCE COMPANY 
FIREMAN’S FUND INDEMNITY COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPORATION 


SAN FRANCISCO + NEW YORK + CHICAGO + BOSTON 
ATLANTA °* 


LOS ANGELES «+ SEATTLE > 





FIREMAN'S FUND INSURANCE GROUP 

VACATION RAIN DEPARTMENT, 250-5th Avenue, New York 
Please send me, without obligation, full information about 

your new VACATION RAIN INSURANCE. 


All you need do is forward the payment 

. soothing the disappointment of a 
“rained out” vacation. 

The premium for Vacation Rain Insur- 
ance is modest, ranging from a minimum of 
$10 for $100 per week for two weeks, to 
a maximum of $60 for $300 per week for 
four weeks. Virtually all of your clients 
are prospects. 

FIREMAN’S FUND is the only American 
insurance Group writing Vacation Rain 
Insurance. The coverage is currently avail- 
able in a limited number of states but its 
widespread approval is anticipated soon. 
For further information, call the nearest 
office of FIREMAN’S FUND INSURANCE 
Group or mail the coupon below. 
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GENERAL AGENTS’ PROGRAM 
Ross, Manton, Barker, Mansfield, Win- 
chester, McVay to Address Houston 
Convention on May 20 - 23 
Barney Vanston of Dallas, Tex., presi- 
American Association of 
Agents, has an- 


dent of the 
Managing General 
nounced major highlights of the excel- 
organization’s an- 
nual meeting to be held in the Sham- 
rock-Hilton Hotel, Houston, May 20-23, 
with the Texas Association as official 
hosts 

Four ton executives of fire and casu- 
are among the eight speak- 
They are E. A. G. 


lent program for the 


alty vroups 
ers so far announced 


Manton, president, Arerican Interna- 
tional Underwriters Corp., on “What 
Foreign Risks Mean to the American 
Neency System’: Owen E. Barker, 
president of Appleton & Cox, on “Ma- 
rine Insurance and the Managing Gen 
eral Agent”: T. R. Mansfield, president, 
Gulf of Dellas, on “Texas Insurance 
Companies,” and Don McVay, president 


of Ohio Farmers, whose topic has not 
been announced 

The other four speakers are: Com- 
missioner |. Byron Saunders of Texas, 
on “Today's Insurance Problems”; Ken- 
neth president of the National 
Association of Insurance Agents; Philip 
M. Winchester, general manager of the 
General Adjustment Bureau, on “The 
Adjuster as a Producer,” and Herbert 
R. Fullerton, member of the Blaine, Ful- 
lerton & Wright general agency of 
Vancouver, B. C. 

\lso on the program will be a clinic 
on “Automation in Managing General 
Agencies,” conducted by three staff 
members of the IBM Corp. 


Ross, 


Phoenix Group Appoints 
Dresley Special in N. Y. 


The Phoenix of London Group an- 
nounces appointment of Joseph M. 
Dresley as special agent for the State 
of New York under direction of William 
Streets, mdanager of the Phoenix of 
London Group's offices at 11 North Pearl 
Street, Albany. Mr. Dresley served with 
the U. S. Army during World War II 
and received his Bachelor of Science 
degree from Siena College, Loudonville, 


N. Y. Prior to becoming associated with 
the Phoenix of London Group, he ‘had 
several years’ experience as a_ special 
agent 


David A. Ter Bush Dies 


David A. Ter Bush, founder, president 
and more recently chairman of the well 
known agency of Ter Bush & Powell, 
Inc., of Schenectady, New York and 
Buffalo, died in Schenectady, April 29. 
The agency, which he founded in 1906, 
recently celebrated its 50th anniversary. 
Mr. Ter Bush was president until some 
months ago. The agency prospered from 
the start and today is a completely 
staffed multiple line insurance and serv- 
ice organization, 


























ROCHESTER BOARD EXPANDS 


Becomes Monroe County Agents Assn.; 
Extensive Program Planned; Mem- 
bership to be by Individual Agents 

The Rochester, N. Y., fire and casualty 
insurance agents association known for 
30 years as the Underwriters Board of 
Rochester, went out of existence this 
week with receipt of certificate of ap- 
proval from the Secretary of State of 
New York authorizing the change of 
name to the Insurance Agents Associ- 
ation of Monroe County, Inc. 

According to Louis Hawes, secretary 
for 30 years of the old board, and acting 
secretary of the new association, it has 
been the aim and hope of local insurance 
agents to form one large county-wide 
group. “There are approximately 1,000 
licensed fire and casualty insurance 
agents in Monroe County,” said Mr. 
Hawes, “and a vigorous membership 
campaign is about to be launched to get 
them all in the new association.” 

Membership will be by individual 
agents instead of by corporation, part- 
nership, or agencies, as formerly, “Some 
of the objectives of the new association 
will be increased public relations activi- 
ties, fire and accident prevention work 
on a year-round basis, participation in 
civic undertakings and progress, and fav- 
oring insurance and motor vehicle legis- 
lation which is in the public interest, 
opposing such legislation which would 
be unfavorable to the public and to the 
insurance business in general,” said Mr. 
Hawes. 


American of N.J. 


from Page 24) 


(Continued 


He was graduated from Worces- 
ter Academy in 1925 and from Bowdoin 
College in 1929. From that year until 
1942 he was a special agent for the 
Springfield Fire & Marine. He became 
associated with the American on Janu- 
ary 19, 1942. 
Doyle, Rudy, Ryerson Careers 

William J. Doyle, casualty superin- 
tendent, joined the group in 1949, Born 
in Greenwich, Conn., he is a graduate 
ot the Wharton School of the Univer- 
sity of Pennsylvania and entered insur- 
ance in 1924. He was associated with 
the Commercial Union Group before go- 
ing with the American. 

Robert E. Rudy, superintendent for 
inland marine, burglary and glass, was 
born in Philadelphia in 1911. He en- 
tered insurance in 1929 at the home 
office of Springfield Fire & Marine in 
Springfield, Mass., as a fire underwriter. 
In 1936 he was transferred to the New 
York office of the company as fire and 
inland marine underwriter. Four years 
later Mr. Rudy became special agent in 
New York and after service in the Army 
in World War II he went with the 
American in 1946 as inland marine su- 
perintendent, with duties extended in 
1951 to include also burglary and glass. 

After graduating from Montclair High 
School in 1930, W. D. Ryerson started 
with the Home in its fire underwriting 


Mass. 





May 4, 1956 





department. In 1936 he went with the 
New York City branch office of a Phila- 
delphia company in charge of their fire 
department. He joined the New York 
office of American Insurance Group in 
January, 1942, and became fire under- 
writing supervisor in 1947. 

Mr. Ryerson is a past president and 
secretary of the Conference of Special 
Risk Underwriters, and has been on the 
advisory committee for five years. He 
is now in his third year on the fire 
committee of the Insurance Society of 
New York. 

Foley, Don>»van, Beik 

John V. Foley was born in New York 
City and attended public elementary and 
high schools in Brooklyn, N. Y. His 
first position was in the insurance de- 
partment of the Title Guarantee & Trust 
of Brooklyn. After several years in the 
U.S. Army in World War IT he joined 
the metropolitan fire department of Fred 
S. James & Co. 

Mr. Foley became affiliated with the 
Eagle Star Insurance Co., in 1925, as 
examiner of the metropolitan and = su- 
burban fire business until joining the 
metropolitan department of the Ameri- 
can in 1945. He was made. supervisor 
of the suburban fire department in 1950 
and superintendent of the renewal and 
service department in 1953. 

Michael A. Donovan, superin- 
tendent, was born in Collinsville, Conn., 
and educated in the elementary and high 
schools of that town. He entered in- 
surance with the Aetna Casualty & 
Surety in Hartford, and later came to 
New York, where he continued insur- 
ance work. 

Prior to joining the American in 1949, 
Mr. Donovan was superintendent, loss 
department, Potomac Insurance Co., and 
superintendent of first party claims for 
Manufacturers Casualty Group, both of 
Philadelphia. He is a member of the 
Loss Executives Association, Inland 
Marine Claims Association, New York 
City Casualty Insurance Claim Managers 
Council and the New York Claim Asso- 
ciation. 


loss 


F. F. Beik, native of New York City, 
with a background as machinist and 
tool maker, entered insurance in 1918 


as an inspector. He joined the Bankers 
Indemnity in 1934 as superintendent of 
the inspection and engineering depart- 
ment. He is a member of the American 
Society of Safety Engineers, and Greater 
New York Safety Council. 

Harmon, Mueller, Stefanchik 

Kdward A. Harmon, attorney for the 
office, has been practicing for 24 years. 
He attended New York University, re 
ceiving the degrees of Bachelor of 
Science, Master of Arts and Doctor of 
Jurisprudence. After teaching psychol- 
ogy for two years he entered the field 
of general insurance law. 

Mr. Harmon was attorney for the 
Phoenix of London Group for 12 years 
and in 1944 became attorney for the 
American. 

Paul J. Mueller, superintendent of ac- 
counting department since February, 
1955, was born in Orange, N. J., on De- 
cember 21, 1923. After graduating from 





Orange High School in 1942 he weni 
with the American Storage Co. for sev- 
eral months. Then followed three years 
in the Army. 

Tn February, 1946, Mr. Mueller re- 
turned to the American Storage Co., and 
a year later went with Bankers Indem- 
nity as a clerk in the audit department 
In October, 1950, he was transferred t« 
the audit department of the New York 
office and in May, 1951, was assigned 
as an outside auditor for the company 
in lower Manhattan. In November, 1952, 
he was transferred to the acccunts de- 
partment. 

Enul A. J. Stefanchik, supervising au- 
ditor, is a native of Bayonne, N. J. After 
graduating from high school he = at- 
tended Pace College evening courses for 
two years, specializing in accounting 
and business administration. From 1927 
to 1941 he was with the general account 
ing and auditing departments of Ameri- 
can Radiator Co. For nearly two years 
he was with Bayonne Associates as chief 
construction cost accountant, following 
which he served from May, 1943, to 
July, 1947, with the U. S. Maritime 
Commission as auditor of construction 
cost and recapture renegotiations on ex- 
cess profits. Mr. Stefanchik went with 
Bankers Indemnity, in July, 1947, as 
casualty auditor at Newark. 

Wrist watches were presented to three 
representatives of the office who have 
been there a quarter of a century. They 
are Ida May Siggins, secretary to Mr. 
Richard; Robert Knapp of the burglary 
department; and Mildred Erber of the 
fire underwriting department. 


e i 

Nervice Office Meets 

Page 24) 

pr Vision of that plan calling for promul- 
gation of rates by the fire rating bu- 
reaus. In many respects the procedures 
for rating and auditing incorporated in 
that plan were borrowed from our mul- 
tiple location rating plan so that as- 
sistance to companies and to. rating 
bureaus by this organization should 
prove valuable. 

“In this connection, our committees 
are now reviewing the mercantile block 
plan to determine first, whether changes 
in the multiple location rating plan or 
Form “A” rules are indicated and, sec- 
ond, whether improvements can be found 
ior its reporting endorsement.” 

For 1954 Manager T. D. McCarl re- 
ports fire only total premiums written 
of $68,158,868 on Forms 1, 2, 4 and 5 
and on Form “A,” with losses of $29,,- 
156,917, and a loss ratio of 42.8%. For 
the five vears, 1950-1954 total premiums 
were $331,079,476, losses $125,410,801 and 
the loss ratio 37.9%. For Form “A” 
alone the 1954 loss ratio was 45.2% and 
for five years 41%, 

Officers elected for the coming 12 
months are as follows: governing com- 
mittee chairman, Mr. Miller, U. S. attor- 
ney, Commercial Union Group; vice 
chairman, J. L. Erhardt, assistant U. S. 
manager, Royal-Liverpool Group; tras- 
urer, C. M. Close, executive vice presi- 
dent, Great American Group. 
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agents—all ways! 


has been an Agency Company first, last and always. Our Agents’ 


security is a vitally important consideration. We stand in back of our 


The NORTHERN ASSURANCE has provided 
reliable insurance protection for over 120 years. 


‘*‘UP-THE-CREEK’’ FEELING? 


Northern Agents don’t! They know that for over a century Northern 
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When thieves looted the car of jewelry 
salesman Jack Seide 25 years ago, they 


: unwittingly did a multimillion - dollar 
favor for the trucking and insurance 
industries. Boiling mad, salesman Seide 

; rigged up a contraption that would sound 
a loud alarm whenever anybody tam- 


pered with his car. Seide’s first crude 
dlevice was the ancestor of the compact, 
equipment made today by 

Babaco Alarm Systems, Inc., biggest 
peonsinl in the field. 

The value of cargo stolen each year 
from all types of trucks: common and 
contract carriers, shipper-owned or 
leased vehicles, long haulers, short haul- 
ers, freight forewarders, air cargo units 
and all types of local pickup and delivery 
trucks goes higher and higher, but it 


3 could be much bigger if there were no 


truck burglar alarms. Thieves hesitate to 
touch a truck that has the familiar Baba- 
co warning sign on it. In New York Citv 
one night, when two trucks were stolen 
from a parking lot, they turned out to 
be the only two in the lot not alarm- 
equipped. 
Tampering Starts Alarm 


Those few thieves who do tamper with 
Babaco-equipped vehicles quickly regret 
it. The result of any kind of tampering— 
jimmying doors, breaking windows, even 
towing the truck away—is a loud, pierc- 
ing wail from a siren. 

How are those ingenious ag 
watchdogs made? How do they stay 
such good condition that not one aa 
lar’s worth of truck cargo has ever been 
lost due to their failure, according to 
the Babaco organization. Perhaps the 
best way to find answers to these ques- 
tions is to take a quick trip through 
Babaco’s plant in the heart of Manhat- 
tan’s thundering trucking district. 

To protect the reputation of its prod- 
uct, Babaco_ has to be sure that every 
part is made exactly as it should be 
made: and for that reason, the company 
manufactures most of the vital parts 
itself. The main manufacturing area of 
the plant is, consequently, a medley of 
diverse operations. In one place men 
and machines are making relay systems. 
in another sirens, in another control 
units. 

A special section of the plant is de- 
voted to the 12-volt batteries specially 
designed for Babaco. These batteries 
power the alarm sirens; each must be 
capable of running a siren continuously 
for four hours. As the heart of the 
Babaco Alarm, they must be checked 
and rechecked thoroughly to make sure 
they will do the job they are assigned. 
Every Babaco Alarm in use on the high- 
ways gets checked every 30 to 90 days. 


Each Unit Thoroughly Tested 


Over in the testing department there 
are sub-units and completed alarms be- 
ing put through a series of tests that 
would break ordinary equipment to 
pieces. An electronic machine gives each 
unit 15 minutes of incredibly severe 
jarring and jolting, equivalent to a year’s 
riding ona truck. Another device checks 
every vital part for its performance 
in extremes of temperature, for Babaco 
parts must live both in winter’s bitterest 
cold and in the scorching heat of sum- 
mer. 

Still another machine checks the con- 
tact devices that touch off Babaco 
Alarms; this machine puts each contact 
through the equivalent of 50,000 door- or 
window-openings. In a somewhat less 
ingenious but equally practical test, a 
worker pitches into the siren housings 













| Babaco Alarm Systems Completes 
25 Years Of Theft Prevention 





JACK SEIDE 


President 
with a hammer, cold chisel and other 
burglar tools 
Behind the entire Babaco manufac- 


turing operation lies the engineering de- 
partment, whose job it is to develop the 
continued improvements that keep the 
Babaco Alarm up to date. Babaco has 
poured more than $250,000 into research, 
and is still pouring. As fast as new 
needs arise to deter thieves attacking 
trucks, cars and other types of vehicles, 
the engineering department works out 
ways to meet them. 

Some years ago, for instance, truck 
cargo thieves developed a method of 
stealing parked trailers by simply un- 
hitching them, hooking on their own 
tractors and driving them away. Baba- 
co’s engineering department promptly 
devised an extension of their standard 
alarm, which is called the “Parker.” To- 
day, when anyone but the authorized 
driver even tries to move a Babaco- 
equipped truck or trailer, the “Parker's” 
siren goes off. And ifa thief tries driv- 
ing the vehicle away he discovers that 
the engine has automatically been killed 
and the clutch frozen. 


Installation of Alarms 


The actual manufacturing of alarm 
systems is, of course, the backbone of 
3abaco’s business, but it is by no means 
the whole story. In another part of the 
company’s New York headquarters, cus- 
tomer’s trucks and cars are lined up 
for installation of alarms. Here, as at 
more than 200 Babaco agencies through- 
out the country, trained mechanics fit, 
custom install and service each vehicle 
individually with one of 20 different 
types of Babaco systems. 

Babaco does not sell alarms; it leases 
them. There is a sound reason behind 
this: by retaining ownership of the 
alarms, Babaco retains the right to 
see that they are well and_ properly 
maintained during their working life. If 
Babaco did not do this, some customers 
might allow their alarm systems to de- 
teriorate—and then wonder why the sys- 
tems failed to operate at crucial mo- 
ments. By seeing to maintenance itself, 
Babaco protects its alarms’ reputation 
for absolute reliability—and, at the same 
time, protects cargoes. 

The tremendous task of maintaining 
thousands of alarm systems all over the 
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country begins in the offices at the New 
York plant. Here, a complete life history 
of every Babaco alarm in operation is 
filed, carefully kept up-to-date with in- 
formation that pours in from the 200 
agencies. Babaco sends “Tardy” re- 
minders until the job is done, if periodic 
service checkups are neglected. The no- 
tice is then recorded on the service his- 
tory card of that particular alarm, A 
Babaco “Librarv Card” is installed with 
each system. This card serves both as a 
guide to the subscriber to tell him when 
his next service checkup is due and as a 
receipt for the service performed. 


Files Are Aid to Underwriters 


3abaco’s voluminous central files act as 
a clearing house for every installation 
and checkup performed throughout the 
country. They have proven valuable, not 
only to Babaco, but to subscribers who 
have found them helpful in obtaining 
maximum insurance coverage at mini- 
mum rates, and also to insurance under- 
writers. Asked to provide coverage for a 
trucking operation, an underwriter natu- 
rally wants to know how much risk is 
involved. It is not enough for him to 
know that a truck fleet is protected 
by Babaco Alarms. He must know that 
those alarms are in top-notch condition, 
that they will not fail when failure 
might mean thousands of dollars in 
losses. 

Babaco’s service records turn up this 
information immediately. With it in 
hand, the underwriter can go ahead with 
the certain knowledge that the cargo 
he is insuring is as safe from theft as 
human ingenuity can make it, and he 
can then promulgate a rate which in 
some cases pays for the cost of the 
service or more than pays for the serv- 
ice—by reason of the insurance saving. 

For a quarter of a century Babaco’s 
engineered theft prevention thas been 
providing protection for billions of dollars 
worth of truck cargoes, serving as the 
major nemesis of truck cargo thieves 
and hijackers and the chief source of 
comfort to truckers, shippers, insurance 
underwriters and agents. 





Auto Overcharges 


(Continued from Page 31) 


ing copy for use by local boards intended 
to call the public’s attention to the fact 
that they might have been overcharged 


and pointing out that not all compa- 
nies are guilty. The advertising copy 
will be submitted to our Insurance 


Commisioner, who has evidenced more 


than usual interest in the problem. 
Vermont 


“Insurance Department advises that to 
date Service Fire only company exam- 
ined. By agreement with committee of 
NAIC, that company is to re-audit all 
policies written from July 1, 1954 to July 
1, 1955. It is indicated thz aut where in- 
correct classification is found, rebate 
will be made.” 

Mr. White stated that the New York 
Insurance Department is studying the 
problem in that state through an in- 
vestigation of one of the finance com- 
panies. 





STEWART PHOENIX SPECIAL 
The Phoenix of London Group an- 


nounces appointment of J. Preston 
Stewart as special agent for South 
Carolina under direction of Tim E. 


Cooper, manager of the group’s offices 
at Charlotte, N. C. Prior to becoming 
associated with the Phoenix he was 
associated with another company in 
North and South Carolina. 
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Rochester Field Club 


Hears Harris of Phoenix 
W. H. Harris, assistant United States 
manager of the Phoenix London Group, 
was the principal speaker at the Insur- 
ance Field Club of Rochester meeting. 
Mr. Harris who gained his early experi- 
ence as the London underwriter for the 
Phoenix Group, gave outline of the mer- 
cantile block form. He traced its his- 
tory, development in California and 
other states, its current status in New 
York State and the problems involved 
from an underwriting and sales stand- 
point. 


St. Louis Auto Thefts Up 


Thefts of automobiles in St. Louis are 
running 70% ahead of the average of 
1951 statistics compiled by the Auto 
Theft Bureau of the St. Louis Police 
Department, headed by Sgt. Richard C. 
Jerabek. In 1955 such thefts here to- 
taled 4,793 as against 2,769, in 1951 and 
again in 1952. In 1953 the total jumped 
up to 3,433 while the 4,000 mark was 
passed in 1954 when 4,022 cars were 
stolen. 

Sgt. Jerabek said that thefts of au- 
tomobiles provided the largest classifica- 
tion in crimes against property in the 
police department records. The bright 
side is that the proportion of recoveries 
for stolen cars is very large. Last vear 
Sgt. Jerabek and his eight-man squad 
recovered 96% of all automobiles and 
trucks reported as stolen. That com- 
pares favorably with the national re- 
covery average Most thefts come un- 
der the “joy- riding teen-agers” designa- 
tion. In 1955 a total of 717 persons were 
arrested for car thefts and of these 471 
were juveniles, 





Mississippi Traffic Up 


Traffic along the Mississippi River in 
the St. Louis area is getting into full 
swing, with a total of 1,354,450 tons of 
varied freight being locked through the 
Chain of Rocks locks adjacent to Gran- 
ite City, II. during March, compared 
with 1, 142,108 tons in March, 1955, a gain 
of 212,342 tons, Col. George E. White, 
jr. St. Louis ‘district U. S. Engineer 
reports. The tonnage locked through at 
the Alton, IIl., locks on the Mississippi 
just below its. junction with the Illinois 
River also was up 18.6% in March, total- 
ing 1,317,181 tons as against 1,043, 556 tons 
in March, 1955. 
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Industry People Assure Supt. Holz of 
Cooperation on Compulsory Auto Law 


all 
represent.” ; 
On this joint committee the following 


Leffert 
Deputy 


Superintendent of Insurance 
Holz of New York State 
Superintendent Arthur F. 
that the 
liability 
to work, sought and received on 
the from 


representative 


and 
Lamanda, con- 
new auto- 


vinced compulsory 


mobile law in this state can be 
made 
support 
the 


in the promulgation of rules and regula 


Tuesday assurance of 


segments of business 
tions to govern the operation of the act. 
Superintendent Holz said in his open- 


remarks at a well attended public 


ing 

hearing in the auditorium of the New 
York County Lawyers Association, that 
he realized the many problems which 
must be overcome. At the same time 
he is confident that by cooperation of 
one and all “we can do the job for the 


benefit of the insurance industry and the 
people in the state.” 

The Superintendent further declared 
that “47 other states are watching what 
we do. So if we come up with a work- 
able plan it will be a model for the 
rest of the nation.” 

Deputy Lamanda then called attention 
to Section 93-A, paragraph 4, which 
defines the term “owner’s policy of lia- 
bility insurance.” This section provides 
that the Superintendent of Insurance 
shall promulgate in a regulation mini- 
mum provisions which should be con- 
tained in an “owner’s policy of liability 
insurance” at least 90 days prior to the 


effective date of. the act (October 31, 
1950). 

Before promulgating such regulation 
or any amendment thereof the Superin- 


with all insurers 
liability in 


consult 
automobile 


tendent shall 
licensed to write 
surance in New York State. 

It is further stipulated that the Su- 
perintendent shall prescribe minimum 
provisions to be contained in the policy. 
minimum provisions shall reflect 
the provisicns of the so-called standard 
automobile liability policy issued within 
the state at the date of regulation. How- 
ever, the motor vehicle liability policy 
as prescribed in Section 94-q (safety 
financial responsibility act) which pro- 
vides absolute coverage, is not to be 
used as a guide. Of course, the compa- 
nies can issue a more liberal policy than 
the minimum provisions. 

It was indicated that policy limits re- 
quired, exclusive of interest and 


These 


costs 


with respect to each motor vehicle, are 
to be $10/20,000 with $5,000 limit on 
property damage in any one accident. 


The policy need not be coterminous with 
the registration period of the vehicle in- 
sured, 


Leslie Speaks for Rating Bureaus 


William Leslie, general manager, Na- 
tional Bureau of Casualty Underwriters, 
was the first of the industry representa 
tives to express evidences of cooperation 
with the Department. Speaking for the 
National Bureau as well as the Mutual 
Insurance Rating Bureau, he said that a 
joint sub-committee of six had been au- 
thorized to work with the Superintend- 
ent on matters in connection with the 
new act, particularly on policy forms, 
and like wise to work with the Motor 
Vehicle Commissioner. He advised th« 
Superintendent that member companies 


of the two rating bureaus write approxi- 
of the automobile insurance 
“this 
authorized to 


mately 90% 
in the United States and therefore 
committee of six will be 





act for the companies which they 


companies will serve: NBCU—Maryland 
Casualty, Royal- Liverpool Insurance 
Group and Travelers; Mutual Rating 
Bureau—Liberty Mutual, Lumbermens 
Mutual Casualty and Utica Mutual. 


NAII and Producers Promise 


Cooperation 


A spokesman for the National Asso- 
ciation of Independent Insurers assured 
the Superintendent that his organization 
would name its own subcommittee. In 
turn, John C. Weghorn, prominent New 
York City agency executive, who is 
chairman of the recently formed Pro- 
ducers Conference, said the brokers and 
agents of Greater New York were ready 
and willing to cooperate. Its subcom- 
mittee consists of Max Klotz, repre- 
senting the Joint Council; George Ort, 
representing Insurance Brokers Associa- 


tion of the State of New York; Morti- 
mer Nathanson, representing the Greater 
New York Insurance Brokers Associa- 
tion, and Mr. Weghorn as. chairman. 
The Producers Conference, he advised 
Mr. Holz, is acting for the Bronx In- 
surance Brokers Association, Brooklyn 


Association, Brooklyn 
Association, General 
Association of New 
York, Greater New York Insurance 
Brokers Association, Independent In- 
surance Brokers Association of Brook- 
lyn, Long Island Insurance Brokers As- 
sociation, New York City Insurance 
Agents Association, United Insurance 
Brokers Association (Harlem) and the 
Insurance Brokers Association of State 
of New York. 
\rthur Schwab, 
York State Association of 
Agents, who attended the hearing 
Joseph Neumann, past president, 
similar assurance of cooperation 
said that “we will be happy to serve 


Agents 
Brokers 


Insurance 
Insurance 
Insurance Brokers 


president of the New 
Insurance 
with 
gave 
and 
ol 


the industry committee.” 
In effect, the various subcommittees 
selected will constitute an over-all in- 





Club; 








Cuil Wi Be Happy 
AT HIS FINE RESTAURANTS 


23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 
Newly Elected Member of Esquire Charge 
also members of 
Diner’s Club and Trip Charge Systems. 


EMIL PANGAL—Genial Host to Downtown Diners for over 26 Years 


fo See You 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 


Gourmet and 








Winners in IAC ‘Best Use 
Of Advertising’ Contest 


TO RECEIVE AWARDS IN JUNE 


Tom Bartlett of Ohio Selected for 
Second Year in Row; Essex County 
Association Gets Recognition 





The Insurance Advertising Conference 
announced this week the agent winners 
in its 1955 “best use of advertising” 
competition among insurance agencies 
associations. The four divi- 
candidates for the 
(1) G. Fred 


and agents’ 
sion winners and 


grand award are as follows: 


Gund, Jr., Crawford, Neb. (Division I, 
under $50,000 premium per year); (2) 
Tom Bartlett Insurance Agency, North 


3altimore, Ohio (Division II, $50,000 to 
$100,000 annual premium) ; (3) The D.A. 
Traynor Insurance Agency, 69 Clinton 
Street, Plattsburgh, N. Y. (Division III, 
$100,000 to $250,000 annual premium) ; 
(4) Jannasch Insurance Agency, Inc., 
Gary, Ind. (Division IV, over $250,000 
annual premium). 

A special citation was also awarded 
the Essex County (N. J.) Insurance 
Agents Association, winner of Division 
V. This special division of the contest 
has been established expressly for com- 
petition among agents’ associations. 


Tom Bartlett of Ohio distinguished 
himself as a second-time winner, having 
won the award last year for his pre- 


mium category. His excellence in the use 
of advertising and results obtained from 
it have placed Mr. Bartlett in position 
to be selected as winner of the IAC 
“Oscar” which, along with other awards, 
will be presented to these agents at 





dustry committee to work cooperatively 
with the New York Department. 
Deputy Lamanda _ promised 
time would be lost in getting down to 
work. As soon as personnel of the 
various subcommittees are in his hands 
he will call a get-together meeting. This 
will be held before the end of May. 


that no 
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TAC’s annual 10-12 at 
Skytop, Pa. 

Careful evaluation of their advertising 
programs by the four winning agents 
indicated an analytical approach to the 

value of such projects. In competition 
with two other, older agencies, and one 
direct-writing company, one agent cred- 
ited an advertising expenditure of $2,000, 
with having increased his premium by 
$20,000. One half of his new business, 
he said, “walked in the front door in 
response to advertising.” Another winner 
credited his advertising expenditures of 
less than $3,000 with having brought in 
216 new customers, paying premiums of 
$16,783. There was universal agreement 
that advertising appropriations in 1956 
would be higher than ever before. 


meeting June 


Judges in the Competition 


The four winning entries in the IAC 
contest were selected from a broad field 
by a highly qualified board of judges 
representing both the insurance business 
and the advertising business. They in- 
clude: Frederick W. Doremus, manager, 
Eastern Underwriters Association; J. M. 
Hickerson, president, Hickerson Adver- 
tising, Inc., New York; John McLatchie, 
advertising director, Time Magazine; 
Arthur M. O’Connell, member of execu- 
tive committee, National Association of 
Insurance Agents, and William N. Wood- 
land, editor, The Standard of Boston. 

The decision of the judges was based 
entirely upon the quality and the results 
of each agent’s advertising program, 
measured by comparison with other en- 
tries within the same premium volume 
category. It was clear that the primary 
aim of all the winners was to attract 
new customers, but emphasis also was 
placed on their interest in strengthening 
relations with their established clientele. 

Appreciation for the assistance ren- 
dered by the insurance companies was 
repeatedly expressed in the entries re- 
viewed by the judges. One contestant, 
whose first concentrated program of 
advertising was initiated in 1955, wrote 
to each company his office represents 
for advice as to media which agents 
could use advantageously. Another com- 
mented: “I feel that the companies have 
done and are doing their fair share, 
and it is now _up to the agents to become 
more active in advertising our splendid 
profession.” 


ASSETS PASS $200 MILLION 


Lumbermens Mutual Casualty Reaches 
New Record; Net Surplus Increases 
$2 Million in 1955 

Assets of Lumbermens Mutual Casu- 
alty Co. passed the $200,000,000 mark in 
1955 reaching a new record high of 
$202,552,000. This represents an increase 
of approximately $11,200,000 over the 1954 
figure, and is more than double the 
company’s asset total of $93,600,000 in 
1948, Chairman James S. Kemper has 
announced. 

Underwriting and investment earnings 
for 1955 totaled $18,588,000. After Federal 
income taxes of $2,030,000, dividends to 
policyholders amounted to $14,558,000, 
including $400,000 added to the reserve 
for policyholder dividends. 

Net surplus was increased $2,000,000, 
bringing surplus for policyholder pro- 
tection to a new high of $32,000,000, Mr. 
Kemper said. Earned premiums totaled 
$117,188,000. 

Pursuant to its regular practice, stocks 
are carried at cost, which on December 
31 was $5,173,000 less than market; no 
credit is taken in the annual statement 
for this amount. 
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Voice Opposition to 
Model Compensation Law 


DUTY OF INDIVIDUAL STATES 
American Mutual Alliance Tells U. S. 
Department of Labor That Plan 
Is Unworkable 


Commenting on the proposed “Model 
Workmen’s Compensation” law, devel- 
oped by the U. S. Department of Labor, 
the American Mutual Alliance has de- 
clared that the responsibility of a 
workmen’s compensation law must rest 
with the individual state and the appro- 
priateness of any provisions in the law 
must be determined by the citizens 
within that state. The AMA told the 
Labor Department that “it would be 
inconsistent with this point of view to 
make any recommendations or sugges- 
tions concerning the draft of the so- 
called model bill.” 

In a letter to Under Secretary of La- 
bor Arthur Larson, AMA General Man- 
ager Newell R. Johnson declared that 
while the American Mutual Alliance has 
studied the law in detail “our observa- 
tions are primarily concerned with cer- 
tain fundamental principles which we 
feel are basic to the proper functioning 
of any workmen’s compensation system 
which meets the social and economic 
conditions that society may impose upon 
it.” 

Demands Will Vary 


Mr. Johnson emphasized that the de- 
mands upon such a system will vary 
from state to state due to the difference 
in industrial characteristics and_ social 
and economic development. “In that 
workmen’s compensation is interrelated 
with the entire social and economic 
structure of the community, it must be 
responsive and_ sufficiently elastic to 
meet the needs of the individual com- 
munity or state,” he said. “A workmen’s 
compensation system which functions 
properly will nz aturally evolve to meet 
changing social and economic conditions. 
Such a system cannot, nor should it be, 
hamstrung in its development by stand- 
ards which are devised for other areas 
and other industrial conditions. 

“What possible role can a ‘model’ law 
play in the workmen’s compensation pic- 
ture? It has been suggested by the De- 
partment of Labor that an exemplary 
act could be drawn which would include 
the best provisions of the best acts of 
every state and that such an act could 
serve as a model for al] states. In our 
opinion there can be no such exemplary 
act for all states to follow. What may 
be sound policy for one state may not 
be sound policy in another state. 

“It is easy to say, and perhaps it 
sounds desirable, that the best provisions 
of each state should be used as a model. 
However, this proposal assumes that all 
interested persons will recognize what 
the ‘best’ provisions are. Unfortunately, 
the ‘best’ provisions will depend upon 
the particular philosophy of the person 
or group that is anz ulyzing the provi- 
sions, Agreement on the ‘best’ provisions 
in an area where there is such wide 
divergence of opinion would be impos- 
sible. 

Consider Entire Law 

“To consider the adequacy or inade- 
quacy of a workmen’s compensation law 
one must consider the law in its entirety 
and in the light of the industrial condi- 
tions of the particulz ir state involved. 
Improvements in the operation of the 
law cannot come by excerpting provi- 
sions from the laws of other states. The 
companion provisions of the laws of 
other states may be entirely different as 
well as the industrial conditions for 
which that particular law or_ provision 
was devised. The method of grafting 
isolated provisions on to state laws can 
only bring confusion, unnecessary liti- 
gation, and a resulting hodge podge of 
laws that will make the system less ef- 
fective. 

“By promulgating the model bill the 
Department of Labor is attempting to 
establish standards for states to follow 
in the enactment of their workmen’s 
compensation laws. The implication is 


HOLD REGIONAL MEETINGS 





Standard Accident and Planet Schedule 
Conference Series For Key Branch 
Personnel 
Standard Accident Insurance Co., De- 
troit, and affiliate, Planet is holding a 
series of regional conferences through 
July for key personnel in the companies’ 

branches. 

Each conference calls for discussions 
on general subjects such as production 
and field coordination and claims opera- 
tions in particular. Home office execu- 
tives will be present at each meeting. 
Special meetings of branch managers in 
two key areas will be held in conjunction 
with the conferences. 

The first conference was held at the 
New York office on April 30. During 
this month, meetings will take place in 
New York, Chicago, Cincinnati and De- 
troit. In June, conferences will be held 
at Philadelphia, Boston, New Jersey, 
Washington, D. C., Dallas and St. Louis. 
The last scheduled conference will be in 
Chicago on July 3 





that those states which do not have the 
provisions of the model law are inade- 
quate according to Department of Labor 
standards. It is our opinion that the 
judgment as to whether a system is ade- 
quate or inadequate should rest with 
the people of the state involved—for 
they are the ones that are particularly 
and primarily concerned. The laws of 
the state are and should be a reflection 
of the desire of the people of that state. 

“Contrary to what seems to be the 
thought of the Department of Labor, 
these laws have received the considered 
attention of many people in the individ- 
ual states concerned who have a vital 
interest in seeing that these laws func- 
tion properly. Employers groups, labor 
unions, insurance carriers, the medical 
profession and other interested parties 
have participated in a free exchange of 
ideas which has worked to the improve- 
ment of workmen’s compensation laws. 


Fireman’s Fund-Founders’ 


Stock Exchange Plan Filed 

Fireman’s Fund Insurance Co. has 
filed an application with the California 
Department of Insurance for a permit 
to issue new shares of its $2.50 par value 
common stock in a total not to exceed 
61,800 shares to be exchanged for the 
103,000 outstanding shares of the $10 
par value stock of the Founders’ Insur- 
ance Co. of Los Angeles. 

The exchange is to be made on the 
basis of three-fifths of a Fireman’s 
share for each share of the Founders’. 
The application sets forth that the ratio 
is based on the book value of each 
company’s stock as — in the annual 
report on file with the California De- 
partment for the year 1955. 

The exchange of stock is to become 
effective on condition that 80% _ of 
Founders’ shareholders accept the offer 
of Fireman’s by deposit of shares with 
the Farmers & Merchants National 
Bank of Los Angeles, designated as the 
depository agent. 


N. Y. Comp. Board Seeking 


General Rate Revision 


The New York Compensation Insur- 
ance Rating Board is contemplating a 
general rate revision to become effective 
July 1, 1956, subject to the approval of 
the New York State Insurance Depart- 
ment. The rate revision program is now 
in the process of development by the 
appropriate committees of the Board. 

A filing of such general rate revision 
will be made with the Department as 
soon as practicable, and upon approval 
thereof a schedule of the revised rates 
will be published promptly, General 
Manager Robert E. Marshall, states. 





On the whole the results of this method 
have been satisfactory and the system 
of state control has proved to be suc- 
cessful.” 
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FIRE & EXTENDED COVERAGE 
ALL FORMS CASUALTY 
AVIATION 


NATION-WIDE CLAIM SERVICE 


CASUALTY COMPANY 


ORLANDO, FLORIDA 


NEW AMSTERDAM PROMOTIONS 
J. B. Duke Elected a Director; Messrs. 


Hartman, Johnson, Martin Vice Presi- 
dents; Five Others Promoted 
Nine executives in the New Amsterdam 
Casualty of Baltimore figured in pro- 
motions announced following the board 
of directors’ meeting on April 206. J. B. 
Duke, vice president of the company 
in charge of the bonding department in 
its New York office, and Victor Frenkil, 
president of the Baltimore Contractors, 
Inc., were elected to fill vacancies on 
the board. Mr. Duke has been with the 

New Amsterdam for over 30 years. 

The following three officers were 
elected vice presidents: C. C. Hartman, 
formerly assistant general counsel in 
the home office—over 25 years with the 
company; A. Reid Johnson, formerly 
assistant secretary who continues in 
charge of the agency department, and 
George E. Martin, formerly assistant 
secretary in charge of the burglary, glass 
and fire departments who continues to 
head these departments. 

Promoted to resident vice presidents 
were John L. Dell, who is manager of 
the real estate property department; 

J. Entwistle, formerly assistant sec 
retary who continues in the New York 
bonding department, and A. G. Middle- 
ton, formerly assistant treasurer who 
continues in charge of personnel, ac- 
counting and detail in the New York 
office. 

Elected to assistant secretaries were 
Michael J. Donnelly, 35 years with the 
company, who is a bonding underwriter 
in New York, and R. M. Kirkpatrick, 
Baltimore home office, who has handled 
burglary and glass lines for many years 





Promotions Made iy 
United States Casualty 


At the annual meeting April 26 of the 
board of trustees of United States Casu- 
alty, J. B. Duke, vice president of the 
company, was elected a trustee. He has 
been with United States Casualty and 
its parent company, New Amsterdam 
Casualty, for 40 years and has been lo- 
cated in New York City since 1930. 

At the trustees meeting, E. Emmett 
Burke, treasurer of United States Casu- 
alty, was elected a vice president. He 
has been with the company since 1913 
when he started as manager of the pay- 
roll audit department. He was promoted 
to assistant treasurer in January, 1923, 
and to treasurer in April, 1942. 

Leon Kirschenbaum was appointed a 
resident vice president by the trustees 
and M. J. Donnelly was named an as 
sistant secretary. Mr. Kirschenbaum 
started in the claim department in 1924 
and the following year was transferred 
to New York as assistant to the depart- 
ment head for fidelity-surety claims. He 
was promoted to assistant secretary and 
assistant general counsel in April, 1950, 
for both United States Casualty and 
New Amsterdam Casualty. ; 

Mr. Donnelly joined United States 
Casualty in 1917 and has served continu- 
ously ever since as an underwriter in its 
bonding department. 


Atomic Energy Pieris to 
Start in Washington May 14 


Monday, May 14, is the day on which 
the Joint Atomic Energy Committee will 
start hearings in Washington, D. C. on 
insurance problems related to private 
nuclear installations. 

Figuring prominently will be a_pro- 
posal by Senator Clinton P. Anderson 
(Dem., N. M.), chairman of the com- 
mittee, which would provide for . system 
of excess insurance by the U. S. Govern- 
ment for third party liz ibility. Under his 
plan a limit of $500,000,000 would be 
placed on the potential liability of an 
operator for any one disaster. 

Senator Anderson has maintained 
that development of commercial atomic 
energy cannot be allowed to be delayed 
through lack of insurance protection. He 
does not feel that the $65,000,000 of cov- 
erage which wil be provided in private 
company pools is sufficient. 
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Teen-Age Loss Experience and Driver Training 
Hold Top Interest at NAHI New Orleans Meeting 


By LeverinGc CARTWRIGHT 


The young driver table, now that little 


sister has been allowed to sit with the 
worse underwriting 


By rights, youthful 


grown-ups is a 
nightmare than ever. 
drivers ought to be paying three times 
the 1A rate now. 

consensus at the session 
on underwriting at the New Orleans 
April 25-26 of the 
National Association of Independent In- 
over which F. A. Holderman, of 


capably presided. 


This was the 


“workshop” meeting 
surers, 
Zurich 

This finding led to speculation whether 
full cycle on 
theory, 


Insurance Co., 


the business has not come 
this refinement of classification 
whether the first principles of insurance 
are not being affronted. It was felt that 
there is danger that the most undesirable 
risks will become so isolated that they 
can’t support themselves in the under- 
writing market place. 

None of the participants was suggest 
ing that the rate for the young male 
driver should actually be driven up to 
three times the 1A mark. They all con- 
ceded that to take their fair share of 
these risks at a losing rate is the price 
that has to be paid for engaging in the 


auto insurance business. Several com- 
panies are striving to hold their accept- 
ances by number of risks to the per- 


centage of licensed youthful drivers in a 
particular state. 


Load Rate As Heavily As Possible 


Paul F. Gallmaier, of Meridian Mutual 
of Indiana, said the rate must be loaded 
as heavily as possible, even though it 
can’t be made self-supporting. Careful 
risk selection must be practiced; the 
percentage of such risks must be held 
down; there should be promotion ot 
safety education and driver training, and 
the parents should be worked on to 
exercise restraints. 

The interesting comment was made 
that the problem —. end at the 25th 


birthday. Ages 26-28 are stinkers. A. F. 
Heine, assistant vice president of All- 
state, said they used to think age 23 was 


the dividing line. They learned by ex- 


perience that it was not. 


Age 25 isn’t adequate as a dividing 
line. Age 26 “plagues us” especially, he 
said. 


In answer to a question, “Can you 
afford to insure them (the young male 
drivers) ?,”. Mr. Holderman said the 
proposition is rather, “can you afford not 
to insure them?” There has to be a 
reasonable market. 

Mr. Heine said that today young girls 
who own and operate their own cars are 
“grossly underrated.” On the other hand, 
the experience on family cars with young 
girl drivers is superior even to that of 
the 1A class. The answer probably is 
that the parents are in the 40- 50 bracket, 
by and large, and that is the very best. 

Driver Training in Schools 
discussion of 


There was considerable 


driver training in the schools. Mr. Heine 
said that previous statistics may have 
been misleading in their strong indica- 


tion of the better records of youths with 
such training than those without. For, 
the driver training courses had a pre- 
ponderance of girls, and the difference 
may have been more a matter of sex 
than of training. He expressed the fear 
that putting young girls with adults may 
pul] the rug from under driver training 
programs, because the incentive to ac- 


complish a reduction in rate is lacking. 
However, he voiced the hope that these 
programs will continue to grow. 
possibility of 


He sug- 


gested the commencing 


classroom instruction on 


driving at an 


earlier age, so as to try to develop better 


attitudes. 
Mr. Heine also 
National Bureau-NAVA dri 


credit is 10% for 


Vert 


and 6 hours behind the wheel. 
has a graduated scale of discounts. For 


instance for 
two hours behind the wheel, 


the 


5% discount. It is 15% for 30 


He said California law 
training. 
school authorities, 
the six hours behind 


specified in the statute. 


especially 
the w 


mentioned that the 


raining 


30 hours of classroom 


Allstate 


ten hours of classroom and 


re isa 
and 6. 


required driver 
That causes a problem for the 


to provide 


heel 


Some are 


that is 
now 


advoc ating that 15 hours with the Aetna 


Drivo-Trainer System coun 


hours of behind the 


t for 


three 


wheel training. 


A. E. Kraus, vice president of Govern- 


ment Employees Insurance Co., s< 


Virginia law plan provides 
“periods” and 10 “periods” 
wheel. For that there is a 


for 3 


ud the 
6 class 


behind the 


10% 


credit. 


For classroom instruction alone there is 


a discount of 5%. 

David W. Robinson, of 
Casualty, 
that is in the mill. 

Clyde Cecil of Colorado 
said there is no indication 


Farm 


that 


Delta Fire & 
told of the plan in Louisiana 


Mutual 


driver 


training has improved the loss experi- 


ence one whit. 


it may have some long range effect, 


is, maybe a lad at 21 will ren 
something from his driver training and 
won't be quite as madcap as he might 


otherwise be. 
Henry L. 

ance Co., 

the under 


Moffett, of Sec 


25 bracket, 


ured 


Some people hope that 


that 
rember 


Insur- 


said that 16 is the best age in 
and that ages 17 


and 18 move right into the 200 to 300% 


loss column. 


Friendly Words for Seat Belts 


There was a discussion of seat belts. 


with everyone having a fri 
to say on this score. 


endly 
Some observers felt 


word 


that the presence of the belt in the car 
is a reminder of the hazard of motoring 
and will tend to have a favorable psy- 


chological effect. 
said his company, 


David W. 


in a three year study, 


R« 


»binson 


concluded that a loss ratio improvement 
of seven points might be expedited on 
BI and 30 points on medical payments 


with seat belts, 
in Louisiana for 
BI and 20% on 
seat belts. 
Commissioner 
asked about the companies 
which are granting 
belts. 
homa gives 10% off. 
gives 10% 
there is no 


a deviatior 
medical 


Americz 


recovery 


1 of 


in hi 


deviations f¢ 
Industrial Insurance Co. of Okla- 


in on 


His company has filed 


5% on 


payments for 


Hunt of Oklahoma was 


s State 
yr seat 


ivelers 


off on medical payments, but 
unless it can be 


proved the injured person was strapped 


in at the time of the accider 

Some felt that seat belt 
even though motorists don 
at all times. Mr. 


it. 


s are 
’t use them 
Robinson said he uses 


good 


his on the highway but not in the city. 


Mr. Gallmaier said use of 


the belt be- 


comes automatic if the driver accustoms 


himself to buckling himself 
runs, short and long. 
Mr. Holderman said the 


in 


belt 


for all 


s have 


prov ed compar: atively more helpful when 
the impact is less than when it is severe. 


Hence, 
ing. Also 
city driving. 
were using seat 
do the companies 
require that. All 


that exposure is 


with rat 


gre: 


they should be used in city driv- 


iter in 


None of those who spoke 
belts in the re: 


ir, nor 


e discounts 


commentators 


agreed 


that there should be policing of the belts. 


There are “gyp” belts on 


today. 


the 


market 


Recruiting and Training of Underwriters 


Another topic covered was recruiting 


and training of underwriters. 


Mr. 


Hold- 


erman said recruiting of college gradu- 
ates is discouraging because of competi- 
tion from other employers and particu- 
larly by the astronomical — starting 
salaries that are offered, He mentioned 
$350 per month as such. 

J. K. McLean, actuary of State Farm 
Mutual Automobile, said the first aim 
should be to get high caliber personnel. 
State Farm tries for college graduates. 
Its minimum is two years in college. The 
new man is given a battery of tests to 
spot his strong points. Each new man 
is assigned to work closely with an ex- 


perienced underwriter. He must take a 
course on the agents training manual 
and then 30 thours of classroom (two 


hours per week) on the underwriting 
manual. He is encouraged to take the 
courses of Insurance Institute of Amer- 
ica and CPCU. The local college course 
in public speaking, letter writing and 
supervisory training are heavily utilized. 
The man is moved from the position of 
junior underwriter, to senior underwriter, 
then to assistant: underwriting superin- 
tendent and underwriting. 

No one is hired unless he gives prom- 
ise of being material for the job of 
underwriting superintendent. The men is 
given “cross training” exposure to claims, 
service work, etc. When well versed he 
is sent on field trips to the agents. On 
the average it takes two years to be- 
come a senior underwriter. State Farm 
has no problem of turnover. 

Charles E. Hagar, vice president of 
American Fire & Casualty of Orlando, 
Fla., drew a laugh when he said they 
have no recruiting problem and no turn- 
over problem, “In the winter all your 
underwriters come through our city,” he 
said, “and many of them come in to see 
what are the chances of staying on in 
our wonderful climate.” 


Wisconsin Youthful Driver Supplement 


High praise was accorded the so-called 
Wisconsin youthful driver supplement 
during a workshop session on the auto- 
mobile assigned risk plan. Under the 
plan an insurer gets credit for each 
youthful driver risk it assumes volun- 
tarily and this counts in lieu of an 
assignment. 

D. A. Tapley of State Farm Mutual 
Automobile said the Wisconsin plan re- 
moves the marginal risk from operation 
of the assigned risk plan. 

D. E. Johnson, director of underwrit- 
ing of Nationwide Insurance ‘Co., said 
this plan avoids stigmatizing the youth- 
ful driver. This year the first crop of 
war babies moves into the 16-year age 
bracket and gets behind the wheel. They 
may grow up with strong feelings about 
insurance if they are offended by their 
experience. The Wisconsin plan is a 
good public relations system. By reason 
of the operation of the supplement, the 
Wisconsin plan has saved the necessity 
of adding perhaps 10 persons to the staff, 
he said. 

Edgar E. Hibbard of American Uni- 
versal Insurance Co., said a similar plan 
exists in Massachusetts. 

There was a discussion of whether in- 
dependent companies should be permit- 
ted to charge bureau rates on risks they 
write by assignment. Mr, Tapley said 
some states require bureau rates to be 
written on such risks. He voiced the 
belief that the higher expense ratio on 
such risks and the higher expense factor 
removes these people from the usual 
classification definitions. They are a 
horizontal rating class cutting across all 
others. 

A. E. Kraus, vice president of Govern- 
ment Employees Insurance Co., Wash- 
ington, D. C. and moderator, stated there 
is a proposal before the national ad- 
visory committee to make a driver 











ineligible for insurance if he has a record 
of six operating losses. 

Mr. Holderman of the Zurich said he 
has long favored the pool principle for 
assigned risks. There should be a com- 
mon fund, he said, so that the element 
of iuck would be removed from the loss 
results. Mr. Holderman also commented 
on the question of whether assignment 
should be based on number of risks 
written or on the basis of premiums. 
He said the premiums written basis is 
fairer or a unit system on a modified 
basis, for instance giving extra credit 
for such things as public vehicles. 

There was a discussion on the embar- 
rassing duty that is placed on the insur- 
ance business of making it difficult for 
the habitual offender to drive. E. J. 
O’Brien of the Kemper Companies felt 
that this should fall directly on the 
public authorities. Insurance should de- 
pend on the eligibility of the driver, not 
vice versa. 

D. E. Johnson said the state requires 
people to be financially responsible to 
drive. It is equally important that they 
require them to be “socially” responsible, 
he emphasized. 

Wade Martin Defends State Supervisor 

Hard hitting blows for the cause of 
state insurance supervision were struck 
by Wade O. Martin, Louisiana secretary 
of state and Insurance Commissioner, in 
addressing the NAIT luncheon meeting 
April 25. 

He declared that the adoption of the 
A. & H. advertising code has little if 
any significance in the ultimate preser- 
vation to the states of the right to regu- 
late and tax the insurance business ex- 
clusively, He challenges the view that 
“after the adoption of the code one can 
relax ‘because state regulation has been 
preserved. . . 

The necessity for adoption of the code 
arose, he said, because certain states 
failed to assume the responsibilities that 
were imposed upon them by public law 
15 “after 12 years of grace.” If adequate 
laws had been enacted in every state 
Federal Trade Commission would have 
had no occasion to step in, he asserted. 

Adoption of the code, as excellent an 
instrument as Mr. Martin said he con- 
cedes it to be, is simply an admission 
that Public Law 15 is not being complied 
with in at least one phase of the indus- 
try, 

The lesson to be learned is to appre- 
hend other isadsaii icies in law or ad- 
ministration and provide remedies before 
the problem is dramatically precipitated 
as it was when FTC started citing in- 
surers, 

Mr. Martin 
the alternative is not 
supervision but rather exclusively state 
supervision on the one hand or dual 
regulation on the other. He warned that 
those who assert a preference for Fed- 
eral regulation when they become un- 


happy with some aspect of state super- 


further emphasized that 
state or Federal 


vision cannot hope to shuck — state 
control. Hence, they should bend their 
efforts to help make state regulation 


adequate and reasonable. He noted, for 
instance, that the railroads and _ utilities 
are responsible to two sets of regulatory 
officials. Also, that railroads are subject 
to a 10% transportation tax levied on 
passengers, and there is a Federal tele- 
phone tax. 
Refers to Utah Decision 

One way in which the states might 
lose exclusive jurisdiction is through 
liquidation of insurance companies_ in 
Federal courts. In this connection Mr. 
Martin referred to the decision of the 
U. S. District Court for Utah in Case 
No. C-157-55 by which it undertook to 
set up a Federal receivership for an 
Idaho insurance company despite the 
fact that Idaho has laws regulating such 
companies. If, he said, this court may 
validly assume such jurisdiction “the 
battles we have fought for state regula- 
tion not only will take on the character 
of minor skirmishes, but will seem like 
peace meetings compared to the battles 
which we will have to fight if state 
regulation and taxation is to survive.” 

Mr. Martin insisted that the Utah 
court’s assumption of power is clearly 


(Continued on Page 38) 
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“Unforeseen events...need not change and shape the course of man’s affairs” 








Blind date 


Today? Tomorrow? Who knows when you may have a date... with trouble. 
A disabling accident...a fire...a damage suit...a dishonest employee ...an auto crash. 

Takes only one to cause a crippling loss. Unless you have adequate insurance 
to protect your home, business, and possessions thoroughly. And thoroughness is the 
job of your Maryland agent or broker. He gives his personal attention to planning 

the right kinds and the right amounts of protection at the right time— 
before you meet the unexpected. Make a date with him today. 
Because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and 
Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of his knowledge and judgment. 
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NATIT New Orleans Meet 


(Continued from Page 36) 


Public Law 
ress shall be con- 


barred by the provision of 
15 that “no 
strued to invalidate, impair or supersede 
the 


business of 


act of Cong 


any law enacted by any state for 


purpose of regulating the 


insurance.” 


The insurer involved, he recalled, was 
an Idaho company operating in about 
half the states. When it became in- 
solvent the Idaho commissioner insti- 
tuted proceedings for its liquidation 
under the Idaho laws. While such pro- 
ceedings were pending, a_ creditor 
brought a suit in the Utah Federal 


Court for appointment of a Federal re- 
ceiver. This was done and that receiver 
demanded surrender of the deposits held 
by the various states, some of which 
were fixed by state law, In Louisiana 
this demand was refused. However, many 
states gave up their deposits. “Tf the 
enactment of Public Law 15 and_ the 
Constitution of the United States can be 
so successfully avoided, evaded or ig- 


nored, the battle for exclusive regulation 
and taxation of insurance by the states 
is only beginning,” he said, 


However he expressed the belief that 
the cause has not been lost nor wl it 
be lost by “ultra vires orders issued by 


Federal courts.” The Federal court is 
not authorized to direct a state to sur- 
render a deposit which it has exacted, 


in the exercise of its police power, as a 
condition of a foreign insurer doing 
business therein. 

This would violate Public Law 15 
Article III, Section 2 of the U. S. ‘Con- 
stitution and the Tenth Amendment. The 
U. S. Supreme Court, he said, has often 
held that the process of a Federal court 
may not be invoked against the state 
under the guise of a proceeding against 
a state official who is simply performing 
his statutory duty in the exercise of the 
state’s sovereign power. 

“Tf the Federal courts can move 
the field of insurance through the back 
door of receivership, it will surely not 
be long before they will be coming 
through the front door of judicial regu- 
lation of insurance at the Federal level,” 
he said. 


and 


into 


Mr. Martin took cognizance of com- 
plaints that there has been a tendency 
for regulators to invade the field’ of 
insurance company management and 
that they have been guilty of over- 
regulation in certain respects. He said 
that over-regulation can be just as 


menacing to continued exclusive regula- 
tion and taxation by the states as inade- 
quate regulation. 

Finally Mr. Martin contended that 
lack of reasonably experienced insurance 
commissioners over long periods of time 
could be a threat to state regulation. 
The average term of the commissioner 
should be lengthened. Of the states that 


do not elect commissioners the average 
tenure has been 314 years over the past 
12-year stretch. To bring the _ effect 


home, he asked his audience to imagine 
the state of affairs in an insurance com- 
pany that rolled its president over every 
314 years, with the new man being a 
novice, Industry and the states should 
work together to provide more continu- 
ity. 

The compensation of the commissioner 
is so meager, he said, that the problem 
of regulation is made more difficult. The 
average annual salary (based on replies 
from 44 states) is but $7,142. 


Praise for National Board’s Town 
Classification System 


The National Board town classification 
system, which every so often gets brick 
bats thrown its way by reformers, was 
highly praised during the fire under 
writing workshop session at the New 
Orleans convention of NATIT 

A. P. Cunningham, Jr., secretary of 
Audubon Insurance Co. of New Orleans, 
said that three years ago a program was 
launched to overhaul the entire sy stem 
in Louisiana and apply the so-called uni- 
versal grading schedule. This was a 


Titanic ‘undertaking, he said, and it now 


looks as if it “would fall on its face.” 
The scheme may have to be abandoned. 
The results have not justified the criti- 
cisms of the old system that used to be 
heard. It now looks like a sound and 


stable system. 

3. M. Porter, vice president of Ameri- 
can Fire & Casualty of Orlando, who 
was moderator of the session, remarked 
that even if the National Board system 
is not perfect, it looks like the best. 
It has the very great virtue that as a 
town grows, it can improve its grade 


by improving its fire fighting facilities. 


R. W. Miles, vice president of Pre- 
ferred Insurance Co. of Grand Rapids, 
said he thought the system would be 


improved by giving more consideration 
to structural building codes. 

There was discussion of the Texas plan 
of grading the fire insurance rate on 
dwellings by amount of insurance car- 
ried. This becomes effective in August. 
Mr. Porter said that this plan is on the 
right track. He brought out that Texas 
has abundant statistics showing a break- 
down of loss experience by value of 
dwelling. This shows that the cheap 
dwellings are producing the worst record. 

W. M. Bryson of the Mississippi In- 
surance Department was asked about 
the recent institution of an 11th class 
area in his state to supplement the Na- 
tional Board’s ten town classes. Class 11 
is for dwellings out in the country away 
from all types of fire protection and this 
equalizes with owner-occupied farm 
dwellings. 


Are Commercial Risks Being Subsidized? 


On the question of whether commer- 
cial risks are being subsidized by dwell- 
ing risks, Walter G. Wunderlich, vice 
president, National Service Fire of Mem- 
phis, uttered a resounding “No.” Dwell- 
ing rates in the last 5 to 10 years have 
been shredded. In Tennessee in the last 
ten years they have been reduced 2314%. 
Extension of the home owners policies 
constitute another substantial reduction 
in the dwelling rate. These rates are 
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now about as low as they can go. They 
can’t be cut to the point that they 
will be a losing proposition for the agent 
to write. In the last five vears in 
Tennessee the incurred loss ratio was 
45% on dwellings and 46% on commercial 
risks. C. C. MacDuff of American Uni- 
versal of Providence said he thought the 
rates on higher valued dwellings have 
been out of line, but that the home 
owners policies will correct that. 

On the question of windstorm de- 
ductibles Mr: Cunningham said the plan 
has been less than successful. Many 
agents still turn small loss claims over 
to the company, so they won’t have to 
deny liability. The company thus in- 
curs an adjustment expense of $9-$15 for 
the privilege of denying liability. That 
is about what it costs for one year to 
buy insurance to waive the deductible. 
About 75% of the deductibles are being 
waived in Indiana. ‘The premium is $10 
for the $50 coverage for a five year term. 
He noted that North Carolina had turned 
down the deductible although indicating 
a willingness to approve a rate increase. 

The TV antenna problem may become 
less troublesome, he said. Manv of the 
newer tvpe sets come with bu'lt-in an- 
tenna. Also with more stations there is 
less need to go high in the air. He 
agreed that TV antenna coverage should 
be removed from the dwelling protection 
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with an option to buy the insurance spe- 
cifically. 

Mr. Porter said he is an advocate of 
the deductible. The whole state of 
Florida now has the $100 deductible on 
an optional basis. Most people take th« 
deductible. They are used to it. It is 
no PR _ problem. 





Program for President’s 
Occupational Safety Meet 


Secretary of Labor James P. Mitchell, 
general chairman of the President’s Con- 
ference on Occupational Safety, May 
14-16, announced the top participants this 
week. Some 3,000 delegates will attend 
the three day session. 

Secretary Mitchell, Agriculture Secre- 
tary Ezra T. Benson, Atomic Energy 
Commission Chairman Lewis L. Strauss, 
Washington State Governor Arthur PB 
Langlie, Commerce Under Secretary 
Walter Williams, Secretary-Treasurer 
William F. Schnitzler of the AFL-CIO, 
and President J. D. Zellerbach of Crown- 
Zellerbach Corporation will give the 
principal speeches. 

.ast year’s evidence of 14,000 killed 
and 2,000,000 injured in occupational acci- 


dents reveals the need for intensive 
safety measures, Secretary Mitchell 
cited. 


Community safety programs and panel 
discussions on State Occupational Safety, 
Public Employe Safety, and Farm Safety 
will be part of the conference which will 


conclude on Wednesday with a “Report 
to the President” by the Labor Secre- 
tary, summing up the general conclu- 
sions. 





Robert J. Coyne Advanced 
To Agency Superintendent 


Robert J. Coyne has been advanced to 
agency superintendent of the National of 
Hartford Group’s casualty and surety 
operation in its western department. An- 
rT of the promotion was made 
by C. L. Zook, general manager of the 
a 

Mr. Coyne attended John Carroll Col- 
lege and since his discharge as captain 
in the U. S. Army Air Force has been 
continuously in the field as a casualty 
and surety production representative. 
Since 1952, he has been casualty super- 
visor for the National of Hartford Group 
in Ohio. He will headquarter in the 
western department office at Chicago, 
where he will be associated with As- 
sistant Manager J. L. Robertson in the 
further development of the Group’s 
casualty and surety business. 





Hildebrandt Marks 30 Years 
With Standard and Planet 


Gilbert S. Hildebrandt, manager of the 
Buffalo branch of Standard Accident, 
Detroit, and affiliate, Planet, recently 
celebrated 30 years of service with the 
companies. He started with Standard as 
superintendent of the burglary depart- 
ment at the home office. 
_ In 1929 he was made manager of 
Standard’s Syracuse office and served 
in this post until 1941 when the branch 
was moved to Buffalo and then he be- 
came its manager. In 1946 he was given 
the additional duties as manager at Buf- 
falo for the company’s fire and marine 
affiliate, Planet. 
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President’s Traffic 
Safety Meetings Begin 


c. & S. ASSN. COOPERATING 


Atlantic City Conference This Week 
Well Attended by Capital Stock 
Key People 








The four regional conferences of the 
President’s Committee for Traffic Safety 
scheduled for May and June will make 
use of the services of many representa- 
tives of the capital stock casualty and 
surety business, the Association of Casu- 
alty and Surety Companies thas an- 
nounced. 

The conferences, being held on May 
1 and 2 in Atlantic ‘City; May 14 and 15 
in Miami Beach; May 23 and 24 in Chi- 
.cago, and June 1 and 2 in San Francisco, 
are intended to stimulate participation in 
and support for traffic safety activities 
on local, state and national levels. 

J. Dew ey Dorsett, general manager of 
the association, has ‘assisted in the form- 
ative stages of the conference as a mem- 
ber of the advisory council for the con- 
ferences. Thomas N. Boate, manager of 
the association’s accident prevention de- 
partment, is a member of the executive 
committee and chairman of the finance 
committee for the conferences. Harold 
K. Philips, public relations manager of 
the association, is a member of the con- 
ferences’ public relations advisory com- 
mittee. 

Robert J. Allen, assistant manager, 
and Emerson H, Westwick and Marland 
Kk. Strasser, field representatives of tie 
association’s accident prevention depart- 
ment, have served as field representa- 
tives during the pre-conference period. 

Robert I. Catlin, vice president, Aetna 
Casualty & Surety and chairman of the 
advisory committee of the association’s 
accident prevention department, partici- 
pated in the Atlantic City Conference 
this week in his official capacity as 
chairman of the Connecticut State Safety 
Commission, Perry H. Taft, manager of 
the association’s Pacific Coast office will 
be active in the San Francisco Confer- 
ence. 

Several representatives of the industry 
will serve on the public relations staff 
while the conferences are in_ session. 
Among them are the following company 
men: William H. Hackett, superintend- 
ent of advertising, American Insurance 
Group, Atlantic City conference; C. 
Scheer, public relations director, Zurich 
Insurance Co., Chicago ‘Conference, and 
Edward O. Scharetg, manager of the ad- 
vertising and public relations depart- 
ment, Fireman’s Fund Group, San Fran- 
ciscc Conference. 

Also assisting in the dissemination of 
news from the conferences will be the 
following members of the association’s 
public relations staff: Myles Smith, Pa- 
cific Coast public relations director, San 
Francisco Conference; Lloyd Palmer, 
Oklahoma public relations branch office 
manager, Chicago Conference, and Rich- 
ard L. Mayes, of the public relations 
department in New York, Atlantic City 
and Miami Conferences. 

The Association is also serving as one 
of the follow-up groups for the confer- 
ences and is listed as one of the organi- 
zations in a position to help states and 
communities organize for traffic safety. 
It has agreed to distribute complete in- 
formation on the National Driver Educa- 
tion Award Program to each conference 
delegate and to display traffic safety 
literature published by the Association 
during all conference sessions. 

In addition to those serving on com- 
mittees and the staff of the conferences, 
several hundred other representatives of 
the capital stock insurance industry have 
been invited to attend the conferences 
as delegates. It is estimated that all 48 
states will be represented by several 
stock insurance people or local agents. 


LICENSED IN NEW YORK 
Massachusetts Plate Glass Insurance 
Co. of Boston has been licensed by the 
New York Insurance Department to 
write business in this state. Writing 
only glass insurance, the company is 
operating in 12 other states. 





Swiss Company Splits Shares 


The Wintherthur Accident Insurance 
Co., according to a cable printed in the 
New York Times of Monday, split its 
Ordinary shares May 2 so that more 
small investors can become stockholders. 
Wintherthur premiums collected in 
Switzerland rose from 164,000,000 francs 
in 1950 to 281,000,000 francs in 1955 while 
an unusually large increase was made 
by its American subsidiary—Accident and 
Casualty Insurance Co. 


NAMED BY GOV. RIBICOFF 





Four Hartford Insurance Men Repre- 
sented Conn. at President’s Eastern 
Traffic Safety Conference May 1-2 


Among the 28 delegates named by 
Governor Ribicoff of Connecticut to 
represent the state at the 
eastern regional traffic safety conference 
May 1-2 in Atlantic City, N. J., were 
Robert I. Catlin, vice president, Aetna 
Casualty & Surety, who is chairman of 
the Connecticut Safety 


President’s 


Commission; 


Travelers; J. J. 


Haugh, vice president of the 
Coogan, Jr.,. Philadel- 
phia, Hartford Accident, and A. W. 
Spaulding, retired vice president of the 
represented the 


Charles J. 


same company, who 
State Chamber of Commerce. 

Governor Ribicoff, who was head of 
the Connecticut delegation, was the 
principal speaker at the conference. He 
discussed his state’s new program ot 
traffic safety promotion under which a 
“get tough” policy on convicted speeders 
has been adopted. 
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Travelers Booklet “Fatal Fallacies’? Reveals 
Worst Auto Accident Toll on Record 


The nation’s worst automobile accident 
toll in history was recorded in 1955, it 
has been announced by The Travelers 
Insurance Companies. Traffic deaths to 
taled 37,800 last year compared with 
35,500 in 1954. The injury count reached 
2,158,000 compared with 1,960,000 in the 
previous vear : 

These figures are taken from “Fatal 
Fallacies,” the 22nd in an annual series 
of traffic accident data booklets pub- 
lished by The Travelers. Accident facts 
from every state in the nation are col 
lected and analyzed for the booklet by 
Travelers’ statisticians. 

Excessive speed was the most danger- 








Council Calls Traffic 
Death Rise “Emergency” 


Faced with the highest March death 
toll from traffic accidents in history, 
the National Safety Council said) on 
April 29 that “a traffic accident emer- 
gency” now exists. Warning was issued 
by Ned H. Dearborn, the  council’s 
president, that if the present trend con- 
tinues the record of 39,969 deaths a year, 
established in 1941, will be surpassed 
in 1956. 

The number of deaths in March was 
placed at 2,960, or 320 more than March, 
1955, and 94 above the previous record 
2.866 for the month, set in 1937. 

This was the 13th consecutive month 
of increased traffic deaths. The toll for 
the first three months of the vear rose 
to 8,590, the second highest first-quarter 
total on record. The greatest number of 
fatalities ever counted for the first quar- 
ter of a vear was 8,615 in 1937. 

Mr. Dearborn has called upon state 
and national authorities for an all-out 
effort to reverse the traffic death trend. 
He declared that the four regional con- 
ferences, scheduled for May by the 
President’s Committee for Traffic Safety, 
might well be called “emergency con- 
ferences.” The death toll certainly un- 
derscores the urgency of these public 
support meetings, he said. 








ous driving mistake again in 1955, killing 
12,700. The 1954 total was 12,380. per- 
sons. The injury total resulting from 
excessive speed was 702,560, compared 
with 659,000 in 1954. 


Only One Bright Spot 


The pedestrian record was the only 
bright spot in the 1955 accident picture. 
It reflected improvement for the fifth 
consecutive year. Pedestrian casualties 
were reduced to 230,400, compared with 
235,060 in 1954. 

Drivers under 25 years of age were 
involved in more than 27% of 1955's 
fatal accidents, although they comprise 
only about 14% of the total of all the 
nation’s drivers. 

Week-end crashes accounted for 15,730 
killed and 766,090 injured. The 1954 
week-end record was 13,980 killed and 
678,000 injured. Crossing between inter- 
sections, “jay walking,” and stepping into 
the street from behind parked cars are 
the chief causes of pedestrian deaths and 
injuries. 


Features Cartoons by Ted Key 


The 32-page booklet features cartoons 
by Ted popular 
“Saturday feature, 
“Hazel.” 

_The booklet also reveals that one out 
of every 75 persons in the United States 
became a traffic casualty in 1955. Fur- 
thermore, 85% of the vehicles involved 


Key, creator of the 
Evening Post” 





$1,831,000,000 IN S. S. COSTS 


_National Health Minister Paul Mar- 
tin has gone on record that in 1956 
Social Security in Canada will cost 


$1,831,000,000 and the expenditures rep- 
resent the same percentage of net na- 
tional income, 8.4%, as in 1937. 





in accidents were passenger cars. 

Other significant findings are that 22% 
of the deaths occurred on Satur lays; 
4 p.m. to 8:00 p.m. are the most danger- 
ous hours of the day. 

The vear 1955 reveals that traffic 
deaths and injuries are on the increase. 
There were 57 injuries to each death, 
compared with only 37 injuries per death 


in 1941, 
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NAII PLEDGES COOPERATION 


Independent Insurers Give Promise That 
They Will Support New York 
Compulsory Auto Law 

The National Association of Independ- 
ent Insurers, one of the leaders in the 
unsuccessful fight against the compulsory 
automobile insurance bill, has pledged 
its tull and unstinting cooperation now 
that New York Governor Harriman has 
signed the bill into law. 

lin letters to Leffert Holz, Superintend- 
ent of Insurance, and Joseph P. Kelly, 
Commissioner of Motor Vehicles. the 
association’s general manager, Vestal 


Lemmon, said: “Although we are stil! 
unalterably opposed to the theory of 
compulsory insurance, in New York we 
are no longer dealing with theory but 
with fact. i 

“The solutions to many knotty prob- 
lems will have to be worked out both 
before and after the law becomes oper- 
ative next January 1. As good citizens. 
we can do no less than offer our full 
support and cooperation.” 

NAII represents some 300 companies 
which write more than one-third of the 
automobile insurance in the nation. In 
1954 these companies wrote some $67 
million worth of insurance in New York 
and about $77 million last year. 
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H. W. Heinrich Retires 
From Travelers Cos. 


PROMINENT SAFETY ENGINEER 
Served 43 Years with the Group; Author 
of Books and Manuals; Honored 
in New York and Paris 

H. W. Heinrich, superintendent of the 
engineering and loss control division of 
The Travelers Insurance Companies, has 
retired aiter more than 43 years’ service 
with the insurance firm. A well known 
safety engineer, Mr. Heinrich has been 
associated with the Travelers since 1913 
and has had extensive service in both 
the home office and in the field. 

He is a registered professional engi- 
neer (mechanical) in Connecticut and 
holds a designation as a chief engineer, 
marine, from the U. S. Department of 
Commerce. Mr. Heinrich is also a boiler 
and elevator inspector in several states. 

Mr. Heinrich is a member of the 
American Institute of Electrical Engi- 
neers, the American Society of Mechan- 
ical Engineers, the American Society of 
Sanitary Engineers, the Hartford Engi- 
neers Club, the President’s Conference 
on Industrial Safety, the liaison commit- 
tee on Safety of the Associated General 
Contractors of America, and is active in 
committee work for the American Stand- 
ards Association. 

Well Known as Author 

An internationally known authority on 
safety, Mr. Heinrich is the author of 
several books, manuals and magazine 
articles. He has written “Industrial Acci- 
dent Prevention,” “The Supervisor's 
Safety Manual,” “Basics of Supervision,” 
and “Formula for Supervision.” 

In 1952, he received the Arthur Wil- 
liams Memorial Medal from the Ameri- 
can Museum of Safety in New York and 
the Medal of the Conservatoire Nation- 
nale des Arts et Metiers in Paris, The 
presentation was made by Dr. Andre 
Salmont with other members of the fac- 
ulty and the student body in attendance. 
In the ceremony, Dr. Salmont stated that 
recognition by the university, one of the 
oldest in France, was extended because 
of many basic contributions to the sci- 
ence of preventing loss of life and prop- 
erty, and because of the value of the 
material in the book, “Industrial Acci- 
dent Prevention,” of which Mr. Heinrich 
is the author. A translated version is a 
standard text in the university. 

Following his retirement from The 
Travelers, Mr. Heinrich and his wife 
will leave on an extended trip to Spain, 
Italy, Turkey, Austria and France. Upon 
his return, he will join the staff of a 
non-profit and non-political organization 
headquartered in New York City. He 
will serve as president and chairman of 
the organization which promotes the 
uniformity of laws governing the safe 
construction, installation and operation 
of steam boilers and pressure vessels in 
United States and the Canadian prov- 
inces. His appointment is effective June 1. 











Black and Palmer Promoted 
In Maryland’s Auto Dept. 


G. Melvin Black has been appointed 
manager of the home office automobile 
department of Maryland Casualty Co. 
\t the same time, John H. Palmer, Jr., 
was named assistant manager of that 
department. Both appointments were 
effective April 30. 

Mr. Blake succeeds James M. Bugbee, 
who has been promoted to vice president 
in charge of automobile underwriting. 
He started with the Maryland in 1929 
in the casualty claim division and was 
transferred to the automobile depart- 
ment in 1934. He entered military serv- 
ice in 1943 and returned to the auto- 
mobile department in 1946 as senior 
underwriter. 

Mr. Palmer, who succeeds the late 
Willard Hartman, came with the Mary- 
land in 1928 in the casualty claim divi- 
sion and was transferred to the auto- 
mobile department in 1929, where he 
las been an underwriter since 1940. 


Insurance Managers Hold 
Meeting Here May 8 


Society of Insurance 
hold its first 


The American 
Management, Inc., will 
semi-annual meeting on Tuesday, May 8, 
at the Hotel Statler in New York City. 
There will be a breakfast meeting of the 
executive committee and 
presidents and later a luncheon meeting 
of the board of directors and chapter 
presidents, 


regional vice 





At the afternoon business session, 
President Frazier S. Wilson, Chicago, 
will welcome those present. Managing 


Director Peter A. Burke will present his 
report, as will also Chairman B. E, Kelly 
of the executive committee. Regional 
vice presidents and chapter presidents 
will tell what has been accomplished in 
their districts. At the banquet James J. 
Reid, member, Employes Compensation 
Appeals Board, Washington, will speak. 


At the meeting of the New York City 





chapter last week at the Statler the 
speaker was Frank S. Glendening, cer- 
tified public accountant of Philadelphia, 
who spoke on use and occupancy cov- 
erages. On the subject of losses he dis- 
cussed the theory there is no loss of 
profit until a sale of goods has been 
made, hence no claim for loss of profits 
is warranted when goods are not sold. 
He said an interruption may not adver- 
sely affect sales and profits for a year, 
as the delayed business may be made up 
before December 31, at some extra ex- 
pense in selling. President Raymond Cox 
presided. 





How American-Associated 
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Engineers saved a manufacturer 
$1,500 per year 


...and helped an Agent gain an important new customer 

















3 A careful survey uncovered a Workmen’s 
Compensation misclassification. An appeal to the 
Rating Bureau resulted in a change in classification 
to one more closely descriptive of the prospect’s 


actual manufacturing operations. 


1 An Agent in southern New England was having no 
luck at all with a large manufacturer. Repeated 
calls on the prospect failed to produce any results. 





superior countrywide service facilities...and 


eagerness to serve.. 


- have paid off for Producers. 


Find out in how many ways we can help you. Contact 


your nearest American-Associated Branch Office. 





AMERICAN-ASSOCIATED INSURANCE COMPANIES 


AMERICAN AUTOMOBILE INSURANCE COMPANY 
ASSOCIATED INDEMNITY CORPORATION 


HEAD OFFICE: PIERCE BUILDING e 


SAINT LOUIS 2, MISSOURI 


a Then, one day the manufacturer agreed to a survey 
of in-plant occupational hazards. The Agent called in 
an American-Associated Engineering Supervisor. 


A This reduced the manufacturer’s rate from 
$1.33 to 66¢. His refund on overpaid premiums for the 
previous year alone amounted to $1,500. 
The Agent got the manufacturer’s Workmen’s 
Compensation business, and all his other lines as well! 
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FTC Upholds Its Jurisdictional 
Power Over Interstate A.&H. Ads 


Commission, in 3-2 Decision, Rules in American Hospital & 
Life Case; National Casualty and Girardian Cases 
Slated for Oral Arguments Before FTC 


\ 3-2 decision in the American Hos- 
pital & Life of San 
week by the Federal Trade Commission 


Antonio case last 


asserted the Commission’s jurisdiction 


over the advertising of accident and 
health insurance involved in interstate 
commerce. The ruling reversed the ini- 
tial decision of Hearing Examiner Farl 
Cox, who ruled the company’s advertis- 
ing was not misleading. 

The majority opinion was written by 
Commissioner William C. Kern and con- 
curred in by Commissioners Robert T. 
Secrest and Sigurd Anderson. Dissent- 
ing opinions were given by FTC Chair- 
man John W. Gwynne and Commissioner 
Lowell B. Mason. 

Accident and health writing companies 
through their trade associations were 
quick to respond to the FTC pronounce- 
ment. The Health Insurance Association 
of America, the American Life Conven- 
tion and the Life Insurance Association 
of America, in a joint statement, pointed 
out that the Commission’s decision 
would “carry far beyond advertising,” is 
“directly contrary to the express intent 
of Congress” and “would deprive the 
states of their right to regulate insur- 
ance,” 

Precedent Established 

The ruling of the FTC establishes a 
precedent because it is the first such 
decision by the Commission since it 
issued advertising complaints against 41 
insurance companies. Two more cases, 
that of the National Casualty Co. and 
the Girardian Insurance Co. are slated 
for oral arguments before the FTC in 
the near future but as yet no hearing 
dates have been set. 

The majority opinion by the Commis- 
sion held that the McCarran-Ferguson 
Act, which was passed in 1945, was sim- 
ply designed to permit traditional state 
regulation of insurance. The opinion de- 
clared “it was not designed to permit 
insurance companies to secure new busi- 
ness by false and misleading advertising 
in interstate commerce, nor was it in- 
tended as an abdication of federal juris- 
diction under the Sherman, Clayton and 
Federal Trade Commission Acts over 
the business of insurance.” 

The ruling maintained that in the 
absence of a far stronger and more 
positive commandment than Public Law 
15 lays down, the FTC cannot be per- 
suaded that, as to the business of in- 
surance, the Federal authority has been 
ousted from the interstate regulatory 
sphere. “It surely could not have been 
the Congressional intent to create a 
legal vacuum wherein an insurance com- 
pany would have been enabled to escape 
regulation of the interstate aspects of 
its business in cases in which the Fed- 
eral and state laws did not conflict,” the 
majority opinion declared. 

Industry Position 
_ In direct opposition to the FTC rul- 
ing, HIAA, ALC and LIAA’s joint state- 
ment pointed out that “advertising is 
not the major issue at stake in the 
'TC’s decision.” The statement de- 
clared: “No company engaged in the 


business desires to publish misleading 
advertising and the companies have in- 
dicated this by the changes that have 
taken place in their advertising to bring 
it into conformance with the advertising 
code promulgated by the National As- 
sociation of Insurance Commissioners 
and the rules laid down by the individual 
state Commissioners.” 

The industry statement maintained the 
Commission’s decision would expand the 
authority of the FTC in competition 
with state laws and with the supervision 
of insurance by state Insurance Com- 
missioners. It said the ruling “is a di- 
rect challenge to the authority of the 
states to regulate the business of insur- 
ance under Public Law 15. 

“Public Law 15,” it continued, “pro- 
vides that no Act of Congress shall be 
construed to invalidate, impair or su- 
persede any law enacted by a state for 
the purpose of regulating insurance un- 
less the Federal law specifically relates 
to insurance, with the proviso that the 
Federal] Trade Commission Act shall 
apply to the business of insurance ‘to 
the extent that such business is not 
regulated by state law,’” the associa- 
tions’ statement declares. The associa- 
tion further pointed out that practically 
all the states have enacted laws govern- 
ing insurance advertising, 

“The three to two vote of the FTC is 
itself indicative of disagreement within 
the Commission as to the proper scope 
of the FTC’s authority,” the joint state- 
ment declared. The dissenting opinion 
by FTC Chairman Gwynne and Com- 
missioner Mason clearly recognizes the 
challenge to state laws and state insur- 
ance supervisors and takes sharp issue 
With the majority opinion, the insurance 
associations said, 

Their statement explained that prior 
to 1944 the Supreme Court had always 
held that the states had exclusive power 
to regulate the insurance business. How- 
ever, in that year the Court reversed its 
opinion and held that when such busi- 
ness was conducted across state lines, it 

(Continued on Page 46) 


Davey Intervention in 
Inter-Ocean Case Denied 


Hearing Examiner Loren H. Laughlin 
of the Federal Trade Commission has 
denied the application and motion by 
Insurance Commissioner William Davey 
on behalf of the State of Indiana to 
intervene in the Inter-Ocean Insurance 
Co. case. 

However, the hearing examiner ruled 
that Commissioner Davey will be au- 
thorized to file a brief or briefs amicus 
curiae “at such time or times as there 
are sufficient actual facts upon the rec- 
ord to warrant the same, that is, at an 
appropriate time or times after counsel 
supporting the complaint have rested 
their case in chief, such authorization 
permitting such amicus curiae to present 
evidence, examine or cross-examine wit- 
nesses, or otherwise to take part in the 
proceedings as a party thereto.” 

John C. Jay, Indianapolis, Ind., is 
counsel for Commissioner Davey. Don- 
ald K. King and John W. Brookfield 
are counsel for the Complaint, opposing 
the intervention, but not objecting to 
the applicant’s appearance amicus curiae. 

William L. Blum of Dinsmore, Shohl, 
Sawyer & Dinsmore represented attor- 
neys for the respondent, Inter-Ocean 
Insurance Co, 


HOWELL N. J. ASSN. SPEAKER 
Charles R. Howell, CLU, Commis- 
sioner of Banking and Insurance of 
New Jersey, will address the May 10 
luncheon meeting of the New Jersey 
Accident & Health Association to be 
held at the Newark Athletic Club. 


Gillespie Now Manager of 
Group Disability Dept. 

Loring P. Gillespie has been named 
manager of the newly created Chicago 
Group disability department of Fire- 
man’s Fund Insurance Group. The new 
department will be located in the west- 
ern department headquarters of Fire- 
man’s) Fund. 

Mr. Gillespie will be responsible for 
the production and underwriting of all 
Group disability lines in the territory 
east of the Rocky Mountains. His im- 
mediate duties will include the forma- 
tion of new Group disability units within 
the eastern, New England, southern and 
southwestern departments of Fireman’s 
Fund. 

Special effort will be made by these 
newly created units to further expand 
Fireman’s Fund operations in the Group 
major medical disability field in which 
the company has pioneered. The de- 
velopment of a full line of disability cov- 
erages is also planned, the announcement 
said. 

Mr. Gillespie attended the United 
States Military Academy at West Point 
and Northwestern University. He has 
been in the Group insurance field since 


1943. 
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J CHEck Up ON “THE Hoosier” 
IF YOU ARE LOOKING FOR 

A SOUND, PROGRESSIVE, AGENCY-MINDED COMPANY 

49 YEARS IN THE ACCIDENT AND SICKNESS BUSINESS 


Complete Service Including Sub-standard Underwriting for 
Agents and Brokers In 


INDIANA, OHIO, KENTUCKY, PENNSYLVANIA, WEST VIRGINIA, 
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THE HoosiER CASUALTY COMPANY 
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For Major Illnesses 


ILLINOIS SEMINAR SPEAKER 


Today’s Plans Provide Too Much Insur- 
ance for Minor Illnesses; Group 
Field Expanding 


Most of today’s health insurance plans 
provide too much insurance for minor 
illnesses and not enough for major ill- 
nesses, Donald D. Cody, second vice 
president and Group actuary of the 


Fabian Bachrach 
DONALD D. CODY 


New York Life, declared April 28, in a 
speech before the second annual insur- 
ance seminar at Illinois Wesleyan Uni- 
versity in Bloomington, III. 

He predicted that in the next decade 
“because of these shortcomings many 
employers will eliminate basic hospital 
and surgical coverages,” but will retain 
and extend the protection provided by 
comprehensive major medical expense 
insurance, 

“Comprehensive major medical ex- 
pense insurance coverage includes the 
principle of a deductible amount as com- 
monly used in automobile collision in 
surance,” he said, “and is believed to 
be the latest development in medical care 
insurance.” 


Extending Group Insurance 


Mr. Cody noted that more and more 
life insurance companies are extending 
Group insurance, which includes major 
medical, to groups of employes of 10 
and less and “this area is one of those 
in which the President and Secretary of 
Health, Education & Welfare Marion B. 
Folsom are urging rapid expansion of 
insurance facilities.” 

According to Mr. Cody the obvious 
shortcomings in typical health insurance 
plans today are: too much insurance of 
minor ills; too little insurance of major 
ills especially non-hospitalized ones; in- 
sured are not sufficiently interested in 
insurance losses to place proper control 
on the charges; and there can be dupli- 
cation leading to over-insurance between 
Group insurance and individual insur- 
ance, and between one Group insurance 
plan and another Group insurance plan. 

He advocated “a comprehensive ma- 
jor medical plan with no underlying tra- 
ditional coverage. The plan excludes the 
small and frequent claim. It incorpo- 
rates coinsurance so that the employe 
is interested in every dollar of claim. 
It covers nearly all types of hospital, 
surgical, medical, nursing, ambulance, 
medicine, and appliance charges, regard- 
less of whether hospitalization occurs. 
It provides a maximum of $10,000 toward 
catastrophic claims. Duplication is ex- 
cluded.” 

In reviewing Group health insurance, 
he said, “the insurance companies and 
the Blue Cross-Blue Shield organizations 

(Continued on Page 46) 
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“Non-Can.” Definition Chief Topic at FIPC 


(Continued from Page 1) 


would prohibit the use 
these 


the Commission, 
of the term “non-cancellable” by 
companies. 

It was contended by Mr. 
letter that “a  non-cancellable 
cannot be re-underwritten or reconsid- 
ered. It thus follows the path of life 
insurance, rather than other insurances 
such as fire, casualty, liability, etc.” 

“In our two companies combined,” his 
letter to the FTC stated, “we would like 
to advertise that we are leaders in the 
non-cancellable disability field. We note 
that Proposed FTC Rule 16 and Rule 
Section 17 of the NAIC rules require 
correct advertising of the relative posi- 
tion of an insurer in the insurance busi- 
ness. It is also provided in FTC Rule 7 
and NAIC Rule Section 7 that statistics 
shall accurately reflect all of the relevant 
facts. We submit that it will be difficult 
for us and other companies to operate 
under these rules if there is any mis- 
understanding as to the basic concept 
of non-cancellable disability insurance.” 

In his letter, Mr. Grahame quoted 
opinions given by several state Insur- 
ance Departments supporting his con- 


tention, 

Another letter to the Commission 
from Jarvis Farley, secretary-treasurer 
of Massachusetts Indemnity Co., who 
was present at the conference, was read 
into the proceedings. He concurred 
wholeheartedly with the position of the 
Massachusetts Protective Companies. 


Cites Restrictive Definition 


Taking the opposing view, Donald S. 
McNaughton, assistant counsel, The 
Prudential, said that he was in complete 
agreement with Rule 4 of the FTC code 
as presently drawn. He declared that 
Mr. Grahame’s object was to restrict the 
term “non-cancellable” to a particular 
type of policy. 

Mr. McNaughton further stated that 
if anyone thinks there is a vested right 
to the term “non-can,” then it is a 
matter for state Insurance Departments 
and a copyright matter. He brought out 
that guaranteed renewable policies are 
euaranteed to a specified age, the in- 
surer cannot cancel the contract, the 
insurer reserves the right to change 
premium rates on a class basis. The 
speaker me uintained “this is a long shot 
from a cancellable policy.” 

Guaranteed renewable insurance is a 
new idea and some people do not realize 
there is a “new baby” in the non-can. 
field, Mr. McNaughton said sharply. He 
cited guaranteed renewable policies as 
an important development and urged 
the promulgation of Rule 4 in the way 
the Federal Trade Commission proposed 
it. 

Mr. McN 


Grahame’s 
policy 


Yaughton’s views were echoed 
by Roy Anderson, actuary, New York 
Life, and Haughton Bell, vice president 
and general counsel, Mutual Life of 
New York. Mr. Anderson reminded 
Commissioner Mason of the latter’s 
statement made at the last trade prac- 
tice conference. The Commissioner at 
that time declared in relation to the 
definition of a non-can. policy, “It is 
not a good thing to restrict a definition.” 
Price H. Topping, associate general 
counsel, Guardian Life, thoroughly en- 
lorsed the position of the guaranteed 
renewable companies and went one step 
‘urther, He explained that his company 
has a guaranteed renewable major medi- 
cal policy, the premium rate of which 
can be changed on a class basis. If 
Rule 4 was made more stringent, he 
declared, we could no longer experiment 
in the field. 


Sees No “Second Guessing” 


In additional comments to his letter, 
Jarvis Farley explained that his defini- 


tion of a non-can. policy is not intended 
to inhibit insurance development. Our 
purpose, he declared, is that the term 
non-can. meaning remain the same as 
it has meant so that an insurer cannot 
“second guess” the insured. 

Regarding the whole question of Rule 
4, Commissioner Mason told the industry 
representatives that it might be well to 
bear in mind that the FTC’s jurisdiction 
is somewhat different from the state 
Commissioners. “Our rules have to be 
drawn on the basis of what we can 
enforce,” he said. “Our jurisdiction is 
limited to the Federal Trade Commis- 
sion Act.” 

Nebraska Director of Insurance Thomas 
R. Pansing, who is chairman of the 
NAIC subcommittee on interpretation of 
the Commissioners’ rules governing A. 
& S. insurance, stated that his subcom- 
mittee does not object to the FTC's 
proposed code. He strongly urged the 
uniform administering of the Commis- 
sion’s rules. 

Moses G. Hubbard, general counsel, 
Commercial Travelers of Utica, at the 
outset of his comments, challenged the 
Federal Trade Commission’s jurisdiction 
in the accident and health field. “Despite 
the recent ruling,” he declared, “I chal- 
lenge jurisdiction of the Federal Trade 
Commission and as far as I am con- 
cerned the FTC has no jurisdiction over 
any phase of the insurance business.” 

He agreed with Commissioner Pansing 
that the administration of the FTC rules 
should be uniform. Mr. Hubbard then 
lashed out at certain provisions of the 
proposed advertising code. 


For Protection of Companies 


Regarding future interpretation of the 
rules, the speaker suggested the pream- 
ble adopted by the New York Insurance 
Department be used. He also suggested 
that there be appended to the FTC 
advertising rules the following state- 
ment: “Compliance with this code is to 
be construed by the FTC as compliance 
with the Feder ral Trade Commission law 
in so far as advertising and advertising 
practices are concerned.” Mr. Hubbard 
pointed out that this would afford pro- 
tection to insurance companies. 

He further suggested that if com- 
plaints are to be made in the future 
against comp: unies those companies 
should be given an informal hearing 
before any such complaint is lodged. 
Mr. Hubbard said that in this way, a 
company can eliminate any cause of 
criticism. 

Speaking for the newly-formed Health 
Insurance Association of — John 
P. Hanna, its general counsel, declared : 
“Although we cannot bind our member 
companies in their individual courses of 
action; nevertheless, we have every rea- 
son to believe that our members will 
individually cooperate with the spirit of 
the proposed rules, In making this state- 
ment we are aware of the ques stion of 
the Federal Trade Commission’s juris- 
diction i in this area. How ever, we recog- 
nize that this question is now in litiga- 
tion, and that this hearing is not the 
proper forum for further discussion on 
that point. It is, of course, understood 
that our appearance here will not be 
construed as having any effect on that 


issue, 
TPC Rules Are Strict 
“As adopted, the NAIC advertising 
rules,” said Mr. Hanna, “and the pro- 


posed trade practice rules now before 
you, are strict. The accident and health 
insurance business as a whole has con- 
curred in strict rules because it wants its 
advertising to be above reproach. In the 
prospective administration and interpre- 
tation of the advertising rules, however, 
it is obvious that public welfare will not 
be served, nor the beneficial purpose of 
sound advertising enhanced, if the lines 
of administration and interpretation are 
drawn too fine. Several of the states, in 
adopting the NAIC rules, have added to 
the preamble a philosophy of sensible, 


flexible administration and interpreta- 
tion. 

“We therefore urge that this Commis- 
sion take notice of and consider the in- 
terpretations by the various states as 
these are evolved in the future and that 
in promulgating the rules it indicates its 
intention to do so. It is self-evident that 
legislation or regulation, where uniform, 
reduces time and expense which in turn 
redounds to the benefit of the public. 


Compliance and Interpretation 


“With present adoption of the NAIC 
rules by many states, plus prospective 
nationwide adoption, it is apparent that 
any marked variation by your proposed 
trade practice rules from the NAIC rules 
confronts the industry with a serious 
problem, not only of compliance, but also 
of prospective interpretation. For that 
reason there is one variation which 
should be commented upon, in order that 
the two sets of rules may be subject to 
the same interpretation. 

“We suggest that FTC proposed Rule 
12 be amended by deleting the words 
3 ordinarily associated with Group 
insurance as recognized in the industry.’ 
This rule seems to be closely related to 
NAIC Section 13. NAIC Section 13 per- 
mits the advertising of franchise insur- 
ance whereas there is some question 
whether such insurance could be adver- 
tised under FTC proposed Rule 12 be- 
cause members of franchise groups do 
not have exactly the same ‘special rates 
or privileges ordinarily associated with 
group insurance. Franchise is defined in 
many states, as well as by the NAIC, and 
is subject to the rules. We believe that 
FTC proposed Rule 12 was not intended 
to prohibit the advertising of any par- 
ticular type of insurance. 

“We appreciate the opportunity to 
present this statement and are confident 
that the members of this Association, 
and the vast majority of the insurance 
industry will continue to serve the public 
honestly and fairly in their dealings with 
policyholders and prospective policyhold- 
ers, through advertising or otherwise. 

“We reiterate our belief that the mem- 
bers of this association will unequiv- 
ocably cooperate with the spirit of the 
proposed trade practice rules.” 

In a brief statement, HIAA General 
Manager Robert R. Neal endorsed Mr. 
Hanna’s position. 

Representing the American Life Con- 
vention, General Counsel Eugene M. 
Thore said that ALC member companies 
are in general agreement with the FTC 
proposed advertising rules. Upon ex- 
amination, he said, we find there is a 
good degree of uniformity with the 
NAIC rules. 

Mr. Thore asked that the “rule of 
reason” be applied to the administration 
of the Commission’s code. 

Ending the trade *. actice conference 
on a pointed note, C. J. Harrington, 
executive vice oe ‘of the Associa- 
tion of Casualty & Surety Agents, in an 
over-all comment on the FTC’s proposed 
advertising code, declared that he feared 
“the cart is before the horse.” 





Pays $3 Extra Dividend 


The Guarantee Co. of North America, 
Montreal, recently paid to its stockhold- 
ers of record March 31 an extra divi- 
dend of $3. For the past two years the 
company has paid $3 extra dividend per 
quarter in addition to its regular divi- 
dend of $1.50 per quarter. 





Mutual of Omaha Ahead by 
$6 Million for 1st Quarter 


Record breaking production results for 
the first quarter of 1956 were announced 
by Mutual of Omaha at its recent board 
of directors’ meeting. Premium income 
for this period was reported as showing 
a gain of $6,000,000 over the first quar- 
ter of 1955. Last year Mutual of Omaha 
reached all-time high of $156,000,000 
in premium income. 

It was also announced at the board 
meeting that installation of service 
points for coverage in 37 countries has 
been completed. These installations will 


Peerless Records Net 
Income of $316,698 


FOR’ FIRST QUARTER OF 1956 


Net Investment dubia Totals $321,372; 
United L. & A.’s Total Assets 
Increase to $34,685,283 


Net income of Peerless Insurance Co. 
for the first quarter of 1956, ended 
March 31, 1956, totaled $316,698, equal 
to 58 cents per share on the 550,000 
shares outstanding, Dudley W. Orr, pres- 
ident, has reported. This compares with 
$431,369 equal to 86 cents per share on 
the 500,000 shares outstanding in the 
first quarter of 1955. 

The firm’s net 


investment income 


amounted to $321,372, up from the $206,- 
834 recorded in the comparable 1955 
quarter, Mr. Orr said. Net premiums 


written totaled $2,496,000, compared with 
$2,207,000 for the first quarter of 1955. 
$2,827,525 Earned Premiums 

Earned premiums, he reported, were 
$2,827,525, against $2,547,469 recorded 
1955’s first quarter. Peerless’ total losses 
incurred, loss expenses incurred, and un- 
derwriting expenses was $2,720,871, com- 
pared with $2,156,384 reported for the 
first quarter of 1955 leaving a statutory 
underwriting profit of $106,654 for the 
1956 quarter as against $391,086 for the 
comparable quarter last year. 

Mr. Orr said that the decrease in un- 
derwriting profit was attributable largely 
automobile experience 
weather 


to unfavorable 
during the extremely bad 
through the winter months. 
United Life & Accident, the Peerless 
affiliate located in Concord, N. H., had 
total assets of $34,685,283, for the first 
quarter, contrasted with $33, 166,174 in the 
comparable 1955 period. Life insurance 
in force totaled $204,767,000, a gain of 
$3,886,000 for the quarter. Net earnings 
amounted to $98,303 compared with 
$61,677 in the first quarter of 1955. 


A. W. WHALEN’S NEW POST 
Joins Bankers National as A. & H. 
Underwriting Megr.; Had Previous 
Service with Prud. and Rel. Life 
Bankers Nation: ul Life, Montclair, N. J. 
has just announced that Arthur W. 
Whalen has joined the company as man- 
ager of health and accident underwriting. 
In his new position, Mr. Whalen will be 
responsible “< the underwriting of both 
commercial A. & H. and the company’s 
new non-can. accident and_ sickness 
program. 
With the Zankers National Mr. 
Whalen will be associated with Carl W. 
Huber, underwriting secretary, while Ray 
McCue continues in his capacity as direc- 

tor of accident and sickness sales. 

Mr. Whalen was previously with The 
Prudential for 4% years and contributed 
greatly to The Prudential’s underwriting 
program of non-can. accident and sick- 
ness since its inauguration. While with 
that company he worked in the training 
program of underwriters and was super- 
visor of an underwriting section. 

Previous to his association with The 
Prudential, he was in charge of com- 
mercial accident and health underwriting 
for 4% years at Reliance Life of Pitts- 
burgh. 

Mr. Whalen is presently residing in 
Manasquan, N. J. with his wife and 
two children. He attended the University 
of Pittsburgh. 





sell and service air travel insurance for 
passengers of the Military Air Transport 
Service (MATS), for which Mutual is 
the exclusive insurance carrier. 

Benefits paid to policyowners and 
beneficiaries for the first quarter of 1956 
were over 19% more than for the same 
period last year. 
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Texas Tribute Paid 
To C. E. McDonald 


HARLAN PRESENTS SILVER TRAY 


Dinner Party a New Officers 
of Both Dallas and Texas State 
A. & H. Assna. Installed 


\ dinner dance was held recently in 
Dallas marking the installation of newly 
elected officers of the Dallas Association 
of Accident & Health Underwriters and 





CLIFFORD E. 


McDONALD 


recognizing Clifford E, McDonald, Inter- 
national Fidelity Insurance Co., who is 
president of the International Associ- 
ation of Accident & Health Underwrit- 
ers. Approximately 150 A. & H. under- 
writers were present. 

First part of the prograni was handled 
by the Dallas association, with J. Frank 
Smith, Southland Life, retiring president, 
as master of ceremonies. Mr. Smith in- 
troduced other retiring officers of the 
Dallas association and paid tribute to 
them for their accomplishments in the 
past year. He then introduced the newly 
elected officers. 

Second part of the program was pre- 
sented by the Texas Association of Acci- 
dent & Health Underwriters, with its 
president, R. L. McMillon, of BMA in 
Abilene, as master of ceremonies. He 
presented the past presidents of the 
Texas Association and introduced the 
newly elected officers. 

\ certificate of appreciation was given 
to Leslie A. Ginn, BMA in Austin, retir- 
ing secretary of ‘the Texas Association, 
by John Delaney, American General Life, 
newly elected president of this associ- 
ation. 

©. D. Harlan, San Antonio, Interna- 
tional Fidelity, past state president of 
the Texas Association, gave recognition 
to International President Clifford Mc- 
Donald for his leadership this year. He 
then presented, on behalf of the Texas 
association, a silver service tray to Pres- 


ident and Mrs. McDonald. 





Stone Addresses Sales 


Meeting Between Planes 


One of the tightest scheduled sales 
meetings occurred recently when W. 
Clement Stone, president of Combined 
Insurance Co, of America, addressed 35 
of the company’s Georgia and Alabama 
salesmen in Atlanta. 

While preparing a trip to Florida, Mr. 
Stone called the company’s Georgia sales 
manager, Mid Allen, and asked him to 
arrange a meeting at a restaurant at the 
Atlanta Airport. 

The meeting began at 6 p.m. At 6:36 
p.m., the plane in which Stone was rid- 
ing arrived at the airport. The Combined 
president spoke to his salesmen from 
6:40 to 7, and then caught his plane for 
Florida at 7:09. 


No Benefit in Merger 
Of NALU-IAAHU 


LEONARD A. McKINNON 


Addresses Michigan A. & H. Associa- 
tion; Each Association Has Its 
Own Particular Job 


Any merger of the National Associa- 
tion ef Life Underwriters and the In- 
ternational Accident & 
Health Underwriters could result only in 
full-scale di- 


SAYS 


Association of 


one association with two, 
visions, differing little from two separate 
associations, or submergence of A. & H. 
to a committee level in a predominantly 
Life association, Leonard A. McKinnon, 
McKinnon & Mooney, Flint, chairman 
of the board of IAAHU, told the recent 
Michigan A. & H. Association meeting 
at Michigan State University. 

In either event, Mr. McKinnon con- 
tinued, monoline, A. & H. agents and 
casualty agents writing A. & H. would 
not be interested in joining an associa- 
tion devoting half or more of its ac- 
tivities to life insurance and would 
hence, be left without association rep- 
resentation and their support in affairs 
affecting A. & S. would be lost in as- 
sociation work. : ; 

“After working in the Life Under- 
writers Association for manv years, be- 
ing active in the Fire & Casualty As- 
sociation, and for the past ten years 
having been extremely interested in the 
\. & H. Association, T have had ample 
opportunity to observe the problems and 
programs of each of these associations. 
| am convinced that each association 
has its own, particular job to do and 
that it is important that all associations 
are made strong so that they can be 
effective on all fronts,” the speaker de- 
clared. 

Public Education—Greatest Need 


Mr. McKinnon also stated that edu- 
cation of the public is the greatest need 
in the A. & S. business. “It is the job 
of the agent to educate the public; 
therefore, the training of the agent is 
vitally important if the industry is to 
serve the public in the proper manner 

In recognition of this fact, according 
to Mr. McKinnon, the Dis: ibility Insur- 
ance Training Council was set up during 
his administration as president last year 
to offer a standardized training program 
through classes at local level. 

“The life agent who writes A. & H. 
should belong to the International and 
give support because the International 
freely helps him to elevate and defend 
his business,” Mr. McKinnon concluded. 
“It provides training. It works with hos- 
pitals and doctors to promote better un- 
derstanding in public relations. Through 
all of this, the public is better served, 
and, in the analysis, that is what we are 
all striving for.” 


Lauds Industry Role i in 
Rebuking Federal Re. Plans 


Leonard McKinnon, Flint, past presi- 
dent of the International Health & Acci- 
dent Underwriters Association, told a 
health and accident sales institute at 
Kellogg Center, Michigan State Univer- 
sity, during the past week that plans for 
a Federal reinsurance program have been 
dropped. 

He credited persuasive efforts of the 
various organizations representing pri- 
vate insurance for the change in admin- 
istration policy which, he said, strongly 
favored Federal life coverage only a year 
ago, 





NO GOVERNMENT ADVICE 


Canadian Government will not tell the 
Provincial Governments how to raise 
their individual portions of cost for 
national hospital and diagnostic insur- 
ance plans because this would be inter- 
ference with provincial jurisdiction, 
Health Minister Paul Martin has stated. 





Harland L. Knight, agency vice president, Paul Revere Life (left), receives 
congratulations on election as chairman of LIAMA’s accident and sickness com- 
mittee from Charles J. Zimmerman (center), LIAMA managing director, and 
Retiring Chairman W. W. Hartshorn (right), superintendent of agencies, Metro- 


politan Life. 





DEDUCTIBLE CONTRACTS RISE 


Reports From Michigan Indicate In- 
creasing Interest in Medical Expense 
Contracts; Competition Keen 

Increasing interest is being shown in 
Michigan in the sale of deductible medi- 
cal expense contracts, according to ob- 
servers both inside and outside the 
Insurance Department. No figures are 
available from Department sources rela- 
tive to the volume of this business writ- 
ten but the fact that most major carriers 
have filed policies for approval is taken 
as an indication that there is increasing 
competition in this field. 

The catastrophe-type contracts are 
said to range from deductible amounts 
of $200 up to $750 or more and, in gen- 
eral, they cover excessive hospital, medi- 
cal or surgical expense either from acci- 
dental injuries or illnesses. The average 
deductible clause runs around $400, it 
is reported. 

Rates vary on territory basis, depend- 
ing on residence and working location, 
on earnings brackets, and on various 
other factors. Some large corporations 
have purchased this type of cover for 
their executives in the higher pay 
brackets. 

Benefits vary nearly as widely as de- 
ductible features and rating categories 
but, in most cases, the coverage is of a 
“package” character, covering all costs 
over a fixed amount. 

Lack of extensive experience, accord- 
ing to actuarial experts, makes it im- 
possible for any of the carriers to de- 
termine what eventual rates will be in 
this relatively new form of excess cover- 
age. If premiums can be kept reason- 
able, however, it is felt among some 
observers that many persons now in 
Blue Cross service plans might be con- 
sidered good prospects, particularly since 
there has been mounting criticism of 
the ccnsistently higher charges being 
made for Blue Cross coverage. 





Industrial Accident Rate 
Rises 12.5% in Michigan 


A three-year downward trend in_in- 
dustrial accidents was reversed in Mich- 
igan during 1955, according to a report 
by the State Labor Department, showing 
a 12.5% increase in injuries over 1954. 
The total number of workers injured was 
18,900. The accident frequency rate also 
showed an upturn of 3.6 per million- 
man-hours over the 1954 rate. 

Harold Brown of the department’s 
statistical division said the increase might 
be attributable to a high percentage of 
new workers and to increased overtime. 
The Michigan accident rate of 8.6 per 
million man-hours still was kept well 


Urges International to 
Encourage A. & S. Courses 


W. B. Cornett, director, 
service, A. & S. department, 


sales and 
The Pru- 
dential, called on the International As- 
Accident & Health Under- 
writers to encourage college and even 


sociation of 


high school courses in accident and sick- 
ness when he recently spoke before the 
Indianapolis Association of Accident & 
Health Underwriters. “The public needs 
to be educated to coverages and needs,” 
he declared, “and that education should 
be taught in the senior year in high 
school as well as at college level.” 

Mr. Cornett is himself a past president 
of the IAAHU. 

The speaker also called for more pro- 
gramming in A. & S., stressing particu- 
larly the need for the integrated pro- 
gramming of life and disability cover- 
ages. “We are creating some _ risky 
situations nowadays, piling coverage on 
coverage vertically instead of spreading 
it out more soundly,” he stated. Mr. 
Cornett also expressed the opinion that 
no one living will ever see saturation 
of the market for A. & S. “Despite the 
phenomenal growth of A. & S. during 
the decade and the great number of 
people covered, there is a vast gap be- 
tween the total of wages paid in the 
U. S. and the amount of them covered 
by disability insurance,” he pointed out. 





Jess A. Hart to Assume 
Hawaiian Post on June 1 


Jess A. Hart, newly appointed general 
manager of the Hawaiian division office 
of Mutual of Omaha, and United 
Benefit of Omaha, recently introduced 
Mr. and Mrs. Walter P. Young and 
Alvin Shoehigh of Honolulu to R. S. 
Wagner, vice president of the United 
Benefit at the Omaha home office. 

Mr. Hart is scheduled to leave for 
Hawaii in early May where he will suc- 
ceed J. G. Ciciarelli, former general 
agent for Hawaii who has been trans- 
ferred to Springfield, Mass. The effec- 
tive date of the change is June 1. 

Messrs. Young and Shoehigh, repre- 
sentatives in the Hawaiian Islands for 
the two companies, called at the home 
office during a recent trip to the United 
States mainland where they attended a 
sales convention and seminar. They 
qualified for the expense paid trip on 
the basis of their 1955 production 
records. 





under the national rate of 12,1, Mr. 
Brown noted. Figures were based on 
898,000 workers in 1,817 establishments. 
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Nationwide Corp. Buying 
Into More Companies 


OFFERING 800,00 NEW SHARES 


North American Accident’s Management 
Certain That Two-Thirds Ownership of 
Co. Will Not Pass to Nationwide 





An underwriting syndicate, headed by 
Lehman Brothers and J. C. Bradford & 
Co., New York investment housés, is 
offering 800,000 shares of Class A com- 
mon stock of Nationwide Corp. of Co- 
lumbus, Ohio, at $19 a share. This 
enterprise is interested in acquiring con- 
trol of substantial interest in 
insurance companies. 

It is reported in the daily newspapers 
that about $4,500,000 of the money raised 


or a 








PET TSE AANA TOE 





Management of North American Acci- 
dent stated this week that record books 
of the company do not indicate that “a 
certain investment group has purchased 
or intends to purchase an interest in 
North American Accident.” 





SN TARR AAR TIER ENE IRL TS IE AT SL SEPIA FEELS AE TE 


by this new-issue stock sale will be used 
to buy into North American Accident 
Insurance Co. At $135 a share Nation- 
wide Corp. plans to buy 33,26624 shares 
of an outstanding total of 100,000 shares 
of North American Accident. The rest 
of the money will be used from time to 
time to buy interests in other insurance 
companies. 

Nationwide Corp. now owns a majority 
of the voting shares of Nationwide Life 
of Columbus and National Casualty Co. 
of Detroit. It also has sizabie stock 
holdings in Sun Life of Canada and 
Columbian National Life of Boston. 


Statement by North American Accident 


When The Eastern Underwriter que- 
ried North American Accident following 
the news story in New York City papers 
of Nationwide Corporation’s plans to 
acquire 33,26624 shares at $135 a share, 
Vice President S. Robert Rauwolf made 
the following statement: 

“At the time of the death of Mr. 
Alfred E. Forrest, Jr., he owned more 
than a majority of all of the shares of 
North American Accident Insurance Co. 
This has not changed. These shares are 
now held by the executor of his estate. 
Mr. Forrest’s shares together with the 
shares of his associates in this company 
constitute approximately two-thirds of 
all of the outstanding stock. 

“The other one-third was held for 
over ten years by The Field Foundation, 
Inc., as an investment. That foundation 
recently transferred its holdings to a 
New York bank. We have no accurate 
knowledge as to what, if anything, has 
heen done by the New York bank with 
those shares. 

“This we are certain of, that no part 
ot the two-thirds ownership—comprised 
of the stock formerly held by Alfred FE. 
Forrest, Jr., and now held by his ex- 
ecutor, together with the shares held by 
his associates—has been transferred. We 
are assured by the holders of this ap- 
proximately two-thirds interest in North 
\merican that they have no intention 
of making any disposition of their 
shares, 

“No change of any kind in the man- 
iement or operation of this company 
is contemplated. The board of directors 
has made this policy abundantly clear.” 





Denham New A. & H. Mgr. 


David S. Denham has been named 
manager of the accident and_ health 


lepartment of Secured Insurance Co., 
Indianapolis, Ind. 

He had many years experience in 
underwriting and claim management as 
well as in A. & H. field operations and 
accounting. 

He was in personnel management with 
« local industrial firm prior to coming 
with Secured. 


$8,823,541 ASSETS RECORD 





Combined Insurance Co.’s Premium Vol- 
ume Was $10,902,113 in 1955; Sur- 
plus Rises $1,499,665 

Substantial progress in the 1955 opera- 
tions of the Combined Insurance Co. of 
America, Chicago, has been reported by 
W. Clement Stone, company president. 
The company’s annual financial state- 
ment, as of December 31, 1955, disclosed 


that admitted assets increased to an all 
time high of $8,823,541 from $6,807,828 at 


the end of 1954. 

Premium volume in 1955 increased to 
$10,902,133 from $9,749,598, the highest 
in company history. Policyholders’ sur- 
plus rose to $4,186,975, an increase of 
$1,499,665. 

Total 1955 writings of this company 
and its three wholly owned affiliates— 
Combined American, Hearthstone of 
Massachusetts, and First National Casu- 
alty was in excess of $14,000,000 in 1955. 

The company continued the practice, 
started in 1953, of declaring a_ stock 
dividend in July of 1955 by increasing 


the capital from $400,000 to $500,000 
through the issuance of a stock dividend 
of one share for four. Based on the cur- 
rent 500,000 shares oustanding, the com 
pany’s earnings per share reached a new 
high of $3. The company has applied for 
admission to do business in the Domin- 
ion of Canada and the Territory of 
Hawaii. 

In order to accommodate the com- 
pany’s expanding requirements, another 
office building was recently purchased, as 
well as vacant property adjacent to the 
home office itself. 








THE SHOCKING TRUTH: Cancer kills more children 

from 3 to 15 years of age than any other disease. 
Help hurry the day when all our children 

will be free from man’s cruelest enemy. Your 
donation—large or small—can help sav¢ a youngster’s 
life. Perhaps even one of your own. 


AMERICAN CANCER SOCIETY 


NAME 


GENTLEMEN: I want to help conquer Cancer. 


(] Please send me free information about Cancer. 


(1 Enclosed is my contribution of $_____ to 
the Cancer Crusade. 








CITY. 


ADDRESS, 





ZONE STATE 





MAIL TO: Cancer, c/o your town’s Postmaster. 


sia 
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Michaels Cites Methods Needed For 
Agent Motivation in Life and A. & S. 


Motivation without frustration of gen- 
eral agents can only be had by provid- 
ing sales tools for selling both life, and 
accident and sickness insurance, by sales 
training for selling both, by direct mail 
material for selling both and by field 
personnel capable of proving that they 
work, Richard W. Michaels, vice presi- 
dent, Federal Life & Casulaty Co., has 
declared. ; 

Addressing the recent A. & S. meeting 
of the Life Insurance Agency Manage- 


ment Association in Chicago, he listed 
three steps in the accomplishment of 
these objectives: (1) Motivate them 
with money; (2) Keep them motivated 


by pointing out the service they are 
rendering ; (3) If you show them how to 
sell “dead” or “alive” they won't get 
frustrated and neither will you. 


For Balanced Production 


The speaker pointed out what a gen- 
eral agent has to gain from balanced 
production. He cited the following: 

“1. We know that the persistency of 
A. & S. sold with life will be better. 

“2 Chances of selling future addi- 
tional life to a policyowner who is buy- 
ing both from our company is_ better 
than if we have a competing agent sell- 
ing and servicing one of his needs. 

“3. Men selling both require no fi- 
nancing in my book and | am sure | 
can get agreem€at from everyone that 


they require less financing. 
“4. Men are easier to recruit for both 
than for life alone. 


“5. Most companies can pay a higher 
and longer renewal commission on A. & 
S. which will keep men in the business. 

“6. The A. & S. man selling life now 
has the savings feature to sell for the 
first time. The life man has the appeal 
that all benefits are payable to the 
policyowner while he lives on A. & S. 
“7. The life man who has had to pro- 
gram for business will have the refresh- 
ing experience of talking to many peo- 
ple who have no disability income pro- 
tection whatsoever. 

“a Adding A. 
agency requires 
additional training. 
only selling income dead or alive.” 

\ll the above, Mr. Michaels said, will 
increase the general agent’s renewal in- 
come, protect against competition, cut 
financing help recruiting, make 
selling easier or in other words “put 
more money in his pocket.” 

However, he said that money alone 
will not keep general agents going. “We 
must show them that to pretend to sell 
security for the policyowner and only 
take care of protecting the income from 
death or vice versa is gross misrepresen- 
tation. No life man can _ service his 
clients long without seeing a lapse or a 
policy cashed due to sickness or acci- 
itt No A. & S. man can follow lapses 
long without seeing a policy lapse be- 
cause of death. We must make him see 
that when he sold one or the other that 
someone entrusted their family’s security 
to him and he failed. Use lapse reports 


& S. or life to an 
comparatively _ little 
After all you are 


costs, 


due to sickness, accident or death to 
prove this.” 
The speaker noted that Solomon 


Huebner in “The Economics of Accident 
& Health Insurance,” says, “Of the three 
types of economic death—the premature 
physical death (‘casket death’), the re- 
tirement death and the living death 
(‘total and permanent disability death’) 
—the last, ‘living death’ is clearly the 
most dreadful and costly. It would never 
be chosen by a thoughtful person over 
physical or retirement death. 

_“Why, then isn’t it logical to protect 
first against the most dreaded of the 
three ‘the living death,’” said Mr. 
Michaels. Dr. Huebner means, sell in- 
come dead or alive. 


The Follow Through 


Mr. Michaels devoted the rest of his 
address to the “follow through” on mo- 





tivation and gave the experience of his 
own company as illustration. 

“We got production of individual life 
and accident and sickness rolling last 
year after the company had stood still 
for three years and I wish I could say 
it was accomplished by doing everything 
right. Being generous to myself and 
associates | might say that half of the 
things we tried worked. I believe you 
will profit more if I tell about the mis- 
takes as well as the successes. 


“1. We developed sales material for 
selling both on the same proposal. This 
was accepted by about 5% of our sales 
force 

“2 Because most of our general 
agents were good A. & S. men we 
started a home office life school in April, 
1955. Sixty per cent of our life new 
business came from school graduates in 
the last six months of 1955. This is three 
and a half day school built for men who 
know how to sell them income alive, but 
not dead, as well as for novices. The 
general agents have footed the bill for 
transportation. In April our agency de- 
partment staff attended, together with 
general agents who must attend before 
they can send sub-agents. We consider 


it our best effort for 1955. 
“3. Use the chassis plan for training 
both A. & S. and life men. Training 28 


full-time A. & S. men, who averaged 
over $1,000 cash per month in our agency 
in 1954, we used one training tool, the 
chassis plan. Every man was taught the 
standard approach and standard close 
for A. & S. Every man knew the five 
closes in the chassis plan and only about 
half were even licensed for life. Sur- 
prised ? 

“4. Every man in our agency depart- 
ment knows our life and A. & S. sales 
talk by heart and are ready to go out 
in the field and prove that the chassis 
plan works for both. 

“5. We have failed to get anything 
like balanced production from a majority 
of old sub-agents. We have had more 
success at the general agency level. Our 
greatest success has come from new 
general agents. On the other hand, how- 
ever, we have reawakened many who 
had sold both at some time in the past. 

“6. Contests designed to stimulate A. 
& S. over life or life over A. & S. have 
met with little success. Once. again I 
believe it is inspiration without training 
that is the cause of failure. 

“7. Various programs to load , 
policyowners with life and 
have met with some success. We have 
provided pre-approach letters for this 
purpose. One agency in Ohio where the 
general agent and two sub-agents at- 
tended our school late last year wrote 
$120,000 of life in January of 1956. In 
January of 1955 they wrote no life busi- 
ness at all. The small number of gen- 
eral agents who have been successful in 
loading indicates that we must furnish 
step by step training to obtain better 
results. 


A. & S. 


vice versa 


Direct Mail 


“8. The words Dear Policyowner are 
magic in direct mail. A mailing to a 
policyowner will pull six to ten times the 
return of the same mailing to any other 
list. A pre-approach letter to policy- 
owners will get an interview every time. 
A gift offer mailing will pull over 16% 
returns and you can get from three to 
five referrals on each reply. Remember 
there’s gold in those policyowner files. 

“90. Mortgage redemption prospects 
are perhaps the earliest to sell income 
dead or alive. A visual] sales booklet is 
now bringing A. & S. on 50% of our 
mortgage redemption sales. Some agen- 
cies are getting 80%. The old A. & S. 
miracle letter does a fine job on mort- 
gage redemption leads. 

“10. Training A. & S. agents for life 
is easy but you have got to do it. On 


Major Illness Coverage 
(Continued from Page 42) 


today protect some 105 million people 
against expenses arising out of hos- 
pitalization, some 90 million against sur- 
gical expenses, and 50 million 
against other medical expenses. 


some 


Additional Coverages 


“In addition, the insurance companies 
provide additional coverage against ma- 
jor medical expenses beyond these basic 
expenses up to amounts as high as 
$5,000 or $10,000 for four million to five 
million people. The number of insured 
people in the hospital, surgical and other 
medical care categories is being ex- 


panded about five million additional each 
year whereas in the major medical cate- 
gory the number of people has_ been 
doubling each year.” 

“Frequently questions arise,” he said, 
“as to why an insurance company will 
restrict its payment under major medical 
policies to 75% or 80% of the medical 
care charges leaving 25% or 20% respec- 
tively to the insured to pay out-of- 
pocket. It is unfortunate that insurance 
companies must ask for this coinsur- 
ance. When major medical policies first 
appeared a few unwary companies is- 
sued major medical policies without co- 
insurance with the result that large 
amounts of money were lost. 

“The purpose of the coinsurance is, of 
course, to keep the insured vitally inter- 
ested in restricting medical services to 
necessary ones and in retaining a finan 
cial interest in the fees charged for 
specific services.” 

“The reason for the deductible,” he 
added, “is the reduction of the operating 
expense of insurance program. To the 
extent that routine charges for minor 
illnesses and accidents are covered by 
insurance, the insurance premium be- 
comes a means of budgeting rather than 
insuring. It costs nearly as much to 
make a $10 payment as it does to make 
a $100 payment and there are many more 
$10 payments than $100 payments. Thus 
if the insurance mechanism is to operate 
efficiently it is desirable to exclude the 
smaller payments.” 





Union Labor Division of 
Combined Meets at Boise 


The first’ regional sales meeting of 
1956 of the union labor division of the 
disability department of the Combined 
Insurance Co. of America took, place 
April 16-21 in Boise, Idaho, Robert Jus- 
tad, general agent of the region, an- 
nounced, 

Jack Olson, agency director, and 
George Gibson, field supervisor from 
the Combined Insurance home office in 
Chicago, presented a completely new 
sales training program for the union la- 
bor division. The week long meeting 
was attended by salesmen from Utah, 
Montana, Washington, Idaho and Wyo- 
ming. 





a bet in 1952 that our A. & S. agency 
in Buffalo could lead the company in 
life we ran a one-day school for five 
top A. & S. agents. They already knew 
the chassis plan approach and close so 
all we had to teach them was the sav- 
ings plan body. The next day they sold 
seven savings plans and inside a month 
the agency had applied for $250,000 in 
life. Other agents begged for training 
and the effort carried over for many 
months. 


“11. We have provided special rate 
sheets, special proposal forms, transition 
sales talks and any other sales aid we 
thought would make it easy to sell both. 
None worked a lot. They all worked a 
little. 

“12. We give each agency a clear cut 
objective in balanced production so that 
they may feel a part of your company 
program.” 


FTC Upholds Its Power 


(Continued from Page 42) 


was subject to regulation by the Federal 
Government. 
Public Law 15 

“Congress then enacted Public Law 15 
preserving to state governments the 
regulation of the insurance business and 
restricting the application of Federal 
statutes to areas not covered by state 
laws,” the associations’ statement said. 
“The Commission’s decision is thus di- 
rectly contrary to the express intent of 
Congress and would deprive the states 
of their right to regulate the insurance 
business, 

“The majority decision asserts that 
the FTC has broad and far-reaching 
jurisdiction and authority in the regula- 
tion of insurance advertising, but the 
basis of the decision would carry far 
beyond advertising. Through the efforts 
of state Insurance Commissioners, pub- 
lic interest in the advertising area has 
already been served by the promulgation 
of accident and health insurance adver- 
tising rules by the state insurance su- 
pervisors. The Commission’s decision 
therefore comes at a time when the 
problem is being met by the states,” the 
associations said. 

Gwynne-Mason Dissent 

The Gwynne-Mason dissenting opin- 
ion concerned the jurisdictional question. 
It asserted that Congress had intended 
by passage of Public Law 15 to con- 
firm, commencing in 1948, jurisdiction 
over insurance to each state as soon as 
it had necessary legislation. In separate 
additional views, Commissioner Mason 
said that majority opinion would trans- 
fer “in one fell swoop” the control of 
every phase of the insurance business in 
interstate commerce to the Federal Gov- 
ernment and thereby “flout the ex- 
pressed intent of Congress.” 

The Gwynne-Mason dissent held that 
“the whole purpose of the McCarran 
Act was not to express the Congres- 
sional intent that the barrier of the 
paramount power (of the Federal Gov- 
ernment) under the commerce clause 
was to be removed in the event the 
states did adopt regulatory laws.” This 
opinion emphasized that the McCarran- 
Ferguson Act sets forth that “the con- 
tinued regulation by the several states 
of the business of insurance is in the 
public interest. There is nothing in... 
the entire Act which justifies the in- 
terpretation that the regulation was to 
continue only by the grace of the Fed- 
eral Trade Commission.” 

The minority opinion said that Public 
Law 15 “arrests the overriding power 
of the Federal Government under the 
commerce clause as it affects insurance, 
where the states have regulatory laws.” 
It said that unless the Federal power 
was intended to be curbed by the act 
“the conclusion is inescapable that under 
the majority view, the McCarran Act 
accomplished nothing. Courts will not 
presume that a statute was meant to 
have no effect.” 

It was the conclusion of the Gwynne- 
Mason dissent that “the majority opin- 
ion would bring tremendous confusion 
in the insurance industry and would 
open the door wide to complete Federal 
control. We are not discussing the rela- 
tive merits of Federal versus state con- 
trol. All we say is that decision belongs 
to Congress and not to a Federal bu- 
reau. 


C. J. Smith Regional Mgr. for 


Combined in va 

Charles J. Smith, Rutland, agent 
since 1938, has been sehen an poe ose 
manager for that state by the Combined 
Insurance Co. of America in its disability 
department. 

Mr. Smith will sell the Combined’s 
complete line of disability policies, in- 
cluding non-can. and wholesale group. 

Associated with him will be Percy 
kimrich, state agent, who will supervise 
field activity. Mr. Smith’s agency in 
Rutland services areas in Vermont and 
New Hampshire. 
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